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. Pre: | Recently George P. Baggott, manager Stotlar-Herrin Lumber Co., Zeigler, Ill., ad- 

man. | dressed the Community High School student body on “Building the Modern Home,” 

am. | illustrating his talk with samples of actual materials as shown above. His own story 

man. | of a most interesting and rewarding experience appears on page 24. Similar op- 

* | portunities for promoting sound construction and the use of quality materials exist, 
. | or can be created, in many other communities -- perhaps in yours? 
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AMERICAN LUMBERMAN 


“After all, there are just three things 
that determine whether or not you are 
standardizing on the right glass. They 
are quality, public acceptance and a pro- 
tected profit. L-O-F fills the bill on all 


of them better than any other brand. 


“It is well known to the public. Consist- 
ent national advertising over a period 
of many years has driven home its su- 
periority. That makes it a lot easier to 
sell. And makes glazed sash in which 


it is used much easier to sell. 


“Furthermore, profit is protected when 
you use L-O-F Quality Glass. It is more 
perfectly annealed in the longest lehrs 
used in the industry. That makes it 
easier to cut. Loss from breakage is re- 
duced to a minimum. 


“No matter how you look at it, L-O-F is 
the logical glass to use and handle. I’ve 
standardized on it for years, and I 
couldn’t be better satisfied.” 


L-O+F Quality Glass has a lastingly brilliant finish, 
is always of uniform quality and has a surface con- 
siderably flatter than that of ordinary window glass. 
Libbey+ Owens+ Ford Glass Company, Toledo, Ohio. 
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When “Livery Barns and Lumber Yards” 
Were Rated “Public Enemies” 


hopes, it turns out to be an editorial, 

he wishes at the outset to give credit 
to an esteemed subscriber in western 
Canada for the underlying idea. It is 
pretty generally considered, even by edi- 
tors, that an editorial should have an idea 
or two concealed somewhere about it. 
That, in fact, is supposed to be the main 
reason for putting it in large type “up 
front” in the paper. Sometimes the read- 
er wonders where the idea is hid, but 
that is neither here nor there. 

But, to get back to our muttons, let it 
be said that the credit mentioned as due 
to the subscriber supplying the “big idea”’ 
does not mean publicity for him, as that 
is not merely the last thing he wants, but 
something that he does not want at all. 
Here is the idea, exactly as expressed 
by our Canadian reader: “We want, in 
our business, to be known as building 
material dealers.” Explaining just what 
he means by that, he says he has for 
years wanted to get away from what he 
calls the “rather derogatory” term “‘lum- 
ber yard.” 

THE AMERICAN LUMBERMAN strongly 
sympathizes with the Canadian dealer’s 
contention that “building material deal- 
er” more adequately describes the field 
and function of that business than does 
the more commonly used designation 
“lumber dealer” or “lumber yard.” Any- 
way, as the greater must include the 
lesser, and inasmuch as wood in its vari- 
ous forms and derivatives constitutes by 
far the most important of all building 
materials, it goes without saying that no 
one really can be a building material 
dealer without handling forest products, 
or as they are generically called—lumber. 
The terms “lumberman,” “lumber deal- 
er,” “lumber yard” etc. once described 
with a fair degree of accuracy the func- 
tions of these individuals and businesses, 
but they no longer do so. They are merely 
convenient colloquialisms, more or less 
confirmed by long usage. Nevertheless, it 
is significant that more and more in- 
dividual dealers and firms are either sub- 
stituting for “lumber” the words “build- 
ing materials,” as an all-inclusive term, 
in their corporate titles; or else are mak- 
ing those titles read “lumber and building 
materials’; which of course is open to 
the criticism that lumber being itself a 
leading building material, the separate 
naming of that commodity is redundant. 
It is true also, that in recent years the 
names of a number of dealers’ associa- 
tions have been amended to express the 
idea that the members are dealers in build- 
ing materials, not merely in lumber, thus 
further emphasizing the trend already re- 
ferred to. 

Our Canadian correspondent takes a 
further shot at the old term “lumber yard” 
by calling attention to a historical fact 


¥ AS THE writer of this piece fondly 


which the editor did not know. He says: 
“In this country, all the town sites when 
first put on the map were  caveated 
against, in the titles, by legal warnings of 
‘Restrictions against livery barns and 
lumber yards.’ ” 

Comparisons are odorous—as Shakes- 
peare wrote (not “odious,” as often 
quoted), and so perhaps this linking of 
livery barns and lumber yards, in the 
legal prohibition just cited, may not be 
as far-fetched as it seems; for Heaven 
knows that in the good old days both in- 
stitutions could be smelly enough. Both, 
too, were alike favored by the tobacco- 
chewing, cuspidor-missing, local gentry 
of the leisured class who made them 
their hangouts. However, those things are 
in the past, and the only justification for 
mentioning them is to show the long dis- 
tance we have traveled from the old- 
style lumber yard to the modern build- 
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ing material stores that are so frequently 
pictured in this journal. 

Anyway, this whole discussion of trade 
nomenclature is academic, inasmuch as 
“lumber yards” and “lumber dealers,” if 
literal interpretation of those terms be 
insisted upon, practically have ceased to 
exist. Whatever he calls himself, or his 
place of business, the erstwhile “lumber 
dealer” is now a seller of building ma- 
terials, of many kinds, of which lumber 
heads the list, and his place of business 
is a building material store, or yard, if 
he prefers to retain that much of the old 
phraseology. 

“What’s in a name?” asked the bard, 
and it matters little what we call ourselves 
or our places of business, if we are real 
merchants, alive to and adequately meet- 
ing the building demands of our com- 
munities. That, by the way, as a number 
of alert subscriber-correspondents of the 
AMERICAN LUMBERMAN have lately 
pointed out, is the best way to nullify 
the menace of consumer co-operatives ; 
a subject which space does not permit 
discussing at this time, but which we shall 
treat editorially in the near future. 


Farm Market Offers Attractive Field 
For Building Promotion 


HAT THE farm market for lumber 
si and building materials is developing 
into a most important outlet, that 
should command especial attention from 
dealers, is indicated in the number of re- 
quests for information relating to farm 
house plans, modernizing farm houses, 
and roof coverings and their repairs, be- 
ing received by the Department of Agri- 
culture in Washington. According to a 
recent report the Department has sent 
out in answer to inquiries 250,100 copies 
of Bulletin 1738, ‘“Farm-house Plans,” 
containing sketches and floor plans of 
forty houses. For Bulletin 1749, “Mod- 
ernizing Farmhouses,” containing plans, 
photographs and sketches of thirteen 
typical farmhouses remodeled by their 
owners, 44,000 requests have been re- 
ceived. For Bulletin 1751, “Roof Cover- 
ings for Farm Buildings and Their 
Repair,” which discusses shingles, bitumi- 
nous coverings, metal and canvas for 
roofs, 30,000 requests have been received. 
Translated into dollars, these requests 
would indicate that farmers expect to 
spend a considerable number of millions 
in the construction of new homes, new 
farm buildings, modernizing and repair- 
ing old buildings, renovating old: roofs, 
and putting on new ones. 

When to this rich market is added the 
millions that soon will be released in vet- 
erans’ bonus payments, a substantial por- 
tion of which will be spent for building 
new homes, repairing old ones, or making 
payments on homes that are purchased, 
there seems no doubt that lumber and 
building material dealers who are on 
their toes and doing a real job of mer- 


chandising will find this year, and prob- 
ably the coming two or three years, the 
most active they have experienced since 
the boom days. Manufacturers who fail 
to co-operate with dealers in supplying 
these profitable markets will be overlook- 
ing a golden opportunity. 

Recent surveys have indicated that dur- 
ing the five years from 1930 to 1934, in- 
clusive, lumber used on the farms aver- 
aged approximately 400 board feet per 
farm. Contrasted with the apparent act- 
ual use of 400 board feet of lumber per 
farm annually over the past five years, 
there is an estimated normal need of ap- 
proximately 1,000 board feet per farm 
yearly. 

According to an engineer of the Forest 
Service, the normal annual lumber re- 
quirements per farm are found to be 
much larger than the reported consump- 
tion during recent years. The data as- 
sembled indicate that for the nation as 
a whole*the annual farm lumber market 
for repair and replacement might nor- 
mally be two and one-half times what it 
was .during the. 1930-1934 period. The 
survey shows that for six and one-half 
million farms the lumber used annually 
for the last five years was approximately 
2,600,000,000 feet, compared with the es- 
timated use of 6,500,000,000. Taking this 
delinquency as a whole, it constitutes a 
present pent-up demand of approximately 
3,000 board feet per farm, or over 19,- 
000,000,000 board feet for six and one- 
half million farms. Commenting on this, 
Frank J. Hallauer, principal engineer of 
the Forest Service, United States Depart- 

(Continued on next page) 
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Lumber’s Battle for Markets Must Be 
Fought on Three Fronts 


NE SITTING on the sidelines at 

some meetings of lumber manufac- 

turers can hardly fail to be im- 
pressed with the feeling of apathy and 
apparent helplessness that seems to per- 
vade the assemblage, and the reluctance 
of those present to take part in discussions 
or to express their views on matters of 
supreme importance. This was particu- 
larly noticeable at the recent meetings in 
Chicago of the trade promotion commit- 
tee of the National Lumber Manufactur- 
ers’ Association. At these meetings many 
wise and desirable projects were offered 
and the chairman labored valiantly to 
arouse interest and to bring out the views 
of the men about the conference table. 
Members of the staff presented graphic 
pictures of what had been done and of 
the splendid possibilities for broadening 
the profitable markets for lumber, but al- 
most invariably the presentations and the 
discussions were followed with this rather 
hopeless query: “Where will we get the 
money ?” 

Every one realizes that the lumber in- 
dustry has suffered severely during the 
past several years, but it does seem rather 
ridiculous for a great industry to acknowl- 
edge its helplessness and its inability to 
properly and adequately finance a promo- 
tion program that would certainly help to 
stabilize the business on a satisfactory 
basis. 

When it is remembered that one com- 
pany manufacturing materials that com- 
pete with lumber has spent a quarter of a 
million dollars on one promotion project 
alone, while the total expenditure of the 
entire lumber industry for organized pro- 
motion in that time has been only a small 
proportion of that amount, one is inclined 
to marvel that lumber has been able to 
hold its own as well as it has. The fact 
is that it is extremely difficult to work up 
in the lumber industry any appreciable 
amount of real enthusiasm for trade pro- 
motion—that kind of enthusiasm that ex- 
presses itself in the shape of real money 
subscribed for the purpose of carrying on 
a promotion program on a scale commen- 
surate with the size and the importance 
of the industry. 

_ Across an office desk or a lunch table 
individuals will wax enthusiastic over the 
desirability—yes, the necessity—of the 
lumber industry arousing itself and get- 
ting on to the job of promotion, but called 
into a meeting, or invited to “sign on the 
dotted line,” this enthusiasm seems to 
wane; the program languishes and mar- 


kets slip away while the question is asked: 
“Where will we get the money ?” 

There is little hesitation about putting 
large sums of money into timber, sawmill 
properties, and equipment of the latest 
and most approved design. Money will 
be spent freely to reduce the cost of manu- 
facture and to turn out a high quality 
product, but purse strings contract and 
ink wells run dry when a modest sum is 
asked for the purpose of holding old and 
gaining new markets that will safeguard 
the investments in timber and equipment. 

Lumbermen have done a wonderful job 
of manufacturing, but they have faltered 
and stumbled over the problem of mar- 
keting. It is not fair, of course, to charge 
the lumber industry as a whole with 
neglect of this important matter of promo- 
tion, of marketing, of salesmanship. There 
are a loyal few who have steadfastly held 
aloft the banner, who have kept the fires 
of trade promotion burning—feebly, at 
times, it must be admitted, but always 
alive. 

It is not right that a few should have 
to do the job for the many. The industry 
should present a united front in this mat- 
ter of trade promotion. It should provide 
a liberal sum for that purpose; then from 
the numerous projects submitted, select 
those of greatest promise and devote earn- 
est and sincere effort to the task of en- 
larging the profitable markets for wood. 

This question of trade promotion and 
advertising for the industry properly 
should include three phases—each tre- 
mendously important in its sphere. 

There should be general promotion of 
the wider use of wood; which, naturally, 
should be a national function, and which 
the National Lumber Manufacturers’ As- 
sociation has demonstrated it can per- 
form in a most satisfactory way. 

Then there should be promotion of 
species, which can most satisfactorily be 
done by the regional associations—and if 
handled wisely this can be done without 
engendering strife or creating destructive 
competition among sections or species. 

Then there is the important link of in- 
dividual promotion and advertising which, 
tied in with the larger campaigns, will 
bring the actual demonstrable results in 
the way of orders on the files and dollars 
in the tills of the individual concerns 
whose contributions have made possible 
the regional and the general programs. 

Each of these programs can be bene- 
ficial in itself to a certain extent, but tied 
in together and carried on simultaneously 


they blend into a harmonious whole that 
is irresistible. 

The suggestion has been advanced that 
all individual promotion and advertising 
should be abandoned and that manufac- 
turers should concentrate their efforts on 
species promotion—-the thought being, it 
is presumed, that this will be so effective 
that every manufacturer will get his share 
of the business developed and that all will 
be satisfied—a somewhat Utopian idea. 

Neither general promotion of wood nor 
specific species promotion and advertising 
will sell the product of a given individual 
concern, any more than the promotion 
and advertising expenditure of an individ- 
ual concern can be expected to sell the 
product of all the concerns producing the 
particular species. 

No, there really is no one-way thor- 
oughfare in this matter of lumber promo- 
tion and advertising, and the industry will 
make a serious mistake if it attempts to 
confine its efforts into narrow limits of 
that sort. 

What is needed is a broad program 
taking in wood generally, specific species 
and individual production. And_ this 
three-way program should not be given 
grudging support, but should have suffi- 
cient backing to assure complete success 
—a fund in the aggregate many times 
greater than that of any individual com- 
petitor no matter how liberal that may be. 

And don’t forget that manufacturers of 
other materials, who are doing a magnifi- 
cent job of promoting their own products, 
helping dealers to become better merchan- 
disers, and acceptably serving the public, 
do not haggle over the cost, but rather, 
organize their campaigns with financial 
backing sufficient to guarantee results. 

And they are not afraid to take a 
chance! 





(Continued from Page 14) 
ment of Agriculture, said: 

“This estimate of pent-up need should 
not be confused with a probable farm lum- 
ber market. There can be little likeli- 
hood of such a need being satisfied im- 
mediately. Converting this need into an 
actual demand will depend upon economic 
conditions, and in any event would require 
time. It does, however, suggest a con- 
sumer pressure that might under favor- 
able conditions carry demand for lumber 
on the farm considerably beyond the nor- 
mal for a number of years. With needed 
maintenance below normal for over five 
years, repair and replacement can not 
long be held at low level, and an increas- 
ing farm income should have its effect.” 
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G. E. 
VOSBURG, 
Vosburg 
Lumber 
Co., 
Gilman, 
lowa. 


This stretch of the Realm is devoted 
to some ramblings through the green and 
black landscape of central lowa; green of 
the pastures and black of the cultivated 
fields. Farmers are busy boys these days. 
Small grain is sowed and up; and, by the 
time these lines are in print, the corn 
will probably be showing in long, checked 
rows across the big fields. But as they 
are written, the gang plows are at work; 
‘some of them pulled by four to six big 
horses, but just as many if not more by 
slim, lean tractors. 

These tractors make a story of special 
interest to the local lumbermen in the 
neighboring villages. Time was, when 
the depression bore down hardest, that 
the tractors were retired to the sheds. 
Some of them were suffering from old age 
and worn pistons, and all of them found 
fuel scarce. Farmers could raise fuel for 
the four-legged “hay burners;” but a 
tractor called for an alien feed that in- 
volved cash money. So for two or three 
years the farmers reverted, if not to 
horse-and-buggy days, at least to horses. 
They say there’s still an expanded mar- 
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ket for draft horses on Iowa farms, for 
there are some jobs at which Old Dobbin 
is superior to his mechanical understudy. 

But farmers have never been content, 
once they’ve tried the speed and enormous 
pulling power of the tractor, to give it up 
completely. It makes possible the timing 
that is as important in farming as in golf. 
If hands are kept out of the fields by a 
late spring, the tractor will plow day and 
night, with a shift of chauffeurs, and have 
the seed bed ready for planting at the 
right time. 

So the implement men have been doing 
a big business in power units. They say 
the tractor factories have been going great 
guns to supply the machines; and it isn’t 
uncommon to see a village implement 
dealer’s yard filled up with these mechani- 
cal horses that are shod with the new 
pneumatic tires. Along with the tractors, 
farmers have been trading for new cars. 
The old ones were showing their age ; and 
to fix them up meant sizable investments 





Storage alongside of ware- 

house of the Fullerton Lumber 

Co., Grundy Center, lowa— 
long lengths and fencing 





in overhauling, after which they'd still be 
old cars with no great mileage ahead of 
them. 


THE BARN TURNED OUT TO BE A CAR 


This seems generally to have been the 
story. As farmers got something they 
could use for money, they paid some bills 
that were especially pressing. Next they 
were likely to look to tractors and cars. 
Of course this choice has disappointed 
local lumbermen somewhat ; for the build- 
ing material men hoped that these funds 
would go into new structures and build- 
ing repairs that are so badly needed on 


farms. Some dealers are right warm un- 


der the collar about it, and make state- 
ments that don’t reflect a high opinion of 
granger thrift. Others take a more philo- 
sophical attitude and admit that they 





themselves probably would do about the 
same thing. We asked a farmer about 
it as he was loading some screens onto 
his truck. 

“Oh sure,” he said, “I know these deal- 
ers would like to have us spend what 
money we have with them. They’re all 
right. We need new buildings and fences. 
Especially fences. But we need so many 
things we’ve got to put some of them off 
for a while; and a lot of us figure that 
farm machines will help us make money 
to buy buildings a little faster than build- 
ings will help us make money to buy 
machines. That’s all there is to it. Give 





us a good crop prospect next fall with a 
fair level of prices, and you'll see quite 
a lot of buildings go up before snow flies. 
It’s just a matter of choice and judg- 
ment, and this is what a good many of us 
think. There’s some farm building at 
that; or was recently, before we got so 
busy in the fields.” 

One of the less provoked dealers said 
about the same thing. “Quite a number 
of these farmers,” he said, “are renters. 
They don’t build the permanent buildings, 
and it isn’t so easy to get the landlord to 
do it. Some farms around here are 
owned by insurance companies, as the re- 
sult of the wash-up after the post-war 
land boom. These companies do some re- 
pair work, painting and fence building. 
Of course they’re pretty close buyers; 
know how to do the necessary things 
without spreading themselves. We're 
willing to deal with them, for they pay 





Successor to the farmer's horse 
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in the Corn Belt 


Where the Plowman Steps on the Gas--But Building 
Materials are Selling--The Alien Fence Post Peddled 


by Truck--Big Increase in Portables 


cash; but you can’t expect them to re- 
place buildings that can be repaired and 
made to do. As a matter of fact, the 
farmer-owners are following about the 
same policy. But one thing we’ve noticed 
is that farmers, both renters and owners, 
are buying portables; brooders and in- 
dividual hog houses. That’s one thing 
you’ve got to say for the agricultural col- 
lege and the county agents; they’ve con- 
vinced Iowa farmers of the real value of 
these portables. There’s going to be a 
lot of chickens raised around our part 
of the country this summer. 


CONFIDENTIALLY, SALES 
VOLUME IS UP 


“IT suppose a lot of dealers tell you 
farmers haven’t bought anything at all. 
Well, that’s an exaggeration. Makes me 
think of the old farmer whose alarm didn’t 
go off on Monday morning at the usual 
hour of a quarter to four. He didn’t 
wake up until half an hour later; and as 
he rushed for the barn, fastening his 
suspenders, he muttered, ‘Half the week 
gone and nothing done!’ Well, we’d like 
to sell some more barns, sure enough. 
We haven’t sold as much as we hoped 
and expected to sell, and right now the 
boys wouldn’t leave the fields to build the 
ark; so the dealers are naturally stewing 
in impatience. But if you get these boys 
in a confidential mood they'll admit 
they’re selling more than they did last 
year and a whole lot more than they did 
two years ago; and I think the big sales 
of the year will come during the summer 
and fall. Anyway, that’s my story, and 
I’m going to stick to it until I close the 
books next winter, at least.” 

Not all the dealers we called on agreed ; 
but maybe we didn’t get them into a con- 
fidential mood. 

The first lumberman we called to see 
was G. E. Vosburg, of the Vosburg Lum- 
ber Co., Gilman, Iowa. Mr. Vosburg’s 
father, the late W. H. Vosburg, was also 
a widely known dealer. He was one of 
the early members of the Northwestern 
association and seldom if ever missed a 
convention. He was likewise a high Ma- 
son and belonged to quite a number of 
other fraternities; liked people and en- 
joyed all kinds of conventions and frater- 
nity meetings. 

Gilman is a typical country town, ex- 
cept that it’s surrounded by farm land 
distinctly above even the high average of 
Iowa. Mr. Vosburg told me with some 
amusement that business was “promis- 
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ing” ; that is, the customers promised that 
they were about ready to do some build- 
ing but would have to put it off just a 
little longer. However, he mentioned cas- 
ually that he’d recently sold five hundred 
steel posts to one farmer. 

This at once brought up another matter 





Wall paper is part of the stock 
of the Fullerton Lumber Co., 
Grundy Center, lowa 





we've heard over and over; the habit of 
trucking wooden posts in from a neigh- 
boring State; usually from Missouri. 
These sales are generally made directly 
to farmers. Several things have conspired 
to make this pain in the neck possible. 
In the first place, a lot of truck owners 
found themselves without other employ- 
ment. In the second place, the disastrous 
drouth in Missouri left that great State 
with a serious shortage of corn ; and many 
Missouri farmers looked to the upper half 
of Iowa, where crops have been good, for 
supplies. These truckers began hauling 
corn. But in order to avoid traveling 
empty one way, they began looking 
around for something to haul north, and 
they hit upon two things which horned 
the Iowa dealers. One was fence posts, 
and the other was coal. The average Iowa 
dealer handles both. 

Missouri produces plenty of good 
fence posts and coal; and probably some 
of the better grades of each traveled 
northward by truck. But the better 
grades have not been the rule. Those 
oak posts, for instance, are usually not 
seasoned. They come to the Hawkeye 
State green; and while the farmer buyer 
could rick them up and let them air dry 
for a year, that would cost something. 
Anyway the farmers know them for what 
they are and buy them accordingly; prob- 
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ably for around sixteen cents, which 
doesn’t do the lumberman’s post business 
any good. He can argue truthfully that 
his good posts will last five times as long ; 
but the trucked-in product will hold a 
fence this year, and maybe when they’re 
rotted out times will be easier. The coal 
usually comes from strip mines; and 
while some of it isn’t bad, a number of 
buyers had to get some local fuel of more 
heat content last winter when tempera- 
tures slid below zero. 


LATER, BETTER STUFF WILL 
SELL ON MERIT 


“Really, I can’t blame the truckers,” 
said W. H. Walters, of Burns & Walters, 
Traer, lowa. ‘They want to make a liv- 
ing, and they have a hard way of doing 
it. The stuff they bring in hurts our mar- 
kets, and it isn’t worth more than the low 
prices they ask. But if people want to 
buy from them, well, it’s the buyer’s 
judgment. I wouldn’t be keen for laws 
against them. Sooner or later, I reckon, 
our better stuff will sell on its merit. I’m 
willing to wait until the value of better 
stuff is recognized. These haulers have 
a kind of tough time. Usually they have 
to travel around several days, finding a 
buyer, and of course they keep putting 
the price down. I don’t think they’re 
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G. E. 
VOSBURG, 
Vosburg 
Lumber 
Co., 
Gilman, 
lowa. 


This stretch of the Realm is devoted 
to some ramblings through the green and 
black landscape of central Iowa; green of 
the pastures and black of the cultivated 
fields. Farmers are busy boys these days. 
Small grain is sowed and up; and, by the 
time these lines are in print, the corn 
will probably be showing in long, checked 
rows across the big fields. But as they 
are written, the gang plows are at work; 
some of them pulled by four to six big 
horses, but just as many if not more by 
slim, lean tractors. 

These tractors make a story of special 
interest to the local lumbermen in the 
neighboring villages. Time was, when 
the depression bore down hardest, that 
the tractors were retired to the sheds. 
Some of them were suffering from old age 
and worn pistons, and all of them found 
fuel scarce. Farmers could raise fuel for 
the four-legged “hay burners;” but a 
tractor called for an alien feed that in- 
volved cash money. So for two or three 
years the farmers reverted, if not to 
horse-and-buggy days, at least to horses. 
They say there’s still an expanded mar- 
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ket for draft horses on Iowa farms, for 
there are some jobs at which Old Dobbin 
is superior to his mechanical understudy. 

But farmers have never been content, 
once they’ve tried the speed and enormous 
pulling power of the tractor, to give it up 
completely. It makes possible the timing 
that is as important in farming as in golf. 
If hands are kept out of the fields by a 
late spring, the tractor will plow day and 
night, with a shift of chauffeurs, and have 
the seed bed ready for planting at the 
right time. 

So the implement men have been doing 
a big business in power units. They say 
the tractor factories have been going great 
guns to supply the machines; and it isn’t 
uncommon to see a village implement 
dealer’s yard filled up with these mechani- 
cal horses that are shod with the new 
pneumatic tires. Along with the tractors, 
farmers have been trading for new cars. 
The old ones were showing their age ; and 
to fix them up meant sizable investments 





Storage alongside of ware- 

house of the Fullerton Lumber 

Co., Grundy Center, lowa— 
long lengths and fencing 





in overhauling, after which they'd still be 
old cars with no great mileage ahead of 
them. 


THE BARN TURNED OUT TO BE A CAR 


This seems generally to have been the 
story. As farmers got something they 
could use for money, they paid some bills 
that were especially pressing. Next they 
were likely to look to tractors and cars. 
Of course this choice has disappointed 
local lumbermen somewhat ; for the build- 
ing material men hoped that these funds 
would go into new structures and build- 
ing repairs that are so badly needed on 
farms. Some dealers are right warm un- 


der the collar about it, and make state- 
ments that don’t reflect a high opinion of 
granger thrift. Others take a more philo- 
sophical attitude and admit that they 





themselves probably would do about the 
same thing. We asked a farmer about 
it as he was loading some screens onto 
his truck. 

“Oh sure,” he said, “I know these deal- 
ers would like to have us spend what 
money we have with them. They’re all 
right. We need new buildings and fences. 
Especially fences. But we need so many 


things we’ve got to put some of them off 
for a while; and a lot of us figure that 
farm machines will help us make money 
to buy buildings a little faster than build- 
ings will help us make money to buy 
machines. 


That’s all there is to it. Give 





us a good crop prospect next fall with a 
fair level of prices, and you'll see quite 
a lot of buildings go up before snow flies. 
It’s just a matter of choice and judg- 
ment, and this is what a good many of us 
think. There’s some farm building at 
that; or was recently, before we got so 
busy in the fields.” 

One of the less provoked dealers said 
about the same thing. “Quite a number 
of these farmers,” he said, “are renters. 
They don’t build the permanent buildings, 
and it isn’t so easy to get the landlord to 
do it. Some farms around here are 
owned by insurance companies, as the re- 
sult of the wash-up after the post-war 
land boom. These companies do some re- 
pair work, painting and fence buiiding. 
Of course they’re pretty close buyers; 
know how to do the necessary things 
without spreading themselves. We're 
willing to deal with them, for they pay 
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cash; but you can’t expect them to re- 
place buildings that can be repaired and 
made to do. As a matter of fact, the 
farmer-owners are following about the 
same policy. But one thing we’ve noticed 
is that farmers, both renters and owners, 
are buying portables; brooders and in- 
dividual hog houses. That’s one thing 
you've got to say for the agricultural col- 
lege and the county agents; they’ve con- 
vinced Iowa farmers of the real value of 
these portables. There’s going to be a 
lot of chickens raised around our part 
of the country this summer. 


CONFIDENTIALLY, SALES 
VOLUME IS UP 


“T suppose a lot of dealers tell you 
farmers haven’t bought anything at all. 
Well, that’s an exaggeration. Makes me 
think of the old farmer whose alarm didn’t 
go off on Monday morning at the usual 
hour of a quarter to four. He didn’t 
wake up until half an hour later; and as 
he rushed for the barn, fastening his 
suspenders, he muttered, ‘Half the week 
gone and nothing done!’ Well, we'd like 
to sell some more barns, sure enough. 
We haven’t sold as much as we hoped 
and expected to sell, and right now the 
boys wouldn’t leave the fields to build the 
ark; so the dealers are naturally stewing 
in impatience. But if you get these boys 
in a confidential mood they’ll admit 
they’re selling more than they did last 
year and a whole lot more than they did 
two years ago; and I think the big sales 
of the year will come during the summer 
and fall. Anyway, that’s my story, and 
I’m going to stick to it until I close the 
books next winter, at least.” 

Not all the dealers we called on agreed ; 
but maybe we didn’t get them into a con- 
fidential mood. 

The first lumberman we called to see 
was G. E. Vosburg, of the Vosburg Lum- 
ber Co., Gilman, Iowa. Mr. Vosburg’s 
father, the late W. H. Vosburg, was also 
a widely known dealer. He was one of 
the early members of the Northwestern 
association and seldom if ever missed a 
convention. He was likewise a high Ma- 
son and belonged to quite a number of 
other fraternities; liked people and en- 
joyed all kinds of conventions and frater- 
nity meetings. 

Gilman is a typical country town, ex- 
cept that it’s surrounded by farm land 
distinctly above even the high average of 
Iowa. Mr. Vosburg told me with some 
amusement that business was “promis- 
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ing” ; that is, the customers promised that 
they were about ready to do some build- 
ing but would have to put it off just a 
little longer. However, he mentioned cas- 
ually that he’d recently sold five hundred 
steel posts to one farmer. 

This at once brought up another matter 
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we've heard over and over; the habit of 
trucking wooden posts in from a neigh- 
boring State; usually from Missouri. 
These sales are generally made directly 
to farmers. Several things have conspired 
to make this pain in the neck possible. 
In the first place, a lot of truck owners 
found themselves without other employ- 
ment. In the second place, the disastrous 
drouth in Missouri left that great State 
with a serious shortage of corn ; and many 
Missouri farmers looked to the upper half 
of Iowa, where crops have been good, for 
supplies. These truckers began hauling 
corn. But in order to avoid traveling 
empty one way, they began looking 
around for something to haul north, and 
they hit upon two things which horned 
the Iowa dealers. One was fence posts, 
and the other was coal. The average Iowa 
dealer handles both. 

Missouri produces plenty of good 
fence posts and coal; and probably some 
of the better grades of each traveled 
northward by truck. But the better 
grades have not been the rule. Those 
oak posts, for instance, are usually not 
seasoned. They come to the Hawkeye 
State green; and while the farmer buyer 
could rick them up and let them air dry 
for a year, that would cost something. 
Anyway the farmers know them for what 
they are and buy them accordingly; prob- 
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ably for around sixteen cents, which 
doesn’t do the lumberman’s post business 
any good. He can argue truthfully that 
his good posts will last five times as long ; 
but the trucked-in product will hold a 
fence this year, and maybe when they’re 
rotted out times will be easier. The coal 
usually comes from strip mines; and 
while some of it isn’t bad, a number of 
buyers had to get some local fuel of more 
heat content last winter when tempera- 
tures slid below zero. 


LATER, BETTER STUFF WILL 
SELL ON MERIT 


“Really, I can’t blame the truckers,” 
said W. H. Walters, of Burns & Walters, 
Traer, Iowa. ‘They want to make a liv- 
ing, and they have a hard way of doing 
it. The stuff they bring in hurts our mar- 
kets, and it isn’t worth more than the low 
prices they ask. But if people want to 
buy from them, well, it’s the buyer’s 
judgment. I wouldn’t be keen for laws 
against them. Sooner or later, I reckon, 
our better stuff will sell on its merit. I’m 
willing to wait until the value of better 
stuff is recognized. These haulers have 
a kind of tough time. Usually they have 
to travel around several days, finding a 
buyer, and of course they keep putting 
the price down. I don’t think they’re 











making enough out of it to encourage 
them much.” 

When we asked Geo. Kohlmeier, of 
the Fullerton Lumber Co., Grundy Cen- 
ter, Iowa, about this competition, he led 
us to the corner and pointed to a huge 
semi-trailer unloading a cargo of posts at 
a filling station. This, as we understand 
it, is an informal arrangement. When 
cruising doesn’t uncover a buyer, the 
sticks are corded up; and the gas men 
sell them out. They also act as scouts 
for corn to be hauled on the back trip. 

F. W. Pease, of the Home Lumber Co., 
Laurel, Iowa, said he had some of this 
competition to meet. However, he has 
been selling a lot of steel posts; both be- 
cause they’re good fence material and be- 
cause they can be put in in a hurry. 


UNGRADED STOCK THAT MAY 
SEEM CHEAPER 


Mr. Pease, we discovered, is much in 
favor of grade-marked lumber. He didn’t 
specify precisely the kind of competition 
he had in mind, though Iowa has some 
well known lumber yards in larger cities 
that sell some curious grades of lumber. 
Pick up a Sunday paper, look in the 
classified pages, and youll see “good 2 by 
4’s” advertised at about half the price 
asked by local dealers for No. 1. 

“Of course this ungraded stuff sells at 
a price no lower than we’d charge for the 
same grade,” Mr. Pease said. “Most 
farmers, seeing it, wouldn’t buy it at all. 
But these figures give us trouble. A cus- 
tomer seeing the ads figures that the dis- 
tant dealer is making a profit; and so 
he figures we’re making that much big- 
ger profit. It’s pretty hard to get cus- 
tomers to understand grades; but if the 
grade is marked officially on the stick, that 
helps. Our customers really want good 
quality, and I want to sell it to them; 
because I know that in the long run, for 
permanent buildings, it’s the best invest- 
ment. I wish all lumber were grade 
marked. Of course, so long as these low- 
price outfits can get unmarked lumber, 
they can take advantage of the customer’s 
lack of information about grades. But it 
has to start somewhere, and I like to have 
my statements about grades backed up 
by official marks on the pieces. It’s a 
step in the right direction.” 


DOES A LIVELY TRADE IN PORTABLES 


Mr. Vosburg, mentioned several para- 
graphs back, has a well kept and well 
stocked yard. He handles a general line 
of building hardware, with storage and 
display space in the rear of his office. He 
was momentarily looking for a car of 
steel products, nails and the like, at the 
time of our visit. He does not, however, 
handle anything but a building line. Like 
most small-town dealers, with a neigh- 
boring hardware merchant, he has no de- 
sire to cut in on lines not immediately 
justified in the building business. This 
yard has a lively sale of portables; and 
Mr. Vosburg tells us the neighboring 
farmers are apparently going in for in- 
creased flocks of chickens. Poultry has 
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been bringing a pretty good price. Few 
if any farmers are going exclusively into 
the chicken business; but as a farm in- 
dustry it’s gone well beyond the place 
where farm women set a few hens in 
mangers and old barrels just to make 
some pin money in the fall. It’s a re- 
spected line that rates special equipment. 


THIS RETAILER LIKES TO WHITTLE 


Mr. Walters, of Traer, thinks the NRA 
gave farm building a set-back from which 
it hasn’t quite recovered. When Govern- 
ment regulation put prices up, farmers 
looked at their small financial resources 
and made up their minds that the build- 
ings would have to do. Having reached 
this conclusion, they let it stand and now 
will not build until really forced to do it. 
William Burns, Mr. Walters’ partner, 
who was out when we called, has followed 
a native interest and has taught himself 
to be a cabinet maker. It’s not much 
more than a hobby, since he makes little 
or no effort to make a profit out of it; 
though he does make some cedar chests 
for sale. Another hobby is whittling. 
The office walls were hung with chains, 
whittled out by hand; some of them with 
twisted links which call for the difficult 
art of whittling across the grain. 


F,. W. Wehrham, of the Farmers’ Lum- 


“PUT IT IN 


That progressive dealers’ organization, 
the Southwestern Lumbermen’s Associa- 
tion, is fortunate in having for its legal 
counsel, in the person of F. E. Tyler, 
a lawyer who not only knows his statutes 
but who has sound business sense and 
a gift for clear expression; which at- 
tributes make the occasional bulletins 
sent out over his signature of real value 
to the members receiving them. For in- 
stance, Mr. Tyler has just sent out a bul- 
letin headed “Put It In Writing,” which 
stresses that “No. 1” business axiom. The 
following excerpts may serve to bring the 
subject home to some of us who may have 
gotten just a little careless in the matter 
of making and preserving written records 
of any and all transactions that involve 
any possibilities for dispute later: 


Many business men whose business relations 
are largely with their personal acquaintances 
show a surprising reluctance to reduce their 
dealings to written form. The feeling that Bill 
Smith’s word is as good as his bond seems 
to them to imply that a written memorandum 
of agreement is an indication of lack of con- 
fidence in Smith. If Mr. Smith is asked to re- 
duce the terms of an agreement to writing he 
seems to be thinking in the back of his mind, 
“What’s the matter, don’t you trust me?” The 
problem is not often so much a matter of per- 
sonal integrity as it is the fallibility of human 
memory. You can easily test this by your own 
experience. Think back three months, or six 
months, or two years. Can you recall just what 
quantities of materials you sold to Smith, and 
just what you charged him for them? Or can 
you recall for what period you employed him 
and what you agreed to pay him? Are you sure 
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ber Co., Traer, Iowa, told us he has sold 
about 500 brooder houses since he has 
been in business here. In his best year 
he sold 150. From these he went to in- 
dividual hog houses. He handles building 
hardware, including gutters and spouting. 
He took on the spouting to accommodate 
insurance companies which wanted to buy 
all their building material in one bill. At 
the time of our call, the yard was behind 
on its orders to supply portables ; with no 
carpenters available. That tells you some- 
thing about local business. 

Mr. Kohlmeier, of Grundy Center, like- 
wise has a big trade in portables. He has 
a power saw, useful for many purposes 
but chiefly used, we suspect, in building 
these small structures. Mr. Kohlmeier 
is a friend of horses and has been urging 
his farmer friends to raise more; if neces- 
sary, to import stock from Europe to 
raise the quality. He told of a draft team 
that sold recently for $500. It was rather 
amusing that, just as he was making this 
statement, a farmer should drive onto the 
yard scales, pulling two loads of hay with 
a tractor! Who'll buy his hay when 
everybody uses mechanical power ? 

This yard handles wallpaper. The 
paper sells; usually to paper hangers who 
get an order to paper a rental house either 
in the town or the country. The paper 
hangers pick it out. 


WRITING” 


that your personal recollection will coincide 
with his? 

As dealings become more involved and com- 
plicated the necessity for written memoranda 
becomes greater. The fact that human memory 
is very imperfect offers a ready explanation to 
overcome any objection that might be made 
by anyone who deals in good faith to put- 
ting his agreement in writing. Furthermore, 
where two people trust their memories and 
then fail to agree upon just what a past trans- 
action did involve, it usually leads to dis- 
putes and quarrels and often to litigation, 
with consequent loss of goodwill, friend- 
ship and valuable trade relations; but no one 
ever lost business worth having by building 
up a reputation of being accurate, businesslike 
and dependable, by keeping careful records. 

Another way in which written records are of 
great importance is that they survive those 
persons who would otherwise merely hold the 
facts in their memories. The man with whom 
you have made a contract may die quite un- 
expectedly and his heirs or representatives may 
know nothing whatever about your agreement 
with him. If your contract is oral, and you 
have no independent proof therof but must de- 
pend upon showing the conversations between 
you and the other party, you may find that the 
rules of evidence will not permit you to relate 
your dealings with someone since deceased. Or 
perhaps the manager of your local branch made 
an oral contract and before the precise terms 
are communicated to you he may be killed in 
an auto accident. The simple precaution ot 
putting into a written memorandum the terms 
agreed upon would often preserve proof that 
otherwise would be lost. 


Mr. Tyler illustrates his points with 
specific examples, citations from statutes 
and court decisions, and other data sup- 
porting his thesis that “It is good busi- 
ness to reduce all your dealings to written 
form where at all practicable.” 
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An Example of Good Yard Construction 


Miami, Fra., May 18.—The hurricane 
of Nov. 4, 1935, which wrecked the plant 
of the Rinhart-Vernet Co. (Inc.) and the 
Silver Anniversary of that company, both 
are matters of history, but are essential 
to this story of the company’s rebuilding 
and expansion program. That program 


lustration—just above the truck that is 
being loaded. 

Other interesting features of the lay- 
out are the wallboard bins, built so that 
boards can be loaded and unloaded direct 
to and from the bins and trucks; 

Slanting bins for doors, enabling the 





Almost in the shadow of Miami's skyscrapers is the recently rebuilt, thoroughly modern 
yard of the Rinhart-Vernet Co. 


was responsible for the splendid new 
plant, recently completed. 

As a result of the hurricane referred to 
all of the yard buildings were wrecked 
with the exception of the store and of- 
fice. The new buildings are storm-proof, 
being reinforced and tied down by every 
known method. 

One of the accompanying illustrations 
presents an interior view of the com- 
pany’s new lumber warehouse, one of the 
largest structures of its kind in this sec- 
tion. It was built according to special 
plans and specifications, and is an out- 
standing example of substantial, durable 
construction. 

This building is 90x120 feet, with a 
30-foot driveway, this unusual width 
providing sufficient space so that custom- 
ers can drive in at one entrance, have 
their orders loaded and drive out at the 
other end, while at the same time the 
company’s own trucks are being loaded 
for deliveries. “We consider the elimi- 
nation of delay in handling thus accom- 
plished equivalent to the service of one 
additional truck,” said G. Kautzmann, 
president of the company, to the 
AMERICAN LUMBERMAN representative. 


A feature deserving of special notice 
is the suspension bridge spanning the 30- 
foot driveway, the slightly arched form 
of both the floor and the handrail of the 
bridge being easily discernible in the il- 


yardmen to see and get at the size want- 
ed, the doors leaning at such an angle as 
to bring them flat against each other, this 
having the same effect as laying them flat 
in piles, so far as preventing warping and 
keeping clean is concerned ; 

A separate building for cement and 








lime, so no dust from those commodities 
can get into the main warehouse where 
the lumber and woodwork are stored. 

Some of these special features will be 
described and illustrated in separate 
stories relating to this yard to appear in 
later issues of the AMERICAN LUMBER- 
MAN. 

The physical equipment of the plant 
throughout is high-class in every respect. 
The company operates a fleet of six 
trucks and service cars. Full and com- 
plete stocks of building materials of all 
kinds are maintained in both the Miami 
and South Miami yards, meeting every 
requirement of home builders of the 
Greater Miami area. 





Hardwood Stocks Reported 
Short 


ALEXANDRIA, La., May 19.—There was a 
well attended meeting of the Southwestern 
Hardwood Manufacturers’ Club here today. 
Reports from 42 mills developed that dry 
stocks in nearly all grades were in short supply, 
none of them in surplus. FAS plain sap gum 
4/4 was reported by 31 mills at 2,500,000 feet 
dry and about the same amount green, but 
other grades and thicknesses are in much less 
supply. Poplar was reported by only five mills 
with an aggregate of 641,000 feet dry all grades, 
and 1,318,000 feet green. Magnolia stocks are 
not accumulating, although 32 mills reported 
having a total of 2,000,000 feet dry all grades 
and 1,500,000 feet green. Plain white oak 
4/4 inch was reported by 42 mills at 3,500,000 
feet dry and 7,000,000 green. There is very 
little quartered white oak. Inch plain red oak 
reported by 42 mills, dry 5,843,000, green 10,- 
888,000 feet. No. 2 common was reported by 
only 18 mills, dry 2,811,000 feet, sold 2,292,000; 
green, 3,153,000 feet. Monday’s mail brought 


in a good grist of inquiries, and an increase in 
inquiries from abroad for considerable quantities 
of lumber at better prices. 

The next meeting will be in Tallulah, La., 
about the middle of June. 











Showing the substantial construction of new lumber warehouse of Rinhart-Vernet Co. 
Note suspension bridge over driveway—just above the trucks 
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A Whale of a Carload, But Not 
a Record-Breaker 

Torepo, Ouro, May 18.—When on 
May 1 Northern Pacific car No. 6014 
rolled onto the switch-track of the Cun- 
ningham Lumber Co., at junction of 
Wayne Street and the Terminal R.R., 
this city, it held the biggest carload of 
lumber ever received by that company. 
In fact, old-timers in the trade here are 
at a loss to recall, within their memory, 
the arrival of any box-car bearing a big- 
ger load than the 50,501 feet, b. m., of 
western hemlock 2x4s contained in the 
big N. P. automobile car No. 6014, shown 
in process of unloading in the accom- 
panying photograph. And the interesting 
part was that the car wasn’t loaded to the 





After unloading the 
50,501 feet (b.m.) 
contained in this car 
the boys didn't care 
much if they didn't 
lift another two-by- 
four for a while 





top. “You can imagine,” said J. W. 
Cunningham, to the AMERICAN LUMBER- 
MAN representative, “what we would 
have had on our hands had they loaded 
‘er up!” 

The shipper of this big carload was the 
S. P. Wood Lumber Co., Seattle, Wash. 
It left that city April 15, arriving here 
May 1. Weight of contents was 101,380 
pounds, and the freight, at the 72-cent 
rate, figured $729.94. The invoice showed 
that it contained the following items, all 
No. 1 Com. hemlock, S4S: 

3,027 pcs. 2x4- 8 
2,306 pcs. 2x4- 9 
569 pcs. 2x4-10 
544 pes. 2x4-12 
250 pes. 2x4-14 
829 pcs. 2x4-16 
100 pes. 2x4-18 

Total contents, 50,501 feet, b. m. 

Mr. Cunningham remarked that he 
figured that these 2x4s if laid end to end 
would extend more than 14 miles. We 


haven’t checked this computation but are 
willing to take his word for it. 

It would round out this story nicely 
if we could just say that this is the big- 
gest cafload of which the AMERICAN 
LUMBERMAN has any knowledge, but, as 
a matter of fact, without going back very 
far in the records, we find a number of 
carloads of equal or greater size. One of 
these, as recent as Feb. 11, 1935, was re- 
ceived by the Maislein-Dawson Lumber 
Co., Sheboygan, Wis., shipped from the 
3rown Bros. Lumber Co., Rhinelander, 
Wis. This was a 50-foot car and con- 


tained 63,293 feet of softwood lumber. 
Under date of June 18, 1934, mention 
was made of a carload of lumber received 
by the Marceline Lumber Co., Marceline, 
Mo., shipped from Everett, Wash., by the 





Weyerhaeuser Sales Co. This car con- 
tained 51,000 feet of white pine and fir 
lumber. 

The ‘AMERICAN LUMBERMAN will be 
pleased to receive information of any 
carloads of lumber that exceed the 63,- 
293-foot record hung up by the Brown 
Bros. Lumber Co.’s shipment mentioned 
above, which—so far as shown by records 
extending back over quite a number of 
years—appears to be a topnotcher. 


Wuite Texas is observing its centen- 
nial, the Lyon-Gray Lumber Co., with 
headquarters in Dallas, likewise is cele- 
brating an important anniversary—its 
sixtieth. This big line-yard concern, 
serving some forty communities of North 
and Central Texas, was founded in April, 
1876—which year was the 100th anniver- 
sary of the nation’s independence, cele- 
brated by a great Centennial Exposition 
held in Philadelphia. 


Cashing In on That Spring Urge 
for Home Improvement 


The bright, sunshiny days of spring 
remind home owners of the desirability of 
cleaning up and fixing up their places. 
That means, primarily, repairing and 
painting; but in checking up for such 
jobs, opportunity is often opened for sug- 
gesting other needed improvements. 
Then, too, the lawn, porch and garden 
speak loudly for accessories in the way 
of settees, swings, trellises, pergolas and 
other embellishments. Many dealers have 
found it an excellent idea to get out 
special circular letters to home owners at 
this season, calling attention to these 
things, and inviting them to come in and 
look over the stocks. To find out specifi- 
cally what is being done along this line 
the AMERICAN LUMBERMAN asked a 
number of representative dealers to tell 
what they are doing to “drum up” spring 
trade in these fields. Activities reported 
include the following: 


WE ARE getting out circular letters to our 
mailing list on paints and roofing at this time, 
and also are advertising paint in our local 
newspaper.—F. H. Himes, owner F. H. Himes 
Lumber and Coal Co., Crandon, Wis. 


IN CO-OPERATION with our local bank, which 
is qualified to make FHA loans, we are cir- 
cularizing a long list of prospects — people 
whose property needs repairs and who can 
qualify under the FHA. In addition, we have 
billed our towns and farming districts with 
matter promoting the line of paints we sell, 
and are doing some newspaper advertising.— 
J. E. Hearn, president Heath Lumber & Fuel 
Co., Brillon, Wis. 


WE HAVE mailed out literature, pamphlets 
and letters on paint and decorating, and also 
have run some advertisements of the same sort 
in our local newspaper.— A. J. Eustice, Eus- 
tice Lumber Co., Cuba City, Wis. 


WE ARE continually bringing to the attention 
of our customers the need for certain repairs 
and improvements. We do this by personal con- 
tact, driving into the farmer’s yard and talking 
over things in general with him, finally getting 
on to the subject of repairs and improvements. 
—H. B. GAInes, manager C. B. Gaines Sons’ 
Co., Bristol, Wis. 


WE REGULARLY enclose appropriate folders 
with our statements, and in the spring we use 
our mailing list once or twice for paint offers. 
Our newspaper advertising is fairly regular. 
Personal solicitation in small communities is 
not very much liked, so our efforts along that 
line are confined mostly to dropping in on people 
for a visit—when out for a drive—and talking 
generalities, letting them bring up their own 
problems.—Ross M. Ives, W. S. Ives Lumber 
Co., Annandale, Minn. 


WE USE special circular letters, and also oc- 
casionally make personal calls upon prospects 
for remodeling or building. Our local news- 
papers are very good in co-operating with us 
particularly by putting out special building edi- 
tions. We have circularized both the town and 
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the country customers. Our advertisements ap- 
pear regularly in every issue of our local papers 
and we also carry advertisements in a mimeo- 
graphed sheet which is distributed four times 
a week to the doors of the townspeople. Besides 
all this, we make use of everything that the 
manufacturers have to offer in the way of ad- 
vertising, displays, or direct-mail literature.— 
Mitton G. Norton, F. S. Norton & Son, Al- 
gona, Iowa. 


WE ARE making personal solicitation of prop- 
erty owners and prospective builders, relative 
to remodeling and new construction, and we 
believe that this does bring results— Woop- 
FORD-WHEELER Lumber Co., Clear Lake, Iowa. 


WE HAVE sent out to our trade special cir- 
cular letters on spring painting and have also 
done some personal solicitation. We find that 
both these methods have helped to increase 
sales, not only of paints, but other materials as 
well—DosLanp Lumber Co., Calamus, lowa. 


Our LOCAL newspapers have put on a paint- 
up and clean-up campaign recently, and we are 
getting some results from it. We have also been 
advertising paints and roofing—M. L. Rousey, 





Making a Store "Leader" of 
Carded Hardware 


To beat chain store competition on 
carded hardware, stress quantity and va- 
riety of stock, says Wayne Mullin, of the 
Mullin Lumber Co., Los Angeles, Calif. 
Carrying out this idea, his company has 
in its Slauson Avenue showroom a dis- 
play table containing forty-three bins or 
compartments, each holding a separate 
variety of hardware. 

“Although the profit on carded hard- 
ware is small, and we try to sell the bet- 
ter lines, we find it necessary to empha- 
size this department in order to keep the 
customers coming into the yard,’ Mr. 
Mullin explains. “This method of fea- 
turing a large open display keeps them 
constantly reminded that we have a 
larger variety than they can find in the 
‘five and ten’ stores. Thus the display 
is a protection, and a booster, for our 
other lines. Located right beside the 
door, seen by all who enter and leave, it 
has proved a paying proposition, making 
the yard well known throughout the trad- 
ing territory as the logical place to come 
for such hardware. This means more 
traffic into our yard, which, in turn, 
means more sales of all other goods.” 





The Broadcasting Cow "Carries 
on" Effectively 


Do you remember the photograph of 
the “contented cow” that appeared on 
front cover of the AMERICAN LUMBER- 
MAN a few weeks ago (issue of March 
28) “broadcasting” a message to lumber 
dealers? If you do recall seeing it, it 
probably is because you thought at the 
time that it was a crazy notion—to run 
the picture of a cow in so conspicuous a 
position in a lumber paper. In fact, the 
editor was a little “cowed” by the idea 
himself, but concluded to let her “horn” 
in for once. 

Well, you’d be surprised at the interest 
Bossy’s “broadcast” aroused. It made 
some dealers think they should try to get 
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their farmer customers interested in build- 
ing good cow barns. One dealer in par- 
ticular, whom we have known for a great 
many years, seized upon the idea and 
made very effective use of it in a circular 
broadside which he sent out to his farmer 
customers, embellished by an electrotype 
of the original cow portrait, and using 
for “copy” an adaptation of the original 
text. Along with a plea for better hous- 


2\ 


ing and other conditions for livestock on 
the farm were notices of special offers and 
bargains in various seasonable lines, the 
whole broadside making a very effective 
mailing piece, all built around the theme 
of the cow. 

In sending in a sample of the broad- 
side the dealer referred to said “please 
do not quote our name,” so we are re- 
specting his wish. His company operates 











With the advent of fly-time, dealers are confronted with the problem 
of handling sales of wire screen as quickly and conveniently as possible. 
Therefore, the labor-saving device here shown conveys a_ particularly 
“timely” tip. The device was observed and photographed recently by an 
AMERICAN LUMBERMAN representative visiting the yard of the W. W. Mack 
Lumber Co., Kansas City, Kan. It is a rack built on the circular or drum 
principle, originated and designed by the above lumber company, and 
built to its order in a local machine shop. The top picture presents a 
close-up view of the rack, with an employee handling the lever which 








operates the cutting knife. The rack is moved until the desired size of 
screen is at the edge of the table, a part of which may be seen just behind 
(at left) of the machine. The relative position of table and machine are 
rather more clearly shown in the lower picture. A measuring gauge is 
permanently marked on the table. The wire screen is stretched out on 
the table to any desired length and the lever is pulled, operating the 
knife as shown in the picture, cutting the screen in one operation. In the 
bottom picture an employee (at left) is seen figuring the requirements of 
a customer who is standing at the right. 
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a line of yards, and he writes: “The 
broadcasting cow handbill, of which we 
send a sample, is for one of our yards that 
does a combined lumber and hardware 
business.” 

Speaking of cows naturally leads into 
the subject of silos and on that subject 
our dealer friend says: “Some years ago 
we were high-pressured into a lot of ideas 
about silos that did not work out so very 
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well, so that the subject is rather a sore 
point with us and will take a little time 
to heal over. However, the silo is mighty 
good equipmerit, but sales need to be han- 
dled rationally from the point of view 
of the merchandisers of building mate- 
rials.” 

We certainly agree with that state- 
ment, which applies equally to other lines 
of goods handled by lumber dealers. 
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Reports Scarcity of Houses 
for Rent 

INTERNATIONAL FALLS, MINN., May 
18.—Recently discussing with an AMERI- 
CAN LUMBERMAN representative the local 
housing situation and other trade factors, 
T. G. Hallen, manager Falls Lumber & 
Coal Co., said that there are very few 
houses for rent, and none of the more 





Modern Equipment Eases 
Work in Office 


Dealer Knows Efficient Tools and Comfortable 
Working Conditions Are Aids to His Business 


In keeping with its thoroughly modern 
and well-equipped lumber and building 
materials yard, the Henderlong Lumber 
Co. (Inc.), at Crown Point, Ind., has one 
of the most efficient offices ever visited by 
this representative of the AMERICAN 
LUMBERMAN. Its roominess is one of 
the qualities which impresses the visitor 
as soon as he steps through the entrance- 
way. Probably the second thing he no- 
tices is how much light floods the office 
space through the many windows on 
three sides of the building. Except on 
cloudy days, the windows supply suff- 
cient natural light to make comfortable 
working conditions. 

A popular brand of wallboard, applied 
to the walls and ceiling last May, serves 
the double purpose of making the office 
attractive and demonstrating the service- 
ability of the product to customers. The 
three types of the goods—wainscoting, 
plank, and tile—were used in effective 
fashion. The board was applied over the 
plaster that was on the walls and ceiling. 
The acoustics of the large office has been 
improved 100 percent, it was said by 
officials of the company. Before the wall- 
board was installed the ringing of the 





Two adding machines stand ready for use 
by this man. A file is at the rear 


telephone, the clatter of typewriters and 
tapping of adding machines made unin- 
terrupted conversation with customers 
practically impossible. Quieter working 


conditions than now prevail could scarce- 
ly be asked for. This offers a suggestion 
to other lumber dealers who have been 
handicapped for years with office noise. 
The office furniture and equipment are 





This employee is hard at work at a handy 
desk which gets plenty of light 


uptodate and good-looking. Desks and 
chairs are modern and efficient, making 
the daily work more easily and quickly 
done. Noiseless typewriters were pur- 
chased for the office, and these with two 
adding machines and a calculator com- 
prise the mechanical end of the office 
equipment. A telephone switchboard is 





A rose among all the thorns! 
telephone operator and a secretary 


This girl is 


operated by a girl employee, who also 
does secretarial work for Arthur Hender- 
long, president of the company. The 
switchboard is an aid to efficiency, and 
makes it unnecessary to distract other 
workers by shouting to the individual who 
is wanted on the phone. Seven persons 
were busy at desks the day when the 
writer called. 

The president of the firm has an office 
by himself, and was pictured at his desk 
on the front cover of the March 14 issue 
of the AMERICAN LUMBERMAN. Behind 
his office the entrance to the vault is made 
attractive with white trellises arching the 
doorway. To the rear of this space is an- 
other private office, the walls of which, 
like those of Mr. Henderlong’s office, are 
comprised of many colors and varieties of 
bricks laid in spaces of about two feet by 
three. This idea again shows smart 
merchandising ability, as anyone in the 
market for brick can see how they will 
look when actually used for construction. 











A section of the large office shows part of the equipment 
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desirable kind is vacant. He thought that 
the new houses to be built in, and adjacent 
to this city during the next few months 
will be of the small, low-cost type, with 
possibly one or two entirely modern 
residences. 

“Our trade territory,” said he, “which 
covers approximately 40 miles west, 35 
miles south and 15 miles east of this city, 
is principally an agricultural area; and the 
farm trade which we expect to get is in- 
fluenced entirely by the crop yield. If the 
farmers get a good crop they doubtless 
will buy liberally, but if, like last year, 
they have bad luck, we can look for 
only very small farm trade. However, we 
sell a good deal of material to resort own- 
ers, and that business should be good this 
year. We are located in the heart of the 
resort country and are expecting a very 
good tourist trade.” 

Asked concerning the company’s ad- 
vertising activities, and other plans for 
stimulating business, Mr. Hallen said: 
“We advertise in our local paper, which 
has a circulation of about 3,000, and also 
do further advertising, by direct mail, 
through our manufacturers.” 


"Better Business'’ Becomes 
Reality 


ATHENS, Oun10, May 18.—“The pros- 
pect for better business is very encourag- 
ing,’ said J. B. Roberts, secretary Athens 
Lumber Co., to the AMERICAN LUMBER- 
MAN. “In fact, it has become a reality 
with us, as our spring business is already 
showing a healthy increase over that of 
last year. But a pitfall for the building 
industry may lie ahead if prices are per- 
mitted to rise to any extent. We are of 
the opinion that a good volume of busi- 
ness at a fair profit is ahead if prevailing 
level of prices can be maintained.” 





Enters Second Century—First 
100 Years the Hardest 


HARTFORD, CONN, May 18.—Undis- 
mayed by physical disasters that have 
punctuated the first century of its exist- 
ence, the Edwin Taylor Lumber Co., one 
of the best known and longest established 
lumber concerns in this section of the 
country, has entered its 100th year of 
service in greater Hartford, and is carry- 
ing on in every respect with its accus- 
tomed efficiency. During its period of 
existence two serious conflagrations have 
swept the plant, but it remained for the 
great flood of 1936 to immerse the en- 
tire yard under 20 feet of water, and 
move lumber and buildings helter-skelter 
around and outside the premises on which 
they belonged. 

Nevertheless, through temporary but 
adequate arrangements, full service was 
maintained at all times. Not an order for 
materials was neglected. The flood swept 
in during the night, and next day de- 
liveries were being made as usual. Now, 
of course, everything is again running 
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along smoothly, and except for its in- 
delible memories the disorder and dam- 
age of the flood are things of the past. 

As J. H. Morgan, secretary of the 
company remarked to the AMERICAN 
LUMBERMAN representative: “The first 
hundred years are the hardest, but it 
took us ninety-nine years to find it out.” 


Small-City Dealer Is Very 
Optimistic 

Bic Rapips, Micu., May 18.—An en- 
couraging report on local business con- 
ditions was made by F. C. Klesner, pro- 
prietor of the Jones & Green yard here, 
whose slogan is “Everything in Lumber 
—One Foot or a Million—Also Building 
Materials of All Kinds.” 

Interviewed last week Mr. 
said: 





Klesner 
“In the past ten days we have 
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moved more stock than we did at the same 
time a year ago, and find that many more 
people are coming into the office for prices 
on repair and new construction jobs. The 
latter we are endeavoring to put through 
on the NHA plan. 

“We are, in fact, very optimistic about 
business this year. Conversing a day or 
two ago with the city manager, he told me 
he could use many more men on jobs than 
he can pick up because many of the men 
who were on relief are out doing other 
work and receiving more money at their 
vocations. 

“To stir up business for ourselves we 
have run some advertising in our local 
paper nearly every week and we also send 
out circular letters frequently, about 500 
at atime. We find that these efforts help 
bring prospective customers into our place 
of business.” 


Sells Modern “Streamline” Kitchen 
With House Bill 


JACKSONVILLE, ILL., May 18.—The Crawford 
Lumber Co. of this city, has been getting into 
step with the trend today toward the modern 
“streamline” kitchen. Among the recent jobs 
sold by the company is an extremely attractive 
kitchen installation in the John Larson resi- 


manufacture of all types of interior woodwork, 
including built-in kitchen units. As a general 
rule, as it sells a house bill, it makes a particu- 
lar point of trying to sell the cabinets as well. 
Also, it has been doing quite a little kitchen 
modernizing. The general plan of sales promo- 
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dence, a new home for which the Crawford 
Lumber Co. supplied the complete house bill. 

Working surfaces in the new John Larson 
kitchen are all at one level, and the entire lay- 
out is for convenience. Illustrated herewith is 
a view of the sink section, facing a window pro- 
tected by a venetian blind and overlooking the 
lawn. At the right is the electric refrigerator, 
and around at the left is the stove. Next to the 
stove is a roomy china cabinet with another 
broad working surface, flanked on the sides and 
bottom by additional cabinet space. 

The sinks and kitchen work surfaces for the 
Larson home are topped with Veribrite porce- 
lain enamel to match the color scheme of the 
kitchen. The tops were custom built to fit the 
entire layout by General Porcelain Enameling 
and Manufacturing Co., 4135 W. Parker Ave- 
nue, Chicago. Fixtures are the modern chrome 
finish kitchen hardware manufactured by the 
National Brass Co., Grand Rapids, Mich. 

For some years the Crawford Lumber Co. has 
operated a planing mill and devoted attention to 











tion is to have the drafting room draw up a 
sketch of the contemplated kitchen, showing the 
location of refrigerator, sink, stove, cabinet, 
work table. 

“We find that our sales are made easier be- 
cause we supply the complete installation,” said 
L. W. Crawford. “Where we control the de- 
sign all the way through and quote the complete 
price, we know precisely what we are talking 
about in every detail and can assume complete 
responsibility. This method helps us to secure 
and keep the confidence of our customers.” 


RAILROAD PURCHASES of forest products, in- 
cluding cross ties, switch and bridge ties, both 
treated and untreated; timber and lumber for 
bridges and buildings; equipment etc., both 
rough and finished lumber and other items un- 
der this heading, in 1935 amounted to $57,367,- 
000 as against 1934 purchases of $64,271,000. In 
1935, cross ties cost the railroads $37,266,000, 
and lumber, $17,178,000. 
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Before the Student 
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EORGE P. BAGGOTT, Manager Stotlar- 
Herrin Lumber Co., Zeigler, Ill., Tells Step- 


by-Step Procedure in Remarkable Demonstra- 
tion of Home Building Which He “Staged” 


Body of the Zeigler Com- 


munity High School -- Processes of Manufacture and Application of Lumber and Other 
Materials Are Explained and Illustrated--See Photograph and Text on Front Page. 


A short time ago I was asked by Super- 
intendent Brashears of the Zeigler Com- 
munity High School to address the stu- 
dent body on a Friday morning from 11 
to 12 o'clock, in the Assembly Hall. He 
said that I would be permitted to choose 
my own subject. Being a lumber dealer 
for a good many years, and having built 
about 600 of the homes in Zeigler, I told 
Mr. Brashears that I would talk on the 
Modern Home. 

The thought has been uppermost in 
my mind for several years that there will 
be a “come-back” in the building game, 
but that there will be considerable change 
from the old-time methods, in that homes 
will be built by really modern methods 
and with modern materials. We have here 
about 350 High School students, so, I 
thought, why not try to fix in their minds 
the soundness of this theory of the ab- 
solute necessity of having homes really 
modern, for the sake of health; and to 
keep the coming generation “home-mind- 
ed,” inasmuch as these same students are 
the home owners and home builders of 
tomorrow? 

Hastily preparing some notes for the 
talk, and getting together specimens 
of every kind of building material that 
we carry in stock, including samples and 
photographs concerning insulation, air- 
conditioning, automatic stoking, heating 
and cooling systems, bathroom equipment, 
modern kitchen and laundry equipment, 
garages, and a modern plan of home con- 
struction, I arranged all these exhibits on 
tables on the platform, and was “ready to 
go. 

EXPLAINS WHAT DISPLAY 
IS ALL ABOUT 


The student body, accompanied by the 
teaching staff, marched into the assembly 
hall in an orderly manner, and the super- 
intendent briefly explained to them what 
was meant by this display, and introduced 
me as the person who would attempt to 
tell them more fully what it was all about. 
Having lived here in Zeigler for the past 
eighteen years, and four of my own boys 
having graduated from this same High 
School, I felt quite at home. 

I began my talk by saying that we 
would proceed to build a Modern Home, 
using all the materials that were on dis- 
play, and that each of the materials would 
be carefully explained, as to what partic- 
ular part it would play, and why. As a 
preliminary, I had three of the boys pass 
around among the students some small 


boxes containing flax-seed, lead, lump 
lime and white sand, and I asked the 
students if they knew just what these ar- 
ticles had to do with building a home. 
This little stunt created a lot of interest. 
[ very much doubt if any of them knew 
just what flax-seed or lead had to do with 
building. Each of these students, as well 
as the teachers, gave me the closest at- 
tention for the hour that followed. 


NEW BUILDING ERA DEMANDS 
TRAINED SKILL 


Realizing that for several years, or 
during the depression, it has been ex- 
tremely hard for college men and women 
to find positions; and how severe this 
situation has been on many ambitious 
young men and women, I requested the 
students to follow me closely as the talk 
progressed, that they might see for them- 
selves how many vocations would be of- 
fered to trained college graduates, and 
how essential it was for them to have 
more than a high-school education if they 
expected to enter the ranks of trained ex- 
ecutives, technicians, chemists, engineers, 
architects, etc. ; emphasizing that their high 
school work was only a part of the train- 
ing which would eventually fit them for 
highly remunerative positions in this one 
industry alone. 

We then proceeded to build the foot- 
ings of concrete and the foundation of 
brick, and told in detail how concrete is 
made and why it is used; then explained 
the making of Portland cement—display- 
ing it on a piece of glass and showing 
to what degree of care and exactness un- 
der laboratory supervision all cements are 
made, so that the builder may be assured 
of the highest grade of material. 

Brick was then displayed. Attention 
was called to that industry; how brick 
is made, and the various kinds that are 
necessary for modern building require- 
ments. 

In our community most of the homes 
are built of wood. Therefore, we used 
wood in building this home that we were 
attempting to demonstrate. Small samples 
of southern pine, hemlock, cypress, red- 
wood, spruce, ash, oak and maple were 
displayed, and mention was made of the 
different parts of the country where these 
woods grow. 

A careful and detailed explanation of 
the manufacture of lumber was given; 
how each kind is handled in the process 
of cutting and getting it to the mills ; how 
these mills, with up-to-date machinery, 


lum- 
home- 


and equipped for kiln-drying of 
ber, prepare it for modern 
building requirements; touching also 
on grades, and structural require- 
ments, in order to show that trained 
men are needed here. Practically all 
phases of lumber manufacture were ex- 
plained ; siding, flooring, finish, molding, 
sash and doors and trim were shown, and 
dealt with at length as to the great care 
and precision now used to turn out the 
finished products needed for the Modern 
Home. 

Then the roof was ready to apply. Here 
were displayed samples of wood, asbestos 
and asphalt shingles, a detailed descrip- 
tion of each being given. I took particular 
care to impart to the students knowledge 
of what asphalt shingles are made of; 
what care is used by the manufacturer 
to select only the finest grade of felt, and 
to have the proper degree of asphalt sat- 
uration. The application of the slate or 
mineral surfacing was explained, and 
how the roofing manufacturing plant is 
under the capable supervision of trained 
men; that roofing products are subject 
to laboratory tests, thus assuring high 
quality in both materials and: workman- 
ship. 


GIVES THE REASON FOR 
EVERY MOVE 


After the roof and siding had been ap- 
plied we proceeded to finish the interior. 
with insulation material betwen the stud- 
ding, and by applying Celotex or other 
insulation board for ceiling and walls, ex- 
plaining in detail the manufacture of 
each, and of what they are made, I tried 
to give the students the “why” in every 
case. Here we again found the need for 
men of genius and special training to 
fabricate insulation material that would 
meet the modern needs. 

At this point I explained to the stu- 
dents the nature of the articles that had 
earlier been passed around for their in- 
spection: Flax-seed, from which linseed 
oil is extracted; lead, which constitutes 
the base of all good paint; lime, the won- 
der rock that contains latent heat and 
which is so useful in our industry; and 
the white sand from which the pure crys- 
tal glass in our windows is made. 

Then we proceeded to decorate the 
interior and exterior of the house. Here 
again was shown the need for special 
training, of a highly technical group to 
develop and keep up with the demand 
for decorative materials needed in the 
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modern home. I pictured to the students 
just how good paints are made, under 
laboratory supervision and testing; also 
told them about the designing and mak- 
ing of wallpaper and other decorative 
materials. Even the making of a paint 
brush was carefully described, telling of 
what it was made—taking in imagination 
a short trip to China and Siberia to see 
how the bristles were obtained. 

We then displayed some nice samples 
of oak and maple floors, hard-board tile 
and several other finishing effects for 
kitchens and bathrooms; together with 
their appointments, and told of the in- 
stallation of air conditioning, ventilating, 
and heating and cooling systems, pointing 
out the healthful living conditions in a 
home that has all these; how sanitation 
is improved, and the chances of sickness 
lessened by proper air conditioning ; how 
every One may enjoy pure air contin- 
uously, day and night, in their homes; 
how temperatures may be more evenly 
maintained, instead of having the great 
variation usually found in present-day 
homes, and how life may be lengthened 
and made more enjoyable in modern- 
built homes. 

The matter of cost and financing was 
then gone into briefly, and the talk was 
concluded by outlining a plan to build 
homes and sell them as automobiles are 
sold today. 

—_—s 

Most KITCHEN fatigue is the result of hav- 
ing the working surface too low or too high 
for the worker. The most comfortable working 
level is one high enough to be used without 
stooping but not so high as to cause her to 
raise the hands above the level of the elbows. 
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Lumber Dealer Discourses on the 


Building 


JeFFeRsonN, Wis., May 18.—Recently N. J. 
Braun, president N. J. Braun Lumber Co., be- 
ing scheduled to make a talk on “The Building 
Business” at the regular meeting of the Rotary 
Club, handled his subject in a way that con- 
veyed to those present a lot of worthwhile 
information within the brief limit of twenty to 
thirty minutes allotted to the speaker. The 
company which Mr. Braun heads operates sev- 
eral yards in some of the most prosperous sec- 
tions of Wisconsin. Headquarters are located 
here. Incidentally the AmMertcan LUMBERMAN 
is proud of the fact that the Braun company 
has been a continuous subscriber for more than 
a quarter century. 

In his recent talk before the Rotarians, Mr. 
Braun effectively employed the demonstration 
method, showing samples of different grades of 
lumber and explaining their various uses. He 
began by reviewing the retail lumber business 
from 1902, the year in which he started therein. 
In those early years, he said, no effort was 
made to create new business or to sell a com- 
plete job. Moreover, not a nickel was spent 
for advertising. Contrasting those conditions, 
he said that today we have modern retail build- 
ing material establishments whose sphere of 
operation includes planning and the financing 
of buildings, with delivery of complete units 
to the customer. 

He demonstrated the progress made in the 
manufacture of lumber, showing how that com- 
modity today is produced for specific purposes, 
mentioning such refinement of products as 
4-Square lumber, eased edges, edge-grain 
shingles and flooring etc. He showed his 
hearers the difference between ordinary timbers 
with heart centers, causing warping and split- 
ting, and those free of heart centers which are 
produced and sold today. 


Hardware Stores as Outlets 


Exactly six months ago an illustrated 
feature story was carried in the AMERI- 
CAN LUMBERMAN about a new merchan- 
dising idea put into effect by the Bishop 
Lumber Co., Chicago, of lining up ninety 
hardware stores in the metropolis and its 
suburbs and using them as outlets for 
selling lumber and its associated products. 
The writer of that article (which appeared 
on pages 26-27 of the Nov. 23, 1935, is- 
sue) went back recently and interviewed 
H. W. Bishop, president, as to the health 
_ the “child” after its first half year of 
fe. 

“Everything is going along smoothly,” 
Mr. Bishop said. “We have increased our 
original number of stores to 120, and on 
an average receive about two requests a 
week from hardware merchants. One 
man, who owned a store room that was 
vacant next to his hardware quarters, has 
established an entire lumber store in the 
space, and is operating it in connection 
with his hardware concern.” 

_ This division of the Bishop Lumber Co. 
is under the supervision of R. W. Soule. 
In his office one sees sectional maps of 
Chicago and its suburbs, which are dotted 
with thumb-tacks, each designating a 
hardware store handling lumber. H. 


Ruhling calls on every outlet once a week 
to see what restocking is needed of the 
neat racks in which “Homecraft Lumber” 
is kept. If a customer of a hardware 
dealer is interested in buying material 
for a new porch, garage, rooms in the 
attic or basement, the merchant needs only 
to telephone the Bishop headquarters to 
get an estimate on the amount of lum- 
ber necessary, and approximate cost. Go- 
ing a step farther in service if the mer- 
chant desires it, the company sends its 
salesman for the district in which the in- 
terested property owner lives to discuss 
the considered improvement. The con- 
tractor is selected either by the hardware 
man, or the customer. This follow-up 
call is made the same or the following day. 
The firm has a force of salesmen, each 
with a district. All details are looked 
after by the Bishop company and, if de- 
sired, help will be given the buyer in ar- 
ranging for finances from a lending insti- 
tution handling FHA mortgages. In 
brief, each of the 120 hardware stores 
working with the Chicago lumber con- 
cern can give the same service as a lum- 
ber yard, 

Three-fourths of the hardware store 
owners approached with the idea of car- 


Business 


He cited the necessity for successful dealers, 
adequately serving their communities, to carry 
large stocks of woods in the various types, as 
compared with those needed thirty-five years 
ago. He also emphasized the fact that dimen- 
sion lumber today is either air-dried or kiln- 
dried before working, which makes for uniform 
widths in joists for home construction or other 
uses, and less cracking of plaster. 

Mr. Braun explained the Wisconsin lien law, 
which provides that a dealer furnishing mate- 
rial to a contractor has a lien right on the 
owner’s property provided he notifies the latter, 
within thirty days from the time the first 
material is furnished on the job, that in case 
the contractor defaults or does not pay for the 
material he has a right to place a lien on his 
property. 

He showed how an itinerant roofer or wall 
applicator could come into a town and offer 
to do a job, telling the customer he need pay 
nothing until it was completed. The innocent 
customer would give him the job and on com- 
pletion would pay him for it. If this same 
itinerant roofer or wall applicator did not pay 
the dealer or manufacturer from whom he pur- 
chased his material, that manufacturer or dealer 
could within thirty days from the time the 
material was brought to the job file a lien on 
the customer’s property with the result that 
he would have to pay a second time for the 
material. Mr. Braun emphasized this in speak- 
ing of the necessity for householders knowing 
whom they were dealing with, and the wisdom 
of entrusting their work to local dealers who 
are responsible to them at all times. This 
proved to be one of the most important points 
of his talk, as evidenced by the fact that at 
least a half-dozen members afterward asked 
him about that particular phase of the lien law. 


for Lumber 


rying a stock of homecrafters’ lumber 
have grasped the opportunity on the sales- 
man’s first visit. The dealer’s credit rat- 
ing must be good. In addition to the 
rack of small items, which range from 
spindles to 2x10-4 pieces of material suit- 
able for steps, most of the stores now 
carry a half-dozen pieces of 2x4s, 2x6s, 
2x8s, and a greater selection of boards. 
Samples of insulation are also supplied 
for the hardware men to show to pros- 
pects. 

Calls upon a few of the hardware deal- 
ers who have been in the set-up from the 
start showed that they like the idea, and 
were selling more lumber every week. As 
most of them stated, it takes some time for 
people to become educated to the fact that 
they can purchase lumber at their com- 
munity hardware store, but once they ab- 
sorb that fact they become prospective 
customers. Spring sales have been satis- 
factory, this being the season when home 
owners most often make repairs. 

A commission is paid to a merchant on 
large orders he sells. <A case of this type 
was cited where the dealer heard of a 
small factory owner who was in the 
market for a quantity of crating lumber. 
The latter was sold a $300 order. 
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Woman Dealer Alert to Modern 
Merchandising Methods 


Using Advertisements, Direct Mail, Dis- 
plays, and House-to-House Canvasser 


Brapiey, Itt., May 18.—She’s a little 
lady, but she has been associated with 
the lumber retailing business for thirty 
years and has her fingers on the big lines 
of the industry. Right now, for instance, 
she realizes that the time is ripe to stage 
a campaign to acquaint people in this dis- 
trict with the benefits of insulation, and is 





Nearly all of the 15,000 square feet of in- 

sulation board used in a Venetian blind 

factory were hidden by lumber stock, but 

here is a peek at the way it was used for 
partitions 


doing something about it. Who is this 
person? Oh, pardon!—this story has as 
its central figure Mrs. J. E. DeSelm, 
owner and operator of a building materials 
company in this small city, fifty miles 
south of Chicago. Camera-shyness of 
Mrs. DeSelm prevented the writer from 
bringing back her picture for use with the 
story. 

Mrs. DeSelm, who has headed her 
company since, the death of her husband 
over five years ago, possesses practical 
ideas about merchandising, and proceeds 
to put them into practice. She is assisted 
in the business by her son, A. Clermont 
DeSelm, who is manager. One of the 
sound ideas that brands her a successful 
dealer is the advertising she carries on 
consistently in the daily newspaper at 


Kankakee, nearby, and in the weekly 
published here. She writes the copy for 
the ads, and makes it seasonal and perti- 
nent. At the time of the visit by a repre- 
sentative of the AMERICAN LUMBERMAN 
Mrs. DeSelm was working on a catchy 
theme for an advertisement in which 
home owners would be requested to give 
their property a new Easter bonnet in 
the form of a roof. A sample of the text 
of a ten-inch display ad used recently 
follows: 


WARM in WINTER 
COOL in SUMMER! 
Insulate Your Home With 
GIMCO ROCK WOOL 


"When you think of lumber, call our 
number" 


602 
J. E. DeSELM & CO. 


Here is a one-inch classified advertise- 
ment which was run a short time ago— 
one of a series, each of which closes the 
same, but discusses a different item in the 
first three lines. 


RISE IN THE WORLD! 


On our ladders 
4 ft. 85c to 40 ft. $12.60 


Want some lumber? 
Call our number: 


sIX O TWO 
J. E. DeSELM & CO. 


The pieces of literature about insula- 
tion materials and other products which 
are supplied by manufacturers to dealers 
are sent out liberally by Mrs. DeSelm. 
Each carries the company’s name sten- 
ciled on the back cover. Samples of mer- 
chandise handled are kept in the office for 
the inspection of anyone dropping in. 
One of the biggest aids in selling an in- 


re 





This lumber yard at 
Bradley, Ill., is owned 
and operated by a 
woman, whose _pro- 
gressive and practical 
merchandising meth- 
ods are discussed in 
t+ he accompanying 
story 
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About $3,500 was spent recently in re- 

pairing and improving this little home. In- 

cluded in the bill of materials bought from 

the DeSelm yard were asbestos shingles for 
the outside 


sulation board stocked is the comfort 
which customers feel in the DeSelm office, 
that has its walls and ceiling covered 
with the material. In winter, folks re- 
mark how much warmer the office is than 
their uninsulated homes; and in summer, 
they tell how much cooler it is. Farmers 
are becoming as enthused over insulating 
their houses and other buildings as 
urbanites, and rural trade is expected to 
be good in this line as soon as agricul- 
ture has been stabilized. The farmers 
clearly see the benefits which would re- 
sult from having their barns, milk houses, 
brooder coops, hog and chicken houses 
insulated. This company has sold insula- 
tion to owners of auto-trailers and but- 
ter trucks. An insulating product is also 
marketed in a small way for use behind 
hot water or steam radiators so that cur- 
tains or drapes at a window nearby won't 
scorch. 

At the time of this interview, Mrs. 
DeSelm had plans made for a house-to- 
house canvass in Kankakee, Bourbonnais 
and Bradley by a young man who will 
acquaint home-owners with insulating 
materials. For several weeks he has been 
studying the insulation field to become 
familiar with the merits and possibilities 
of each brand. A salesman of one of the 
large manufacturers has offered to teach 
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him the finer points of salesmanship, and 
when this knowledge has been absorbed 
the canvass will begin. It is expected 
that customers for paint, roofing, lumber, 
flooring, and other goods will be uncov- 
ered by the young man. A record will 
be kept of his findings, and used for 
follow-up campaigns. The canvasser will 
work on a commission basis. 

A block from the lumber yard is the 
Mackin Venetian Blind Co., which has 
bought about 15,000 square feet of wall- 
board for ceiling, walls and partitions in 
the factory. Mrs. DeSelm has enjoyed 
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good business in this wallboard for five 
years, selling it in considerable amount to 
builders of small cottages and camps. 
Most of the insulation board in the above 
factory was obscured by huge piles of 
basswood and other stock used in manu- 
facturing blinds, but a little can be seen, 
behind some finished products, in an ac- 
companying picture. 

A comfortable small house which was 
recently improved and covered with as- 
bestos shingles from the DeSelm yard is 
shown in another view. Many property 
owners in Kankakee and Bradley have 
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applied some form of composition shin- 
gles to the exteriors of their residences 
the past year, it was said. 


Gets Big FRA Contract 


CINCINNATI, OHIO, May 18.— The Hage- 
meyer Lumber Co., being the lowest bidder, re- 
cently was awarded a contract by the Federal 
Resettlement Administration for 100 carloads of 
southern yellow pine lumber for the Mount 
Healthy project. The contract calls for about 
2500,000 board feet of sheathing, dimension 
lumber, and lumber for concrete forms. 





A Milestone 


BeLoir, Wis., May 18.—The right way to begin this brief 
account of the co-operative achievement of The Beloit Daily 
News, the Beloit Real Estate Board, and the lumber and other 
building material and fixture dealers of Beloit is to state that 
they have established a milestone in merchandising endeavor, 
and have set an example from which cities both larger and 
smaller than this one, with its population of 23,600, could learn 
a profitable lesson. In stating how the story should begin, it is 


VETERANS 
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Invest In a HOME! 


Under the Federal Housing Act, your BONUS, in a great many cases, will 
make the initial payment on a home of your own. Small monthly pay- 
ments, like rent, will completely pay for that home in 20 years. 





Act Wisely! — Build Now! — We Will Help You! 


BELOIT LUMBER CO. 


FOURTH STREET PHONE 26 








Readers can't overlook this ad, or miss its appeal 


thus begun. The temptation, however, is to start with the 
statement that Beloit’s capitalization of the co-operative poten- 
tialities of its leading newspaper and its leading building con- 
struction factors is not nearly so surprising as the fact that the 


_ second largest industry in America, and the largest that has 


patented, trade-marked, competitive materials to sell for the 
second most vital necéssity to human existence, has almost 
universally overlooked what Beloit has discovered, and has 
in an overwhelming majority of cases failed utterly and miser- 
ably to present a unified front in the towns and cities through- 
out the country. A strong statement? Perhaps. Its strength, 
however, is matched by its truth. It would be to the everlast- 
ing credit of the dealers in the country to be able to challenge 
and refute it successfully with evidence to the contrary. 

Last year, at the instigation of the Beloit Real Estate Board, 
certain dealers and the management of The Beloit Daily News 
were brought together with the result that there appeared in the 
newspaper 12 pages of dealer advertisements and articles about 
building, building finance, house plans and related subjects. 
The advertisements were predicated on the availability and use 
of FHA financing. According to Harry Qualman, manager 
of the Beloit Lumber Co., the results in business increases di- 
rectly traceable to the advertising were so gratifying that other 
dealers sought participation this spring, and those who had 
been in before increased the space they were using. At present, 
each Saturday issue of the News contains a double-page spread, 













in Merchandising Endeavor 


about two-thirds of which is display advertising from dealers. 
The remainder of the page is editorial matter, well-written, in- 
teresting, varied, and “newsy.” A regular feature of the page 
is the presentation of a house in plan and perspective, with 
brief description and approximate cost. 

The same advertisers appear week after week, which is proof 
positive that the expense pays dividends. Mr. Qualman stated 
that the large volume of business done in March by all dealers 
must be credited in considerable measure to the effect the 
double-page spread is having in stimulating a wave of interest 
in building, remodeling and rehabilitation. No two advertise- 
ments are ever the same. Mat services made available by the 
“News” and the services of a member of the staff skilled in lay- 
out and copywriting assure effective displays. 


A striking showing is made by the numerous advertisements, 
appearing in the newspaper, featuring home building and home 
equipping materials, goods and services. In this advertising 
effort the local lumber deaiers are well up in the front rank, 
large and well conceived advertisements appearing over the 
signatures of the following firms, among others: Wilford 
Lumber & Fuel Co., Beloit Lumber Co., McGavock Bros., Rock 
River Lumber & Fuel Co., Young Manufacturing Co. Besides 
the foregoing material firms, institutions taking large advertis- 
ing space to promote home building are: Beloit Real Estate 
Board, Beloit State Bank, Beloit Building & Loan Association, 
Beloit Savings Bank. 


Two ads of the Beloit Lumber Co. are here reproduced, 
mainly because of their timeliness, as “it won’t be long now” 
until as many of the veterans as elect to cash their bonus certifi- 
cates upon receipt will have money in hand for home improve- 
ments or whatever use they prefer. Now is the time to strike 
for this business—while the iron is hot—and the vigorous ap- 
peals put forth by this Beloit concern show one way of 
doing that very thing. 
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A Message To Ex-Service Men! 


BUILD Yor BONUS 


YOUR 


The Bonus money you have coming will, in a great many cases, 
more than cover the initial payment on a new home under the 
F.H.A. The balance to be paid in small monthly payments, like 
rent, over a period of twenty years. 





WE CAN HELP YOU: 


Our expert building service will greatly aid you in planning a 
new home. Come in and talk it over with us. 


Beloit Lumber Co. 


Fourth St. Beloit, Wis. Phone 26. 


Reason-why copy, boldly displayed, puts message over 
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Several Good Orders and Many 


Prospects Were Some Results 


Reproduced on this page, somewhat smaller than the original, 
is the tastefully designed printed invitation which the Rand 
Lumber Co., Burlington, Iowa, issued for its 1936 Show of 
Building Materials, planned especially to attract the interest of 
building craftsmen, plant superintendents and maintenance men. 
For publicity effect several thousand invitations, like the sam- 
ple, were sent to individuals classified as “the public,” as well 
as to the specialists above mentioned. Advertising space in the 
local newspapers was also used, including the High School 
publication. 

The show, which was carefully planned and successfully car- 
ried out, opened Friday evening, April 17, at 7:30 o'clock. It 
was attended by over 200 craftsmen, superintendents and main- 
tenance men, as well as executives from the leading industrial 
institutions of the city, and many others. City and county of- 
ficials lent the prestige of their attendance, and the staff of the 
manual training department of the public schools also were on 








You Are Cordially Invited to Attend 
a Showing of 


1936 Building Materials 


For Craftsmen, Plant Superintendents 
and Maintenance Men 


On Friday Evening, April 17th, 1936 
at 7:30 o'clock 
At our Yard on Agency Street 
We know that you will see many items of interest 
pertaining to your particular line of work, as we will 


have representatives from about twenty manufacturers 
here with a full line of exhibits. We will also have a 


Dutch Lunch and Other Refreshments 


In order that we may make proper arrangements for 
the Lunch, etc., we wish you would please sign the en- 
closed stamped card and return to us at once. 


Show will be held regardless of weather conditions. 


Rand Lumber Company 


Agency Street, at R. R. Crossing, Burlington, lowa 


Our 94th Year 
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REGISTER 
For DOOR PRIZE 


eesTAR 


hand to look over the RAN 0 
exhibits and inciden- SY 
tally—along with all 1 Weald Live INFORMATION On: 
others present — to 

sample the very ac- 0 INSULATION 
ceptable Dutch lunch 

provided by the com- (_] REMODELING 
pany. The show con- Oo REPAIRS 

tinued over to Satur- 

day. It happened that [_] NEw work 


that day was pretty 
cold so the attend- 
ance was somewhat 
cut, but much interest 
was manifested in 
the materials shown, 
especially insulation 
and asbestos products. 

Two of the company’s large sheds, one 200 feet long and the 
other over 100 feet, were used for the exhibits, these sheds 
being decorated with bunting and colored lights. The entire 
yard also was especially illuminated by floodlights, and the 
decorative scheme was carried, by strings of colored lights, to 
other sheds further out in the yard, so the whole plant pre- 
sented quite a gala appearance. 

Readers naturally will wish to know something as to the 
program, and especially as to the results obtained, so at request 
of the AMERICAN LUMBERMAN the setup was briefly outlined 
by H. B. Keehn, of the Rand staff, as follows: 

“Besides the printed publicity, we did a lot of talking up of 
the show beforehand, in which effort every one of our employees 
participated. As the visitors entered, we had them register on 
a slip (reproduced herewith) and all the ladies were presented 
with little bud vases, which we had specially made for the occa- 
sion, with our firm name on the bottom. These made a hit, 
and we have had calls for them almost every day since the show. 
We also planned a guessing contest, on the number of openings 
in a small piece’ of wire mesh, furnished by one of our cement 
companies, offering a prize of $5 for the guess nearest correct. 
At the close of the show, Saturday night, we drew from a box 
in which the registration slips had been deposited, three slips, 
awarding therefor first, second and third door prizes, in mer- 
chandise.” 

Mr. Keehn further said that as a result of the show several 
good orders have been picked up, and a surprisingly large 
number of prospects for future business registered, all of which 
will be properly followed up in due course. “All in all,” said 
he, “we feel well satisfied with the business obtained, and with 
the valuable contacts renewed with many friends that we had 
not previously seen this year. Looking to the future, while this 
show worked out very well for us, we naturally have learned 
a few things that will help us in planning a similar event which 
we hope to hold next year.” 
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Carolina Contractors Oppose 


The bulletin stated that the “lumber 
dealers’ mandatory fnark-up.. . 


ment, plaster, roofing materials and the like. 
The article pointed out further that as long 


is largely de- 
as building supply concerns seek to penalize 








Dealers’ Mark-up 


Cuartorre, N. C., May 18—A mark-up in 
prices on the part of the organized building 
supply dealers of the Carolinas has brought op- 
position from the contractors of the two States, 
in the form of new building supply firms set up 
as subsidiaries of the contracting firms but op- 
erated under separate names to eliminate the 
profit of the dealer in favor of the contractor. 

In the weekly bulletin of the Carolina branch 
of the Associated General Contractors of Amer- 
ica a discussion of this plan of opposition was 


veloping into a situation that bona fide general 
contractors will have to meet.” 

A plan was outlined by a member of the as- 
sociation, described as “an outstanding general 
contractor of the Carolinas,” pointing out that 
most general contractors maintain a storage 
yard for equipment, small tools, and surplus or 
salvaged building materials. In this particular 
town four of the seven contractors incorporated 
their storage yards as retail building supply 
companies, wholly owned but operated under 
separate names. This permits these companies 
to take advantage of dealers’ discounts on ce- 


contractors, the answer is to form and subsidize 
these “pseudo building supply companies.” 

“On less than carload lots and material han- 
died from stock there is little complaint from 
the general contractor as to the bona fide deal- 
ers’ mark-up,” the article continued. “If the 
bona fide retail building supply company would 
recognize this and not attempt to control the 
direct carload or wholesale business in addition 
to his retail business his competition from the 
pseudo building supply company would soon dis- 
appear.” 
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AMERICAN LUMBERMAN 


Southern and Coast Groups 
Study Rate Reductions 


South Seeks Rate Cut to 
Retain Parity 


Mempuis, TENN., May 18.—C. A. New, sec- 
retary-manager Southern Hardwood Traffic As- 
sociation, who has just returned from Washing- 
ton, D. C., says that all southern lines have 
agreed to propose to the northern and eastern 
lines that percentage reductions be made in 
rates from southern territory to the northern 
and eastern territory, proportionate to the cut 
to 78 cents from the Pacific Coast. This would 
put southern shippers on a parity with the West 
Coast shippers, and an effort is now being made 
by Mr. New to have the northern and eastern 
lines concur in the proposal. If the proposal is 
accepted, the traffic association will not have 
to go before the Interstate Commerce Commis- 
sion for relief. Members of the traffic associa- 
tion have been urged to wire all eastern lines 
urging their concurrence. 

C. A. New also announces that southern and 
southwestern railroads have announced exten- 
sion of per car rough material rates until the end 
of the year. The rates were to have been can- 
celled on June 30. 

Mr. New also announces that the southwest- 
ern lines have agreed to extend through the re- 
mainder of the year the reshipping time limit on 
rough material, which would otherwise have 
expired on June 30. 





Inland Empire Seeks More 
Favorable Rate 


SPOKANE, WaAsH., May 16.—According to 
W. M. Leuthold, secretary of the Inland Em- 
pire Lumbermen’s Association, lumbermen will 
begin negotiations in regard to a more favor- 
able freight rate set-up for shipments to the 
Atlantic seaboard. This followed upon notice 
from Washington, D. C., that the 72-cent rate 
would be discontinued after June 30. Previous 
to the granting of the 72-cent temporary rate, 
Inland Empire lumbermen had a 3-cent differ- 
ential over Coast points, and an effort will 
he made to have that restored. Mr. Leuthold 
is quoted as saying: “Though a 78-cent rate 
would be of some help in sales territory east of 
Chicago, and in competition with southern and 
southeastern mills, it would not give assistance 
with our real competition—the seaboard mills 
of Oregon and northern California. The Pa- 
cific Coast mills use a combination rail-water 
rate, and reach the Atlantic coast for 72 cents. 
We must run close to that mark if we are to 
compete.” 


South Asks Proportionate Rate 
Reduction 


Wasuinoton, D. C., May 18.—Conferences 
have been held here between scuthern pine and 
southern hardwood operators, and the southern 
carriers, in connection with the continuation 
aiter Jimne 30 of the reduction in freight rates 








on lumber from the South and Southwest. 

\ll the reduced rates, which were filed as 
an experiment, were so published as automati- 
cally to expire on June 30. The transconti- 
nental lines and the western shippers have 
appealed to the eastern lines to continue the 72 
cent blanket rate in effect east of Chicago. 

The eastern and northern lines on April 30 

) voted to let all reductions expire on June 30, 
| and go back to the old rates, but at the same 
| Session they passed a resolution that if trans- 
} continental lines wanted to file a 78 cent rate, 
| In lieu of the 72 cent rate, they would concur 
in such a reduction. The transcontinental lines 


| have now published their tariffs as of July 1, 


establishing a 78 cent rate, which will be the 
new and permanent all-rail rate from the West 
to points east of Chicago, unless the tariff 
should be suspended by the Interstate Com- 
merce Commission, upon protest of the southern 
shippers. 

At the meeting of southern carriers held here 
a few days ago, they took the matter under 
consideration, and later advised southern ship- 
pers that they would agree to reduce the rates 
from the South by an amount proportionate to 
that to apply from the West. In other words, 
the 78 cent rate is a reduction of 12 cents from 
the 90 cent rate from the West, and the idea 
would be to reduce the former southern rates 
by this same percentage. 

The southern carriers, after their decision, 
wired Chairman Lawrence of the northern 
lines, asking their concurrence in these reduc- 
tions. Shortly after the wire was sent by the 
executives, the Chairman of the lumber group 
in the South talked with Mr. Lawrence on the 
telephone, asking for a meeting with the south- 
ern mill operators to consider the action of the 
southern lines. It is reported that Mr. Law- 
rence was cold to the suggestion, and advised 
the southern shippers that the matter was 
closed. The southern executives and mill 
operators are now taking the matter under ad- 
visement for a few days, and will consider the 
legal aspects of the situation and what recourse 
they might have before the Interstate Com- 
merce Commission. 

It is pointed out that there are two methods 
of approach now open: 


First—To ask for suspension of the new 78 


29 


cent rate from the West Coast until the north- 
ern carriers agree to like reductions from the 
South.. It is generally conceded, however, that 
there would be a remote possibility that the 
Interstate Commerce Commission would sus- 
pend the new 78 cent rate, inasmuch as it 
approved the 72 cent rate. 

Second—To ask the southern carriers and 
southern executives-to join in a petition to the 
Commission to suspend the expiration date of 
June 30 in the present reductions, and in the 
event that was done, the present reductions 
from the South would be continued until the 
case could be disposed of. 

Among some of those well informed in this 
matter, it is not believed that the Commission 
would suspend the expiration date in this case, 
and it is therefore felt, at least by some, that 
the only avenue left for the southern shippers 
is further negotiations with the northern lines, 
in the hope that their concurrence can be 
secured to the new proposal. 





Long-Short Abandonment 
Would Kill Water 
Competition 


SAN FRANCISCO, CALIF., May 18.—Strongly 
opposing the Pettengill Bill, now before the 
United States Senate, through representation 
in Washington, members of the Pacific Coast- 
wise Lumber Conference backed their repre- 
sentatives up by sending the following tele- 
gram May 15 to senators and members of the 
committee handling the Pettengill Bill: 

Urge you to oppose passage Pettengill Bill, 
as, under present long-short haul clause, 
railroads can establish lower rates at ports 
than intermediate points, provided able to 
prove such lower rates are reasonably com- 
pensatory. If relieved of that sensible re- 
quirement by Pettengill Bill, railroads aim 
to monopolize Pacific Coast lumber shipments 
by cutting rate so low that water carriers 
can not compete and survive. 


Let Increase in Demand Precede Increase 
in Output, Urges Survey Committee 


The relationship of unfilled orders to stocks 
in the lumber producing regions is the most 
favorable in the years of its record, according 
to the report of the Special Lumber Survey 
Commitee of the U. S. Timber Conservation 
Board, which was released May 15. Of a de- 
cline of 250 million feet in stocks between Jan. 
1 and April 1, 150 million feet is regarded as 
seasonal. The stocks April 1 were 200 million 
feet above the low point of July 1, 1935, but 
the Committee does not recommend any reduc- 
tion. It advises that the industry should follow 
increases in demand with increases in produc- 
tion; that moderate increases in stocks of sur- 
plus items, which have to be manufactured to 
secure a supply of scarce items in active 
demand, are not objectionable; but that inter- 
mill exchanges should be continued wherever 
possible. 

Residential building, measured in floor space, 
was 85 percent above the 1935 level in the first 
quarter, according to reports of 37 States east 
of the Rocky Mountains; and total construction 
was 83 percent above last year. The greater 
part of the first quarter 1936 residential com- 
mitments represented new construction. FHA 
mortgage acceptances were 800 percent of 1935, 
the gain being partly attributable to recovery, 
partly to wider knowledge of the available loan 
facilities. The ratio of privately financed con- 
struction was, however, higher than in 1935. 

In order that this home building demand may 
be fostered, the Committee recommends that 
the lumber industry seek to give the public a 
constantly better product at a constantly lower 
cost; warning that while the need for new 
building, especially residential, is great, it arises 
from people of moderate income and limited 


credit. A fair approach to stability in lumber 
prices has been achieved, says the Committee, 
the range of fluctuation having been narrow in 
the last twenty months, though upwards since 
the first of this year. 

Continued good demand for building items 
was expected by the mills, as April, according 
to forecasts, would show a gain of 50 percent 
over last year and reach the highest level since 
1931 with the exception of the one month— 
December, 1935. 

Hardwood flooring orders in the first quar- 
ter of 1936 were 2% times the 1935; and 
while price increases brought some sales re- 
sistance in April, the retail distributors are 
generally not overstocked and are confident of 
gains in sales, 

The outlook for industrial lumber sales is 
fairly good. Railroad freight car purchases in 
the first quarter alone of this year were half 
as many for the entire year 1935; and it is 
predicted that equipment purchases this year 
will be three times last year’s total. Furniture 
sales made only a slight gain over 1935, largely 
because of unfavorable weather, but are nor- 
mally heavier in the second half of the year. 
Automobile output was about 2 percent above 
last year’s, but a forecast places 1936 at the 
highest level since 1929, with a reaction toward 
the greater use of hardwood noted. Agricul- 
tural machinery production is about a third 
above last year’s. 

Export lumber trade is not sharing in the 
recovery enjoyed by domestic trade, but elimi- 
nation of discriminatory foreign tariffs, by 
means of new trade treaties, is doing much 
toward regaining a substantial portion of lost 
overseas markets. 








Attantic City, N. 
J.. May 18. — The 
wholesale branch of 
the lumber industry 
from coast to coast 
was well repre- 
sented at the 44th 
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the National-American 


convention of 
Wholesale Lumber Association which on May 
14 closed a two-days’ intensive review of cur- 
rent conditions, laying emphasis upon ways and 


annual 


means by which the wholesale branch should 
perform its full share in bringing about more 
orderly distribution of lumber, from mill to 
consumer. The entire afternoon session on 
May 13 was devoted to the. subject, “Distribu- 
tion Traditions and Trends,” with Andrew H. 
Dykes, of New York, presenting the problem 
from the viewpoint of an outstanding retailer 
who operates nine community yards on Man- 
hattan Island; with J. A. Currey of the J. C. 
Turner Lumber Co., New York, discussing the 
rights, duties and obligations of the wholesaler, 
and particularly of the modern wholesale dis- 
tributing yard, and culminating with a masterly 
paper by Henry J. Eckstein, former active New 
York wholesaler, who presented “An independ- 
ent and detached view” of the lumber distribu- 
tion problem. This symposium of opinion 
treated this important subject from all angles 
and was followed with keen interest, and in the 
open forum which followed developed animated 
discussion from the floor. 


Reviews Current Trade Conditions 


The convention opened with President Otis 
N. Shepard, of New York, in the chair. His 
opening address reviewed current conditions in 
a manner both broad and forceful. 

“Complicated regulatory laws are now before 
Congress,” said he, “and having had a taste of 
assumption of power over business, notwith- 
standing admonitions from the Supreme Court, 
Washington apparently does not wish to let go, 
but seems determined further to harass us. Let 
us not allow our business to be disturbed bv 
another fantastic and Utopian New Deal until 
we can find a sound economic reason for a 
foundation on which to build. I feel that there 
mav be dangers ahead unless you gentlemen set 
aside a part of your time and efforts to dis- 
seminate your practical business judgment 
among your representatives in Washington.” 

Mr. Shepard reviewed the struggle now 
going on to bring order out of chaos in the 
matter of trade regularity in the merchandising 
of lumber. He was particularly impressed by 
the manner in which all of the National asso- 
ciations—manufacturers, wholesalers and retail- 
ers—had made common cause against the de- 
moralizing practice of passing the wholesale 
commission from the manufacturer direct to 
the retail dealer, for price stabilization and 
normal profit margins could not be attained 
until the buvine basis for all was substantially 
uniform. While approving the practice of 
grade-marking lumber he felt that the time had 
not vet arrived for taking action that would 
compel all manufacturers so to mark their 
product, for such a move would gravely em- 
barrass some of the smaller mills whose timber 
and millwork are excellent but which would find 
it difficult. expensive and perhaps impossible to 
grade- and species-mark their lumber. 


AMERICAN LUMBERMAN 


Secretary Reports on Activities 


The report of Secretary W. W. Schupner 
covered comprehensively the activities and ac- 
complishments of the organization through the 
year. Statistically, he reported membership on 
May 1, of 305, a net gain of 16, and a sub- 
stantial increase over the “depression low” of 
225. Of this membership 45—one more than 
last year—are domiciled on the North Coast. 
There is a substantial balance in the treasury, 
all bills are paid and all expense items have 
been held well within the budget. 

He discussed the activities of certain groups 
and individuals who were attempting to sup- 
plant the legitimate wholesaler by introducing 
many types of buying agencies as sources of 
supply, making the very striking point that if a 
dealer in a particular consuming section fought 
for and secured price advantage either through 
the grant of the illegitimate wholesale discount 
or through savings won for him through the 
so-called buying agencies, he could not com- 
plain if his consumer customers banded 
together to purchase bulk lots of lumber direct 
from either the wholesaler or manufacturers. 


Problem of Distribution 


The entire afternoon session on Wednesday, 
May 13, was devoted to a triangular discussion 
of distribution, presented from the viewpoint of 
the retailer, the wholesaler and the independent 
—the latter, Henry Eckstein, of New York, a 
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Springfield, Mass.; 
2nd Vice President 


MAX MYERS 
Cleveland, Ohio; 
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retired wholesale distributor, who for several 
years has applied his time and energies to an 
analytical study of ways and means that prom- 
ise to improve the business prospects of the 
lumber distributor in all branches. 

First to present his views was Andrew H. 
Dykes, operating a chain of nine “neighbor- 
hood yards” in New York. He referred to the 
fact that when the New York Lumber Tra“e 
Association was formed fifty years ago its 1r st 
important committee was that having to do with 
“Trade Relations.” Discussion of this ma‘ter 
of “Distribution,” therefore is not new. “The 
principal difference as I see it is that the 
problem is now much more complicated. The 
distribution tangle in Metropolitan areas in 
different sections of the country, perticularly 
along the seaboard, is indeed a knotty problem, 
and the three branches of the industry are still 
struggling hard to solve it.” 

He proceeded with an exhaustive outline of 
the distribution problem, dividing it into eleven 
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holesalers Give Intensive Study 
to Problems of the Industry 


sections, the first of which stated the problem 
as follows: 


During the past few years we have wit- 
nessed the rapid development in Metropoli- 
tan areas of so-called jobbers, local stocking 
wholesalers, split-car wholesalers, dock 
wholesalers and distributing yards, all of 
whom reason that they are entitled to buy 
at lower prices than the lumber dealer and 
who, under the guise of selling only to 
retail lumber dealers, are receiving from 
manufacturers price advantages, discounts 
and differentials that are, in most cases de- 
nied to the lumber dealer. 


In presenting the remaining ten points Mr. 
Dykes reviewed current distribution practices, 
laying emphasis upon the recently developed 
wholesale distribution yard and its use as a 
supply point, where the so-called “midget” 
retail yard secures its stock as wanted without 
needing to carry a stock commensurate with the 
needs of its community. While on the 
subject of distributing yards... might it 
not be to ‘the lumber dealers’ advantage to en- 
courage the establishment and inflexible main- 
tenance of quantity prices as, for example, a 
price on a major truckload of seven or eight 
thousand feet, a price on a minor truckload of 
3,500 feet, a price on one thousand foot lots, 
and a top price on small quantities?” In con- 
clusion, Mr. Dykes declared: 

The two primary functions in the economic 
process are vital in their effect on the social 
system. They are the manufacturing func- 
tion and the distribution function. The one, 
manufacturing, has reached a marvelous de- 
gree of technical development. Distribution, 
on the other hand, has failed miserably to 
keep pace with production progress. If man- 
ufacturing efficiency is the pillar of strength 
of our social system, distribution is its weak 
pillar. Distribution is the problem that con- 
fronts this country, and it will be solved 
either by private initiative or governmental 
mandate. I can say, without hesita- 
tion, that the carload-buying lumber dealer 
wants the old methods of distribution, in 
carload lots from manufacturer through the 
wholesaler to the lumber dealer. 


In defining the modern development called 
the midget yard, Mr. Dykes outlined four types 


of retail yards: The heavy timber yard, the | 


suburban yard, the neighborhood yard and the 
midget yard. The last is often in a cellar or 
the back yard of a home. One was started 
by a straw hat manufacturer out of a job, 
and another was set up in a 20-foot delicatessen 
store. He did not criticize the small yard, but 
the midget yard is a different proposition, 
in that it has little or no overhead. 

Next speaker was J. A. Currey, of J. C 
Turner Lumber Co., New York, who presented 
the “Viewpoint of the Wholesale Distributing 
Yard.” For many years his company has con- 
fined its operations to one species of southern 
lumber, distributed from a yard on the Hudson. 
In recent years it has majored in fir and hem- 
lock from the West Coast. Mr. Currey traced 
statistically the growth of the intercoastal 
movement of lumber since 1920, showing that 
through 1926-29 the total each year was close 
to the two-billion-feet mark. This annual total 
had dropped steadily until the 1934 low point 
of 601,397,495 feet was reached, from which it 
rebounded in 1935 to 865,237,000 feet. 

He traced the development of mill facilities 
on the West Coast through the boom days, 


and the low cost of transportation as hundreds © 


of ships turned back from war service were 
seeking employment at low rates. He felt that 
the wholesale distributing yard was the logical 
development for supplying the small-lot pur- 
chases called for by retail dealers during the 
depression years. It was this economic need 
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Seek to Effect More Orderly Distribution of Lumber 
From Mill to Consumer -- All Sides Are Heard in 
“Triangular” Discussion -- Present-day Trends Are 
Surveyed--Constructive Recommendations Take Form 
in Resolutions --""Strong Slate” of Officers Chosen 


that brought the troublesome “pool car” method 
of selling. Taking up the matter of sales by 
wholesale yards to retail dealers that would be 
classified as “small” Mr. Currey said: 

I doubt that the type of yard that Mr. 
Dykes describes as a midget retail yard is 
of any interest to the legitimate wholesaler. 
There may be some difficulty in determining 
the line between the small and the midget 
yard. However, there should be no difficulty 
in determining what is recognized wholesale 
trade, for I am sure the legitimate whole- 
saler will accept the principle that a retail 
yard must be one that maintains an office, 
earries a stock of lumber and has some de- 
livery equipment. Failing in any of these 
points it is not a retail yard, not legitimate 
wholesale trade, and ought not be sold by 
the wholesaler. 

We should not become disturbed about the 
warning against monopoly in the lumber 
business. With over twenty thousand saw- 
mills operating in all parts of the country 
I am sure that monopolists can find many 
other industries offering more fertile 
ground. . . Webster defines “wholesale” as 
“pertaining to selling to retailers or jobbers 
rather than to consumers.’ I commend this 
definition to our industry. 


Mr. Currey dwelt at length upon the prac- 
tice of some of the larger retailers in attempt- 
ing to pose as wholesale units in an effort to 
secure the wholesale discount and thus secure 
a cost advantage over their neighboring com- 
petitors. He branded this practice as demoral- 
izing to the entire price structure. As to the 
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Pittsburgh, Pa.; 


Nominates President 


Philadelpia, Pa.; 
Ist Vice President 


effect of co-operative buying agencies, he de- 
clared that they had been tried many times in 
the lumber industry but had always failed. 


Past and Present Methods Analyzed 


The final paper in this triangular discussion, 
by Henry J. Eckstein, of New York, presented 
a keen analysis of past and present methods in 
lumber distribution. As to the course to be 
followed in the immediate future he declared: 
_I believe the crying need of this industry 
is the adoption and development of a com- 
plete and effective trade promotion program. 
-.. The industry, though recognizing this, 
1S more largely absorbed in its own pro- 
duction and distribution policies. Probably 
if, through trade promotional activities, vol- 
ume were increased, the distribution policy 
would not loom as so important. Or, if the 
distribution policy could be settled, more 
energy might be devoted to trade promotion. 


In either event, the important thing is, by 
one way or the other, to reach the point 
where we stop scrapping among ourselves 
and scrap for lumber... This is admit- 
tedly a large program; one not. easily 
effected in so large and diversified an in- 
dustry, but still possible. Other industries 
have accomplished it. The alternative is a 


continuation of the present helter-skelter 
pattern and playing into the hands of the 
substitutes. It appears to me that there are 
only two roads open to the lumber industry. 
One is to study new trends and conditions, 
and to formulate and co-operatively establish 
some such set-up as I have endeavored to 
outline. The other 1s to muddle along the 
winding by-paths of disorganization which 
we have been traveling these last few years, 
The Annual Dinner 


A large company of members and their ladies 
assembled in the evening for the annual dinner 
in the ball room of the Marlborough-Blenheim, 
at which President Shepard officiated as toast- 
master. The speakers were T. L. Husselton, of 
Atlantic City, and former President Ben S. 
Woodhead, of Beaumont, Tex. 


Average Costs Shown 


The session on Thursday morning, May 14, 
was opened by E. R. Safford, chairman of the 
cost committee, who presented figures to show 
the average percentage cost of conducting a 
wholesale lumber business over a period of 
eight years. Cost had ranged from 7.83 per- 
cent in 1928 to as high as 17.06 percent in 1932, 
and had since dropped to 10.08 percent in 1935, 
showing an average over the eight years of 
10.07 percent. There followed an open dis- 
cussion participated in by Messrs. Ejiler and 
Schuette, of Pittsburgh, Hinckley, of Cincinnati, 
and Secretary Schupner. It was brought out 
that members must not strive for increased 
volume at the expense of increase in bad debts. 
Also that increased volume should increase net 
profits, and that bad debts should not be figured 
into the cost of doing. business. 

At this point Former President Max Myers 
outlined a plan for financing a trade program. 
He then introduced Wilson Compton, of Wash- 
ington, manager of the National Lumber 
Manufacturers’ Association, who declared that 
the industry was now in a position to get real 
results from such a campaign. All manufac- 
turers’ associations are now engaged in some 
form of intensive trade promotion. Mr. Myers 
then called upon all wholesale units to sign 
cards pledging the amount each would definitely 
contribute to this fund, which he set at $10,000 
as a reasonable total which the membership 
should subscribe. Pledge cards were distrib- 
uted and each member was urged to carry the 
cards away, and after careful consideration, to 
pledge such contributions as their best judg- 
ment dictated. 

The “profit problems of the wholesaler” were 
presented in a splendid paper read by H. M. 
Vivian, of Wilkes-Barre, Pa., and there were 
brief addresses by Mr. Prestogaard, of Lincoln, 
Neb.; J. S. Kent, of San Francisco; Charles 
Johnson, of Rochester, N. Y.; C. N. Troutner 
of Richmond, Va., and Clifton F. Leatherbee, 
of Boston. The last outlined the distribution 
“Platform” adopted by all retail and wholesale 
associations in New England and New York 
State, which would soon go to all large manu- 
facturers in the country, together with a letter 
urging their co-operation. 


Activities in Northwest 


President Shepard opened the concluding ses- 
sion by calling upon Roy A. Dailey, manager of 
the North Coast office of the association, at 
Seattle, for a survey—past present and future— 
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ings classification. Also remod- 
eling and repairs to old buildings 
are going ahead at full speed. 
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because the ALLITH line offers 
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of activities in that section. Despite the pro- 
tracted mid-year strikes in the West Coast 
lumber industry during 1935 the sawmills in the 
Douglas fir region of Washington and Oregon 
had produced 4,900,000,000 feet of lumber, com- 
pared with 4,300,000,000 feet in 1934. The cost 
of production had increased, and while sporadic 
labor troubles are now active at a few mills, 
the feeling is that peace will result during the 
balance of the year. 

Waterborne shipments to Atlantic Coast in 
1935 totaled 917 million feet, compared with 
558 million feet in 1934, a gain of 37 percent. 

The western office, co-operating with the 
home office, had worked diligently to correct 
the promiscuous allowance of wholesale dis- 
count to buyers who perform none of the 
wholesaler’s functions. Mr. Dailey reviewed 
the work of co-operative purchasing agencies 
and their baleful effect on price stability, ruin- 
ous to all branches alike, and declared: 

I sense a keen desire on the part of all 
the really constructive forces in the indus- 
try for a return to sound fundamentals, when 
manufacturers will manufacture, and whole- 
salers and retailers will stick to their re- 
spective distribution functions, and quit this 
eternal double-crossing that is keeping the 
industry in turmoil. 


W. W. Woodbridge, of Seattle, manager of 
the Red Cedar Shingle Bureau, brought the 
greetings of that organization and outlined the 
protection to dealers and the public guaranteed 
by its branded “Certigrade” stock. 


Guests Are Introduced 


The chair then introduced a number of visit- 
ing association officials and others, including 
Horace Hazard, of the Philadelphia Whole- 
sale Association, and R. T. Titus, of New 
York, manager of the Intercoastal Lumber Dis- 
tributors’ Association; Ben Wand, of Southern 
Lumber Journal; John W. Long, of the New 
York Lumber Trade Journal, and Fred J. 
Caulkins, eastern staff representative of the 
AMERICAN LUMBERMAN. Mr. Shepard ex- 
plained that Mr. Caulkins had attended all but 
one (1908), and had written the report of every 
annual convention of the 44 held by the or- 
ganization, 

Two former presidents of the organization 
have passed away within the year: C. A. Good- 
man (1927), of Marinette, Wis., and Nelson H. 
Walcott (1913), of Providence, R. I. The 
oldest living ex-president (1908) is C. H. Pres- 
cott, of Cleveland, who in recent years con- 
ducted the Saginaw Bay Co. (retail) but who 
lately retired from business. 


Adoption of Resolutions 


The report of the committee on resolutions 
was presented by Chairman Elliot K. Harroun, 
of Watertown, N. Y. The resolutions offered, 
all of which were adopted, urged Congress to 
abandon for the present any additional legisla- 
tion imposing restraints upon business. Some 
of the pending proposals were condemned as 
objectionable not only to the lumber industry 
but to the consumers of its products, among 
these being the bills which would make it un- 
lawful to sell on delivered prices in the con- 
suming markets, and which would prohibit 
quoting different prices or terms upon the 
same items in a given market. It was pointed 
out that competition in the lumber trade is 
very keen, and that it is in the interests of the 
consuming public that such competition be pre- 
served as fully as possible. Therefore, the 
association registered its opposition to any 
legislation which would prohibit the sale of 
lumber on delivered prices, or restrain manu- 
facturers or wholesalers from meeting compe- 
tition wherever and whenever it is found. 

The association also registered opposition to 
conferring upon the Federal Trade Commis- 
sion inquisitorial powers to investigate the 
affairs of private concerns and to make public 
the results of such investigations. 

For the above and other reasons definite 
opposition was expressed to the Robinson-Pat- 
man Price Bill (HR-8442), the Healey-Walsh 
Government Contracts Bill (HR-11554) and 
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the Wheeler Anti-Basing-Point Bills (S-4055 
HR-11329). The Wagner-Ellenbogen bill also 
was condemned and members urged to oppose 
its enactment. 

It further was strongly urged that the pro- 
posal to tax corporations according to amount 
of their undistributed earnings be abandoned, 
and that if additional taxes are to be imposed 
a more equitable plan be found, in harmony 
with accepted principles of taxation. 

Declaring that it is economically unsound 
to do business at less than cost, a resolution 
was adopted to the effect that all wholesalers 
should resist any attempt on the part of mills 
to reduce wholesale discount below the mini- 
mum of 8 percent. 


The Official Family for 1936 


Next came the recommendations of the com- 
mittee on nominations, of which E. R. Plunkett, 
of New Rochelle, N. Y., was chairman. Of the 
ten directors whose terms expire with this 
meeting, eight were re-elected. To fill the 
vacancy caused by the death of C. A. Goodman, 
of Marinette, Wis., Ernest S. Cornwell, of the 
Cornwell Lumber Co., Saginaw, Mich., was 
chosen; and in place of former President Hor- 
ace F. Taylor, of Taylor & Crate (Inc.), 
Buffalo, his son, Shirley G. Taylor, was named. 
The complete board of directors follows: 

Term expiring 1937—D. D. Baldwin, Seat- 
tle, Wash.; E. L. Chiasson, Jacksonville, Fla.; 
George W. Duffy, Spokane, Wash.; Elliot K. 
Harroun, Watertown, N. Y.; R. D. Hunting, 





A. H. DYKES W. W. SCHUPNER, 
New York City; New York City; 
Retail Viewpoint Secretary 

Cedar Rapids, Iowa; C. F. Kreamer, Phila- 


delphia, Pa.; 
Calif. ; 


A. J. Russell, San Francisco, 
John I. Shafer, South Bend, Ind.; 
Otis N. Shepard, New York City. 


Term expiring 1938—Arthur H. Campbell, 
Montreal, Canada; John I. Coulbourn, Phila- 
delphia, Pa.; W. G. Dalin, Portland, Ore.; 
A. A. Germain, Pittsburgh, Pa.; Dwight 
Hinckley, Cincinnati, Ohio; Edgar Hirsch, 
New York City; C. F. Leatherbee, Boston, 
Mass.; Max Myers, Cleveland, Ohio; Ben S. 
Woodhead, Beaumont, Tex.; W. J. Yost, Mont- 
gomery, Ala. 


Term expiring 1939—J. M. Allen, Vancou- 
ver, B. C.; Henry N. Anderson, Aberdeen, 


Wash.; J. A. Currey, New York City; Ernest 
S. Cornwell, Saginaw, Mich.; R. C. Pepper, 
Springfield, Mass.; W. H. Schuette, Pitts- 


burgh, Pa.; John C. Shepherd, Charlotte, N. C.; 
Shirley G. Taylor, Buffalo, N. Y.; J. R. 
Thames, Birmingham, Ala.; C. N. Troutner, 
Richmond, Va. 


President is Re-elected 


At this point there was keen rivalry for the 
privilege of nominating the executive head of 
the association for the ensuing year. W. H. 
Schuette, of Pittsburgh, gained the floor and 
succeeded in naming President Otis N. Shepard 
for a second term, Dwight Hinckley, of Cincin- 
nati, and Max Myers, of Cleveland, adding 
their approval in no uncertain terms. Mr. 
Shepard was escorted to the platform and 
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briefly thanked the members for their expres- 
sion of confidence. He is manager of the New 
York office of Shepard & Morse Lumber Co,, 
and president of the Shepard Steamship Co., 
which operates four steamers in the intercoas stal 
lumber trade. 

At a later meeting of the board of directors 
the following officers for the ensuing year were 
officially named: 

President—Otis N. Shepard, New York. 

First Vice President—John I. Coulbourn, 
Philadelphia, Pa. 





Second Vice President—Robert C. Pepper, 
Springfield, Mass. 
Treasurer—William Schuette, Jr., New 


York. 

Secretary-Directing Manager, 
ner, New York. 

North Coast Manager—R. A. Dailey, Seat- 
tle, Wash. 

Department Manager—Sid L. Darling, New 
York. 

Clifton F. Leatherbee, of Boston, who had 
served as second vice-president, withdrew his 
name from consideration for re-election to that 
office. He is a member of the board of direc- 
tors. His successor in the office of second vice- 
president, Robert C. Pepper, also a member of 
the board of directors, is secretary of the Rice 
& Lockwood Lumber Co., of Springfield, Mass. 


W. W. Schup- 





Northeast Mills Study, Clarify 
Grading Rules 


New York, May 18.—Northeastern white 
pine recently in the trade has been receiving 
considerable publicity of a type beneficial in 
the extreme to both manufacturers and dis- 
tributors of that wood. 

As another step in the program of manufac- 
turing and grading standardization, the North- 
eastern Lumber Manufacturers’ Association and 
its members, interested primarily in white pine, 
held an important series of meetings in Man- 
chester and Milford, N. H., during the week 
of April 27. At the meetings held in Manches- 
ter, April 28 and 29, the association white pine 
rules, which are now specified by the Gov- 
ernment purchasing departments and others, 
were clarified and made more definite. Inas- 
much as the New England Lumbermen’s Asso- 
ciation spring meeting was held on April 29, 
many lumbermen had the opportunity of at- 
tending these conferences. 

Following the conferences, the Northeastern 
Lumber Manufacturers’ Association conducted 
a grade study and demonstration inspection at 
the plant of the Langdell Lumber Co., of Mil- 
ford, N. H. This was attended by about thirty- 
five manufacturers and distributors, all of whom 
participated in the study and application of 
the grading rules to several thousand feet of 
each grade. 

In each grade, the size and location of the 
admissible defects in from twelve to fifteen 
boards were carefully tabulated. These exam- 
ples of grade types will be described in the 
printed rules of the association, which are 
to be issued within a short time. Comments 
of those in attendance stressed the great educa- 
tional value of this demonstration. 

The wording of the white pine rules and 
the dressing standards set up therein, as agreed 
upon at these meetings, will be submitted to 
the membership of the association and, when 
approval is received from a majority, the rules 
will be issued without delay. 

Helpful publicity from another angle was the 
exhibition at the mecting of the New England 
Lumbermen’s Association of several panels of 
knotty pine. Some of these panels are to be 
installed as part of the permanent association 
exhibit in the National Architects’ Exhibit 
Corp. in Boston. In the Boston exhibit the 
association also will place a complete range of 
finished northeastern hardwood panels. 

Tests now are under way on eastern mer- 
chantable spruce to develop joist and plank 
bending stress and shear grades. It is ex- 
pected that these tests will be completed in 
time for stress grades to be published in con- 
nection with the white pine rules. 
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Cypress to Fight Rate Increases; 
Adopts Grade and Trade Marking 


JACKSONVILLE, FLa., May 22.—Rate discus- 
sions and legislation, enacted and proposed, 
were emphasized here Wednesday, as members 
of the Southern Cypress Manufacturers’ Asso- 
ciation met in their annual session, re-elected 
C. R. Macpherson, of Palatka, as president, to- 
gether with others of the organization’s official 
family, and participated in a joint dinner ses- 
sion at noon with members of the Southeastern 
Hardwood Manufacturers’ Club and the Asso- 
ciated Industries of Florida. John C. Gall, of 
Washington and New York, associate general 
counsel of the National Association of Manu- 
facturers, was the featured speaker at the joint 
dinner, at which M. L. Fleishel, president of 
the Associated Industries group, presided. 

The Cypress association’s convention was 
preceded, Tuesday afternoon, by a meeting of 
its rules and grades committee. The Hardwood 
Club held its monthly conference in Jacksonville 
the same evening, its members remaining for the 
joint meeting, Wednesday, with the Cypress and 
Industries groups. 


Must Seek Parity in Rail Rates 


One of the most important of the rate matters 
discussed was the impending transcontinental- 
Eastern reductions, calculated, in the view of 


C. R. MACPHERSON, 
Palatka, Fla.; 
Reelected President 


M. L. 
Shamrock, Fla.; 


FLEISHEL, 


Discusses Rates 
several speakers, to prove detrimental to lum- 
bermen in the Southeastern territory, unless 
comparable reductions are secured in rates 
from this area. Mr. Fleishel and other speakers 
brought out the fact that Southwestern carriers 
are co-operating with the Southeastern group in 
an effort to secure the reductions which the 
lumber interests feel are necessary to maintain 
their present status in competitive areas affected 
by the impending transcontinental changes. 

Mr. Fleishel gave a vigorous report on the 
negotiations between the shipper’s committees 
and the Eastern carriers, during which they 
found a rather hard-boiled attitude on the part 
of the chairman of the Eastern Freight Bureau, 
who said: “We are not going to do anything 
about it. We will put in the 78 cent rate on the 
first of July, and we will do nothing which will 
disturb the old relationship of rates on lumber 
from the Pacific Coast as compared with rates 
from the South.” 
_ In closing Mr. Fleishel said: “If something 
is not done about it, your competitors are going 
to have anywhere from 6 cents to 12 cents ad- 
vantage over you, which they have not had be- 
iore. You may be able to tell how the 
mechanics of that thing works. I can’t, but 
that is about what it means.” 

In introducing Mr. Gall, as speaker at the 





joint dinner at noon, Mr. Fleishel emphasized 
the complexities facing industry today, and the 
part which the associate general counsel for the 
Manufacturers’ Association has played in activ- 
ities calculated to aid business interests in gen- 
eral. Mr. Gall devoted a considerable portion 
of his address to New Deal legislation. He 
voiced an optimistic view, expressing the feeling 
that the tide has turned against regulatory legis- 
lation. In passing, the speaker paid an emphatic 
tribute to the courts, stressing the “balance 
wheel” effect of their decisions, with regard to 
activities of other major departments of govern- 
ment. He said: 


The Guffey Coal decision is the most im- 
portant decision, from the industrial and 
business viewpoint, rendered by the Supreme 
Court since the New Deal began. The NRA 
decision was of course of great interest to 
the public generally, but the Guffey decision 
is far more significant in its implications. 

It means that the Congress can not revive 
Federal control of local wages, hours 
and working conditions by setting up little 
NRA’s for separate industries. It means that 
the Textile Control Bill and the Iron and 
Steel Control Bills now before Congress are 
unqualifiedly condemned by the Court and 
must be abandoned. If the Guffey Coal Act 
had been sustained, undoubtedly there would 
have been a concerted drive by the Admin- 
istration and organized labor for little NRA’s 
for the lumber, automobile, chemical, boot 
and shoe, and all other major lines of in- 
dustry. 

The decision, by invalidating the wage, 
hour and collective bargaining provisions of 
the Guffey Act, sounds the death knell of the 
Wagener Labor Relations Act, for the purpose 
and the language are the same, 


Association Officers Are Re-elected 


In addition to returning Mr. Macpherson to 
the presidency for another year, the association 
approved recommendation of its nominating 
committee for re-election of other officers, as 
follows: 

First vice president—A. G. Cummer, Jack- 
sonville. 

Second vice president—L. W. Gilbert, Don- 
ner, La. 

Treasurer—E. G. Swartz, Perry. 

Directors—F. S. Buffum, Jacksonville; 
L. Fleishel, Shamrock; J. S. Foley, Foley; 
John Hecker, Shamrock; BE. W. Hutchings, 
Perry; J. H. Loughridge, Boyd; H. L. Manley, 
Savannah, Ga.; G. E. Reynolds, Albany, Ga.; 
John L. Roe and J. F. Wigginton, Jackson- 
ville. 

Vacancies on the board were filled by election 
of J. A. Redpath, of Osceola, and Louis J. Wil- 
bert, of Plaquemine, La. T. M. True, secretary, 
J. A. Prestridge, assistant secretary, and B. R. 
Ellis, consulting representative, were re- 
elected by the board, at a brief meeting follow- 
ing the closing afternoon session of the conven- 
tion. The election of officers, discussion of sev- 
eral matters of interest to members, and an 
address by Mr. Ellis, were afternoon features. 
The consulting representative reviewed promo- 
tional work handled during the last year, and 
made suggestions to advance the interests of 
the cypress industry as a whole. 


Secretary Discusses Competitive Rates 


During its morning session, the association 
heard Secretary True’s report, in which rate 
matters, and other activities participated in by 
the organization’s general office, were gone into 
in detail. 

After referring briefly to the financial condi- 
tion of the organization, to the necessity for 
some additional publications, to the desirability 
of members making statistical. reports promptly, 
and to certain legislation now before Congress, 
Secretary T. M. True devoted the principal 


(Continued on page 41) 
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--- A Good 
Steady Profit 


One of the Basically Sound Reasons 
For Stocking SISALKRAFT 


With this year’s renewal of building activity, 
SISALKRAFT is selling strong. That’s only 
natural because Sisalkraft is becoming univer- 
sally recognized as an effective “stop” for dust, 
wind and water in all building construction. 


It belongs under the flooring, the roofing and 
over the siding of every home built in your 
town. It belongs there because it offers the 
greatest protection any home can buy. Yet, 
its cost is so low (compared to the total home 
cost) that people cannot afford to be without 
the protection that it gives the building, its 
contents and the folks who live in it. 


Your potential home building sales alone 
would be business well worth having. But Sisal- 
kraft sales are not limited merely to that field. 
Farmers need SISALKRAFT for lining tem- 
porary silos (a big market in a few weeks 
time), lining dairy barns, grain bins, covering 
farm machinery and hay stacks. Poultry raisers 
use it to protect flocks in brooder and laying 
houses. Contractors use it for covering stock 
piles, closing in, and curing concrete. And so 
your market widens and widens. 





We Have Everything 
To Help You Profit! 


1. An outstanding product. 


2. A straight-forward lumber 
dealer sales policy. 


3. A liberal sales policy 
with proven Dealer Helps, 
Samples and Educational 
Literature that brings in 
the business. USE THE ply construction 
COUPON. of Sisalkraft, 


THE SISALKRAFT CO. 


205 W. Wacker Drive, CHICAGO, ILL. 

















‘Illustrating the 6 


THE SISALKRAFT CO., 
205 W. Wacker Drive, Chicago. 


[] We have never handled SISALKRAFT, 
so please give us complete information, 
prices, etc. 


Please send us (] New Samples. (1 Price List. 
1) Complete SISALKRAFT Temporary’ Silo 
information, 
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Spirit of Paul Bunyan Dominates Meeting 


SALINA, KAN., May 18.—Meeting in the 
midst of an active building era that spells re- 
vival of business to an industry that first and 
most keenly felt the depression, the Kansas 
Lumbermen’s Association, in its fifteenth con- 





~ 


vention, in this city, May 7 and 8, felt a decided 
uplift of optimism, It was the best organized 
convention the Kansas association has held in 
years. The two days’ events moved with the 
precision of clockwork. The displays were 
housed in the great dining hall of the Masonic 
Temple, making them compact and easy of 
access so that they could readily be visited by 
delegates and the public; and they were worth 
seeing. Total registration reached 260 as the 
last day of the convention got under way, but 
attendance was far over that at the banquet and 
dance the first evening. 

A novel idea followed out was that of 
having the entire convention built around the 
legend of Paul Bunyan and his feats of strength 
and valor—tales long cherished by loggers and 
lumbermen everywhere. “If Paul Bunyan could 
do it, so can we,” the Kansas dealers seemed 
to feel, and they proceeded to discuss remov- 
ing obstacles from the path of the industry. 
The printed program and the banquet menu, 
especially, stressed the Paul Bunyan motif in 
the illustrations used thereon. 


E. F. Seelhorn, Mankato, was elected presi- 
dent, to succeed C. A. Graham, Miltonvale. 
Floyd Baxter, Pittsburg, was chosen first 


vice-president, succeeding Lee Detter, of Hutch- 
inson; and Ted Sanborn, Belleville, one of 














JOHNNY 
INKSLINGER 


SHANTY 
BOY 


the younger members of the association, but be- 
longing to a family long identified with the 
industry in this State, was named second vice- 
president, an office filled the past year by Ray 
Wood, of Independence. 

Dick Kueker, Salina, was re-elected treas- 
urer, and J. R. Montgomery, also of Salina, 
was re-elected secretary. The two Salina men 
were nominated with commendation by the 
nominating committee, of which T. R. Cauthers, 
Ashland, was chairman, “for the efficient work 
they have done during the year, and in con- 


nection with the for this con- 
vention.” 

New directors elected were Charles Slopon- 
sky, Quinter, and George Moses, Jr., of Junc- 
tion City, three-year terms, and Otis Metz, 
Wichita, one-year term, to fill unexpired term 
of Harry Conley, Wichita, resigned. 

As usual, distribution occupied attention, 
though less pronouncedly than in the past few 
years. One of the resolutions adopted was that 
members should urge manufacturers of brick 
and tile, composition shingles, roofing and in- 
sulation to adopt a mutually satisfactory dis- 
tribution policy. 

Criticism of the State Highway department 
was embodied in a resolution, for use of bridge 
plank that does not conform to recognized 
lumber standards, the convention going on 
record as recommending that the State depart- 
ment abandon its present “arbitrary” practice 
and conform to recognized lumber standards as 
to size of bridge planks used. 

Organization of consumer co-operatives was 
opposed in a resolution, as being a threat to 
the industry. 

Another resolution recommended to cement 
companies that they stamp bills of lading as 
the property of the consignor until delivery, 


arrangements 
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BUNYAN 


HOT BISCUIT 
SLIM 


prohibiting reconsignment or diversion of the 
shipment. 

In the discussions one period was devoted to 
the inroads of the lumber trucking business, 
and a major item of the program of addresses 
was a talk by Charles H. Hestwood, Kansas 


City, Mo., on “Consumer Co-operatives,” a 
movement presented as gaining strength. 
Clare J. Cowley, Overland Park, Kan., presi- 
dent of the Southwestern Lumbermen’s As- 
sociation, brought greetings from the larger 
association in an address on “Who Said As- 
sociation?” and E. E. Woods, secretary of that 
association, appeared on the first day’s program 
with a talk on “Old Fashioned Ethics.” 
One of the outstanding talks of the meeting 
was that of A. O. Eberhart, special assis- 


BANQUET 





tant FHA administrator, Washington, D. C. 
Sparkling with wit and lively stories his ad- 
dress also was filled with sound common-sense 
as he advocated the rebuilding of the Ameri- 
can home. 

“We complain about taxation in this country 
without knowing that nearly half of all our 
taxes goes to pay the cost of crime,” the Federal 
representative said. “This problem goes right 
back to the home, which in America has been 
slipping for a number of years. Now is the 
time for us to build it up.” 

Ever since its organization the Kansas Lum- 
bermen’s Association, which started as the old 
Central Kansas Lumbermen’s Association, has 
held its annual sessions in Salina, missing only 
once since, in 1933, when no convention was 
held. This year Hutchinson, Wichita and 
Topeka filed their invitations for the meeting 
next year. Decision as to the 1937 convention 
city will be made by the directors later. 


Arizona Retailers Hold Annual 
Hear About Housing -- Elect Officers 


Tuscon, Ariz., May 18.—The annual con- 
vention of the Arizona Retail Lumber & Build- 
ers’ Supply Association was held at the Santa 
Rita Hotel, here, May 8-9. The delegates 
and visitors were welcomed to the city by Gov. 
3enjamin B, Mouer. 

President John G. O’Malley, of the O’Malley 
Lumber Co., Phoenix, presided, and introduced 
the various speakers, who included Thomas 
J. Elliott, State administrator of the Federal 
Housing Administration; Needham Ball, also 
of the FHA, and Kenneth Smith, secretary of 
the Lumber and Allied Products Institute, Los 
Angeles. 

Mr. Elliott told of the gain in building in 
Arizona since the FHA was launched in the 
State, and Mr. Ball explained the changes that 
have been made in Title I of the National Hous- 
ing Act. Secretary Smith based his remarks 
largely on the distribution situation, and ended 
his address with a plea that the lumbermen of 
Arizona give more attention to politics than 
they hitherto have been in the habit of doing. 

The following officers and directors were 
elected to serve for the ensuing year: 

President—Claude A. Hays, Prescott Lum- 
ber Co., Prescott. 

First vice president—H. S. Corbett, J. Knox 
Corbett Lumber Co., Tucson. 


Second vice president—C. J. Killen, Fox- 
worth-Killen Lumber Co., Yuma. 


Directors—M. H. McCalla, Foxworth-Mc- 
Calla Lumber Co., Phoenix; Ed Mulcahy, 
Mulcahy Lumber Co., Tucson; Allen Ware, 
Tarr, McComb & Ware, Kingman; F. M. Pool, 
Foxworth-Galbraith Lumber Co., Superior; 
Albert A. Hayes, J. D. Halstead Lumber Co.; 
John G. O'Malley, O’Malley Lumber Co., 
Phoenix; Albert Stacy, Bassett Lumber Co., 


Douglas. 
Director-members: Northern Dist.—Grady 
Stubbs, Foxworth-Galbraith Lumber Co., 


Holbrook; Otto Orthell, Head Lumber Co., 
Prescott; J. F. Olds, Olds Bros., Winslow. 
Central District—R. V. Baker, Baker-Thomas 
Lime & Cement Co., Phoenix; Cecil Drew, 
F. P. Drew & Sons, Mesa; George Reitzer, 
Clifton Lumber & Improvement Co., Clifton. 
Southern District—John N. Wood, Bisbee 
Lumber Co., Lowell; Neal Waugh, Neal 
Waugh Lumber Co., Tucson; William Killen, 
Foxworth-Killen Lumber Co., Tucson. 


The dinner tendered by the Knothole Club, 
held in the Santa Rita Hotel and followed by 
a floor show, was probably the outstanding 
feature in the entertainment line provided for 
the visiting dealers, although another notable 
recreational event was the dinner-dance held at 
the El Rio Country Club, which brought the 
convention program to a close. 
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Among the Lumbermen’s Clubs 


Sales Club Schedules Annual 


3ALTIMORE, Mp., May 18.—The Baltimore- 
Washington Lumber Sales Club will hold its 
next meeting at the Stafford Hotel, in this 
city, on the evening of June 1. A large dele- 
gation from the national capital is expected, 
and important business will be disposed of, 
such as election of officers and the presenta- 
tion of the annual reports. Since the last 
annual, the act of incorporation has _ been 
changed, so as to specifically include the sales- 
men of Washington, and the influence of the 
organization has been accordingly augmented. 
H. A. Crane is the president of the club, and 
Arthur V. Charshee is the secretary and 
treasurer. Both of these officials are Balti- 
moreans. In view of the expansion to include 
Washington, it is expected, of course, that the 
capital city will get official representation. 





Urged to Help Reduce Taxes 


Tacoma, WasH., May 16.—Lumbermen of 
this district were urged by Maj. A. A. Oles 
of Seattle, director of the Washington Bureau 
of governmental resources and representative 
of the Washington Tax Association, to take 
an active part in the coming State election. He 
spoke before the Tacoma Lumbermen’s Club 
here yesterday. He particularly advocated a 
critical examination of the gubernatorial budget 
to be submitted to the next State legislature, 
and urged re-enactment of the 40-mill initiative 
measure, now in effect in this State, which 
limits the maximum real estate tax levy to 40 
mills. He declared that State government in 
Washington is too expensive, and expressed the 
belief that concerted action by lumbermen and 
other industrialists would result in a reduction 
of this cost. 


Cincinnatians Elect; Plan June Picnic 


CINCINNATI, Onto, May 18—Wilbur J. 
Wright, vice president of the M. B. Farrin 
Lumber Co. for the past twenty years, was 
elected president of the Cincinnati Lumbermen’s 
Club at the May meeting last week. He headed 
the Chair ticket of the club, which defeated the 
Floor ticket headed by Roy E. Thompson, presi- 
dent of the Thompson Hardwood Lumber Co. 
and a close friend of Mr. Wright. Mr. Wright 
was first vice president of the club at the time 
of his election. Other officers elected on the 
Chair ticket were Joseph A. Bauers, first vice 
president ; John H. Bade, second vice president, 
and E, M. Bonner, A. K. Forney, Phil Anguerra 
and M. D. Mims, directors. Mr. Bonner was 
the retiring president of the club, and is secre- 
tary-treasurer of the Atlas Lumber Co. Carl 
J. Edelmann, secretary, and J. Watt Graham, 
treasurer, were re-elected without opposition. 
The new officers were immediately installed. A 
picnic is being planned for the June meeting. 





Buffalo Club Invites Niagara 
Frontier Membership 


BurraLto, N. Y., May 18—The Buffalo 
Lumber Exchange held an interesting and 
well attended meeting at the University Club 
on May 15, at which talks were given by 
three out-of-town lumbermen. John W. Mc- 
Clure, secretary of the National Hardwood 
Lumber Association, talked about prospects for 
business in the lumber industry and prophesied 
lurther improvement for this year. He urged 
the lumbermen to attend the annual convention 
of the National Hardwood Lumber Association, 
which will be held in New York in June, 
being the first convention it has held in the 
East in a number of years. 

Other speakers at the meeting were R. C. 
Vinton, president of the Winton Lumber Co., 
Minneapolis, who discussed conditions in the 
West, and C. N. Troutner, president of the 
Troutner Lumber Co., Richmond, Va., who 


talked about the convention of the National- 
American Wholesale Lumber Association at 
Atlantic City, which he had lately attended. 
The Buffalo Lumber Exchange members, at 
the weekly meeting of May 8, voted to expand 
the sphere of the exchange by admission of 
lumbermen from towns in the Niagara Fron- 
tier outside of Buffalo. The exchange consti- 
tution and by-laws were changed accordingly. 





Cincinnati Golfers Arrange Tourna- 


ments 

CINCINNATI, OHI0o, May 18.—Starting on its 
seventeenth consecutive year, the Cincinnati 
Lumbermen’s Golf Association is prepared for 
a busy season. At its annual meeting, officers 
were elected as follows: 

President—T. C. Matthews. 

Vice president—Ed Garties. 

Secretary-treasurer—Sam Piates. 

Tournament committee—Al Cordes, chair- 
man; Lee Ratterman, Bill Gerhardt, Dick 
DeCamp and Ross Sloniker. 

The committee has arranged a schedule of 
tournaments to be played every other Tuesday, 
in the following order: Hillcrest, Wyoming, 
Hyde Park, Kenwood, Western Hills, Terrace 
Park, Losantiville, Fort Mitchell, Clovernook, 
Naketewah, Summit Hills, and Dearborn, to 
be followed with an annual invitational event 
to be announced later. 


Milwaukee Hoo-Hoo Golf Schedule 


MILWAUKEE, WIs., May 18.—Beginning with 
a tournament at the Tuckaway Country Club 
in Milwaukee on May 21, the Milwaukee Hoo- 
Hoo Club has announced its schedule for the 
season, as follows: June 17, Racine Country 
Club, Racine; July 14, Merrill Hills Country 
Club, Waukesha; Aug. 11, Meadow Springs 
Golf Club, Jefferson; Sept. 16, Janesville 
Country Club, Janesville; Oct. 1, Milwaukee. 

—_——_—_——_—— 


Chicago Lumbermen Golfers to 
Hold Tourney June 19 


The thirtieth annual golf tournament of the 
Lumbermen’s Golf Association of Chicago, fol- 
lowed by a dinner and entertainment in the 
evening, will be held June 19 at the Bob O’Link 
course in Highland Park. There will be 
numerous events during the morning and after- 
noon, with trophies awarded to the winners of 
each. 

All members will be handicapped from rec- 
ords at their home clubs, based on average 
play. Information necessary for proper handi- 
capping must be sent on the card furnished 
for this purpose to J. L. Strong, association 
secretary, at least ten days before the meet. 
Each golfer must give his lowest gross score 
for this season, also the name of his home club 
and club handicap for 1935 and 1936. No 
handicaps will be arranged the day of the 
tournament. 

Luncheon will be served from 11:30 to 2 
o'clock at the club house. Dinner will be at 
7:30. The combined ticket for greens, luncheon 
and the evening dinner will be $6, with caddy 
fee extra. 





Seattle Club Plans Field Day 


SEATTLE, WASH., May 14.—Sixty members 
of the Seattle Lumbermens’ Club were present 
at the monthly meeting and dinner held the 
evening of May 11 at the Gowman Hotel. 
Announcement was made of a field day and 
tournament June 12, at the Olympic Golf Club. 

Bill Clark, manager of the Stoneway Lum- 
ber Co., as entertainment chairman for the May 
11 meeting, obtained the services of a paint 
executive, who told the lumbermen about his 
travels in India and Egypt. A representative 
of the Seattle baseball Club also spoke. Alvin 
Schwager, president of the club, presided. 
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Why miss any 
ROOFING Profits? 


Abesto brings you extra sales and 
extra profits on the basic materials for 
built-up roofing and re-coating. Abesto 
is simply BRUSHED ON COLD and 
gives your customers cheaper, quicker 
and better roofing jobs. Our free dem- 
onstration panel helps you make sales. 
Write TODAY for full information and 
prices. Let us tell you about the 
profits hundreds of other dealers are 
earning with Abesto. 


Abesto Mfg. Co. 


Michigan City, Indiana 
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No more tugging with barn windows. The Clay ‘‘Open 
air’ is the easiest of all windows to open, close and ad- 
just any time and in'any weather. Noswelling-no sticking 
in wet weather. No drying out and rattling in dry weather. 
Direct drafts areeliminated in cold weather. More air in 
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long latch handle and ex- 
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AIR AND SUNLIGHT - 
Your Silent Partners! 
You take all year advantage 
of nature's great farm mon- 
ey makers with new Clay 
Barn Windows. Healthier 
New animals with bigger milk 
Lever production. 
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Plan Hemlock-Hardwood Sales Promotion 


Northern Manufacturers Prepare for Better Business--Study Effects of 
Rate Changes -- Predict Rising Prices-- Map Trade Expansion Work 


MILWAUKEE, Wis., May 18—A_ business 
meeting of the Northern Hemlock and Hard- 
wood Manufacturers’ Association was held here 
on Thursday, May 14. The morning session 
was given over to a discussion of the competi- 
tive freight rate situation and the changes 
which may be brought about through the 
termination of the emergency rates on June 30. 
Traffic Manager F. M. Ducker made an exhaus- 
tive presentation of the traffic situation as it bears 
upon the markets of Northern lumbermen. He 
presented a series of ten large wall charts which 
made clear the competitive effect of various 
changes in the past, and changes which may 
take place in the future. Following a discus- 
sion of his report the matter was referred to 
the board of directors for decision. It was 
arranged that Mr. Ducker would participate 
in traffic conferences being held in the East 
heginning May 19. 

The association is very much opposed to any 
action which tends to join lumber rates with 
class rates, and will seek to join with other 
groups in urging a rehearing of the recent 
decision which has the effect of tying the East- 
ern lumber rates to the first-class rate. 


Secretary Reviews Fiscal Matters 


Secretary O. T. Swan gave a brief state- 
ment covering the treasurer’s report, and the 
principal matters up for discussion at the con- 
ferences during the day, dwelling especially on 
freight rates, lumber merchandising costs, and 
the association trade extension work. He said 
that commodity prices are presumed to have 
a direct relation to the supply of gold, that his- 
tory shows that whenever there have been big 
gold discoveries, adding new sources of supply 
of that metal, they have been followed by 











ABBOTT FOX, 
Iron Mountain, Mich.; 
President 


W. A. HOLT, 
Oconto, Wis.; 
Vice President 


rising prices. The annual production of gold 
has increased from 21 million ounces in 1930 
to 31 million ounces last year and, he estimated, 


40 million ounces in 1940. That in _ itself 
would logically cause an increase in com- 
modity prices. We also have the devalued 
dollar, which has the effect of increasing 


the gold supply in this country. All of 
this would indicate that when business moves 
in normal volume, with a free interchange of 
all commodities, prices will become adjusted to 
the cheap gold and will rise considerably. 
Crowd psychology during such gold adjustment 
may cause prices to run too high, in a specu- 





lative fever, with resulting drops and irregu- 
larity. Rising prices will give the impression 
of considerable prosperity, a part of which will 
be superficial and false. If these arguments 
are well based it would appear that production 
costs will also increase, and that great care 
should be used in making long-term contracts, 
or long lumber commitments. 

R. B. Goodman discussed the decision in the 
Sugar Institute case, and pointed out that none 
of the activities of this association are in any 
way affected. 


Cost of Merchandising Lumber 


A. H. Pettigrew, of Oconto, led a discus- 
sion on the cost of merchandising lumber, pre- 
senting a series of cost figures to show that 
it costs from $8 to $12 per thousand feet to 
convert a lumber inventory into cash in bank. 
This information is being developed in Wis- 
consin for the use of lumber firms in pointing 
out to their local assessors that the invoice 
prices of items in a carload of lumber just sold 
do not fairly measure the assessable value of a 
large lumber inventory in the pile. Mr. Petti- 
grew is chairman of the association committee 
on Wisconsin taxation which is assembling 
facts and figures for assessors. 

In the afternoon session A. H. Pettigrew 
reported upon the results of an organized effort 
to reduce taxes in Oconto County. By address- 
ing taxpayers’ meetings, and developing a spe- 
cial follow-up, the interest of the taxpayers 
(especially of the farmers) was so aroused 
that tax bills were cut over 40 percent, and at 
the same time the funds were so well handled 
that no worth-while activities were improperly 
curtailed. 

C. A. Rishell, the new chief of the Hard- 
wood division of the National Lumber Manu- 
facturers’ Association, gave an_ interesting 
exposition of the current problems of the hard- 
wood industry, and the problem of his division. 
Mr. Rishell, following this meeting, planned to 
spend several days at the Forest Products Lab- 
oratory in Madison to review the hardwood 
research work. 

Detailed reports were presented by the asso- 
ciation trade extension field men, T. R. Kerr, 
who has headquarters in Chicago, and H. S. 
Crosby, with headquarters in Madison. 

W. A. Holt gave a detailed report covering 
the recent annual meeting of the National Lum- 
ber Manufacturers’ Association, pointing out 
the value of these activities to the Northern 
lumbermen, and urging that steps be taken to 
increase support of the National work. 

A. L. Osborn gave an interesting discussion 
of current market conditions, pointing out the 
most notable changes in stock items and cur- 
rent changes in competitive relationships as be- 
tween woods of the North, South, and West. 

Harold Collins presented in a resolution a 
splendid tribute to the late John F. Rose, which 
was adopted by a standing vote. 


New "Slate" of Officers and Directors 


R. B. Goodman, chairman of the Nominating 
committee, presented the report of his com- 
mittee, and a unanimous ballot was cast for 
the following officers and directors: 


President—Abbott Fox, 
Mich. 

Vice president—W. A. Holt, Oconto, Wis. 

Treasurer—W. W. Gamble, White Lake, 
Wis. 

Directors—Kurt Stoehr, Oconto Company, 
Chicago; Harold C. Collins, Schofield, Wis.; 
G. N. Harder, Wells, Mich.; A. L. McBean, 
Park Falls, Wis.; J. D. Mylrea, Rhinelander, 
Wis.; James Goodman, Marinette, Wis.; W. D. 
Connor, Jr., Laona, Wis.; J. S. "Weidman, Jr., 


Iron Mountain, 





Trout Creek, Mich.; R. G. Brownell, Williams- 
port, Pa.; Zeno Nelson, Jackson & Tindle, 
Grand Rapids, Mich.; R. B. Goodman, Mari- 
nette, Wis.; Jos. Gorman, Chicago. 

Bureau Chairmen—(Conservation)—John M. 
Bush, Negaunee, Mich.; (Grades)—Al Klass, 
Oconto, Wis.; (Promotion)—Abbott Fox, Iron 
Mountain, Mich.; (Transportation) —W. A. 
Holt, Oconto, Wis. 

The president, vice-president, and treasurer 
were elected at the February meeting. 

It was voted to make the president and the 
executive committee of the Board the active 
committee in charge of trade promotion work, 








A. H. PETTIGREW, 
Oconto, Wis.; 
Costs and Taxes 


Ww. W. GAMBLE, 
White Lake, Wis.; 
Treasurer 


with authority to select additional members. 
The Trade Promotion committee accordingly 
is composed of Abbott Fox, W. A. Holt, John 
M. Bush and G. N. Harder (with others to be 
added). The committee is instructed to bring 
in a report within thirty days providing for 
increased aggressiveness in trade extension 
work. A constantly increasing proportion of 
the association resources is to be put into 
market development channels. 

H. W. Story, vice-president Allis-Chalmers 
Mfg. Co., was a guest of the association at 
luncheon. He discussed the Washington legis- 
lative situation, especially the status of the tax 
measures, 





Chemicals for Preserving Wood 
to Be in Exhibit 


CLEVELAND, Ou10, May 18.—Chemicals used 
in wood preservation, in industry, and in agri- 
culture will comprise a part of the Grasselli 
Chemical Co.’s exhibit at the Great Lakes 
Exposition, here, from June 27 to Oct. 4. The 
exposition commemorates the 100th anniversary 
of the city’s founding, and will be open 100 
days. One part of the Grasselli display will be 
devoted to preserving wood. A railroad tie 
which has been in actual service twenty-five 
years and which was treated with zinc chloride, 
and a model frame house in which will be dis- 
played special sub-flooring, sheathing, and porch 
foundations to indicate the portions of a dwell- 
ing that should be treated to combat termites 
will be part of the company’s exhibit. Illumi- 
nated photographs will show the different ap- 
plications of zinc chloride in mine timbering, 
railroad ties, board walks, and in the home. 
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What the Associations Are 
Planning and Doing 


COMING CONVENTIONS 


May 27-28—Missouri Retail Lumbermen’s Associa- 
tion, Missouri Hotel, Jefferson City, Mo. An- 
nual, 

June 3-4—Arkansas Association of Lumber Deal- 
ers, Marion Hotel, Little Rock, Ark. Annual. 

June 8—Philippine Mahogany Manufacturers’ Im- 
port Association (Inc.), Board of Trade Build- 
ing, Los Angeles. Annual. 


June 24-26—National Forest Products Sales Con- 
gress, Cleveland Hotel, Cleveland, Ohio. Spon- 
sored by National Association of Commission 
Lumber Salesmen. 

June 29-July 3—American Society for Testing Ma- 
terials, Chalfonte-Haddon Hall, Atlantic City, 
N. J. Annual. 

July 14-15—The Carolinas Building Material Insti- 
tute, Myrtle Beach, 8. C. Summer meeting. 
Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel New Yorker, New York City. An- 

nual. 

Sept. 17-18—National Wholesale Lumber Distribut- 
ing Yards Association, Hotel New Yorker, New 





York City. Annual. 

Oct. 7-10—Pacific Logging Congress, Eureka, Calif. 
Annual. 

Arkansas Meeting Is Postponed 


Account of Home Show 

LirtLE Rock, Ark., May 18.—The annual 
convention of the Arkansas Association of Lum- 
ber Dealers, which was to have been held at 
the Hotel Marion, this city, May 19-20, has 
been postponed to June 3-4. Secretary L. P. 
Biggs says that this was done in order that 
all Arkansas lumbermen may be here for the 
Arkansas National Home Show, to be held at 
Fair Park, May 30 to June 8, in co-operation 
with the Federal Housing Administration. 





Philippine Mahogany Sets Annual 


Los ANGELEs, CALiF., May 16.—Members of 
the Philippine Mahogany Manufacturers’ Im- 
port Association (Inc.) have been notified that 
the annual meeting of the organization will be 
held on Monday, June 8, at 10 a. m., at the 
office of the corporation in the Board of Trade 
Building, Los Angeles. The purpose of this 
annual meeting will be to hear reports of offi- 
cers, elect officers for the ensuing year, and to 
transact any other business that may properly 
come before the meeting. This association has 
been quite active during the past year in the 
promotion of Philippine mahogany, and among 
other things has prepared and published sev- 
eral bulletins helpful to both distributors and 
users of this wood. 





Logging Practice in Southern Pine 
Is Subject of Conference 


New Orveans, La., May 18.—Under the di- 
rection of A. G. T. Moore, manager of the 
Department of Conservation, and A. E. Wack- 
erman, forester, of the Southern Pine Associa- 
tion, a meeting of subscriber loggers and timber 
men located in southern Alabama and northwest 
Florida was called for May 22 and 23 at Brew- 
ton, Ala. They will discuss problems and visit 
the logging operations of T. R. Miller Mill 
Co., at Brewton, and those of the Alger-Sulli- 
van Lumber Co. at Century, Fla. W. T. Neal, 
of the T. R. Miller Mill Co., and E. A. Hauss, 
of the Alger-Sullivan Lumber Co., will each 
make an address of welcome and explain their 
objectives in handling their forestry problems. 
They will also give the histories of their com- 
panies. A. G. T. Moore will tell of the future 
of southern pine. Then will follow a general 
discussion of logging methods, covering truck 
logging, the place of tractors in logging, ad- 
justments in logging methods from virgin timber 
to second growth, selective logging, and other 
practical subjects. At 11:30 the start will be 
made for a camp dinner and inspection of the 
Alger-Sullivan Lumber Co. logging operations 


and timber, lands, where Luke Earle, logging 
superintendent and J. H. Jones, timber and 
land man, will explain the methods in use and 
the results obtained in forest management. Re- 
turning to Brewton, a night session will be 
held, when A. E. Wackerman will discuss the 
part of the logger and timber man in forest 
conservation. Pole cutting policies, logging 
operations and forest practices of the T. R. 
Miller Mill Co., will be explained by David 
Miller, George Maddox and Brooks Lambert. 
A permanent chairman and secretary will be 
elected. On Saturday, the woods operations of 
the T. R. Miller Mill Co. will be visited. 





Southern Hardwood Committees 
Appointed 


New Orteans, La., May 18.—Appointment 
of committees on membership, governmental 
relations and conservation by Walter R. Jones, 
president of Southern Hardwood Producers 
(Inc.), was announced by Secretary-manager 
Ed R. Linn. 

MEMBERSHIP—C. W. Parham, Parham 
Lumber Co., Memphis, chairman; Basil E. 
Kenney, Basil B& Kenney Lumber Co., 
Blountstown, Fla.; R. A. Huffstetler, Lexing- 
ton Lumber Co., Columbia, S. C.; Rex. H. 
Browne, Long-Bell Lumber Co., Kansas City; 
Thayer May, May Bros (Inc.), Garden City, 
La.; J. M. McGraw, McGraw-Curran Lumber 
Co., Yazoo City, Miss. 

GOVERNMENTAL RELATIONS — Cc. C. 
Sheppard, Louisiana Central Lumber Co., 
Clarks, La., chairman; O. N. Cloud, Peavy- 
Moore Lumber Co., Shreveport, La.; Burr 
Chapman, Chapman-Dewey Lumber Co., Mem- 
phis. 

CONSERVATION—N. F. McGowin, W. T. 
Smith Lumber Co., Chapman, Ala., chairman; 
L. J. Arnold, Crossett Lumber Co., Crossett, 
Ark.; A. B. Learned, R. F. Learned & Son, 
Natchez, Miss. 


Southwestern Ontario Dealers Hold 
Spring Meeting 

CHATHAM, ONT., May 18.—The Southwest- 
ern Ontario Retail Lumber Dealers’ Associa- 
tion held its annual spring rally, on May 7, in 
the William Pitt Hotel, here. F. C. Bell, St. 
Thomas, presided; with C. F. Richards, Lon- 
don, as secretary. 

The meeting opened with a luncheon, during 
which an address was given by E. G. Tufts, 
of London, in charge of loans, under the Do- 
minion Housing Act, for the London Life In- 
surance Co. 

The dealers were then entertained by the 
Canadian Johns-Manville Co. (Ltd.), Toronto, 
with a talking picture entitled “The Forty 
Point Home.” 

F. Albany Rowlatt, manager of the White 
Pine Bureau, Toronto, gave a short address, 
during which he spoke of the prohibition of 
frame construction through a recently enacted 
by-law of the city of Toronto. 

M. R. Bogart, chairman of the Workmen’s 
Compensation committee of the O.R.L.D.A., 
presented a report upon the increased assess- 
ment on planing mills for workmen’s compen- 
sation. He pointed out that this was the re- 
sult of a very adverse record last year. In 610 
mills in the province, there had been 524 acci- 
dents. Thirteen accidents alone had cost the 
Compensation Board $45,000. One workman 
had run a hemlock sliver in his finger and had 
not reported the accident until three days later. 
Infection had set in and the workman died. 
This accident cost the Compensation Board 
$8,000. These figures should drive home to 
all employers the necessity for more efficiency 
and co-operation in the prevention of accidents. 

Horace Boultbee, secretary-manager of the 
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selection of wallpapers 
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GENUINE BANGOR 
SLATE “The Best Roof 


In the World”. 


Bangor is a town of about 1400 homes. 
All but two are roofed with slate. 

Many of the roofs are 70 years old. A 
majority are 40 to 50 years old. Not a 
single one of these roofs has ever been 
replaced. 

Why not recommend and sell Genuine 
Bangor Slate for your good work. 

Prices, samples, and sales plan on appli- 
cation. 


NORTH BANGOR SLATE COMPANY 


| Established 1863 BANGOR, PA. 














Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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A COPY FREE ON REQUEST. ADDRESS 
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NORTHERN WOODS 
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KNEELAND - McLURG 


‘“KORRECT BRAND” 


HARD MAPLE FLOORI NG 


AND BIRCH 


has a national reputation for superior quality 
and manufacture. Our most modern plant, 
years of experience, expert workmanship and 
desire to maintain “Korrect Brand” reputa- 
tion guarantees this superiority. 


TLL 


Try a car now and always be 
a "Korrect Brand" customer. 


Kneeland - McLurg Flooring Co. 
PHILLIPS, WISCONSIN 
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SOFT MAPLE—WHITE PINE 
CAN BE PROMPTLY 
FILLED FROM OUR LARGE 
17 WELL BALANCED STOCKS 
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Lumber and Its Uses 


By R. S. KELLOGG 


‘In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by lum- 
bermen in all branches of the trade. 


American Lumberman 
431 So. Dearborn St. 
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Ontario Retail Lumber Dealers’ Association, 
submitted an optimistic report regarding that 
association, telling of increased membership and 
income. He also told of several interesting 
meetings of branch associations held this 
spring. 

A number of exhibits were made during the 
meeting by manufacturers and distributors of 
insulating materials. 

C. F. Richards, secretary of the Southwest- 
ern association, tendered his resignation, and 
the position was filled by appointment of W. A. 
McInnes, London, Ont. 


More Join Hardwood Producers 


New Oreans, La. May 18.—Secretary- 
Manager Ed R. Linn and C. E. Miller, assist- 
ant secretary and statistician, of, Southern Hard- 
wood Producers (Inc.), returned today from 
a field trip. Mr. Linn reports that the mem- 
bership numbers 51 mills, with total production 
annually of 966,040,000 feet. Members received 
since the annual meeting are Hall & Neely 
Lumber Co., New Albany, Miss.; C. W. Parham 
Lumber Co., Memphis; T. L. Shannon & Bro., 
Helena, Ark.; and Dixie Lumber Co. (Inc.), 
Jacksonville, Fla. 

Mr. Linn reports that the publication on red 
and sap gum has been favorably received by the 
members, and by architects and others whom 
it was designed to interest. Many letters have 
been received commenting upon the excellence 
of the pamphlet, and some requests for specific 
information rearding the use of gum for par- 
ticular purposes. 

G. G. White, field research engineer, is busy 
at work on some projects that have not devel- 
oped sufficiently to be exploited, but will be of 
value to the membership. 


New Virginia Secretary ls Appointed 


HUNTINGTON, W. VA., May 18.—At a meet- 
ing of the directors of the West Virginia 
Lumber & Builders’ Supply Dealers’ Associa- 
tion, held in Charleston, on May 9, C. H. 
Herwig was elected secretary of the associa- 
tion. He succeeds the late P. G. Frampton in 
that office. In addition to discharging the 
duties of secretary of the State association, 
Mr. Herwig also will continue to function as 
secretary of District No. 1, working out of the 
Huntington office. 


Michigan Golfers Hold Meet 

Detroit, Micu., May 18.—The Michigan 
Association of Traveling Lumber & Sash & 
Door Salesmen opened the Detroit area golf 
activities among the lumbermen with a match 
tournament at Meadowbrook Country Club, 
May 15. There were 94 players on the links, 
an increase over the 70 of last year. Sales- 
men, dealers, millmen, railroad men, and insur- 
ance men who deal in lumber engaged in the 
tourney. 


Georgia-Alabama Mills Oppose 
Rate Increases 


Cotumsus, Ga., May 18.— Contemplated 
changes in freight rates, under proposed “ad- 
justments,” that would seriously affect the 
lumber industry in Georgia and Alabama and 
that might mean an increase of 5 cents per 
100 pounds, or about $1 per thousand feet or 
more, came up for general discussion at the 
regular meeting of the Roofer Manufacturers’ 
Association recently held here. 

Most of the time of the session was taken 
up with the discussion of the proposed changes 
in rates. At the open session there were a 
number of speakers who dealt with probable 
effects of the proposed changes, and, at an 
executive session of members of the associa- 
tion, H. Dixon Smith, of Columbus, was 
named to represent the organization at a hear- 
ing to be held on changes in rates in Wash- 
ington on May 19. Freight rate authorities 
and a number of representatives of railroads 
are expected to attend this hearing. 


May 23, 1936 


The new rates schedule, features of which 
are opposed by the lumber industry of this 
section, is to go into effect June 1. The new 
proposed rates, it was contended, would place 
southern shippers generally at a distinct dis- 
advantage to compete with shippers in the 
western section of the country. Some of the 
speakers at the open session estimated that the 
new proposed rates would mean a loss to 
Georgia, Alabama and Florida shippers of 
around five million dollars a year. 

Among visiting lumbermen who spoke at the 
meeting were Ralph Souder, of Hallowell & 
Souder, Philadelphia; E. E. Anderson, of De- 
troit, and W. F. Peterson, of Thomaston, Ga. 

The next meeting of the association is to 
be held here on Tuesday, June 16. J. A. Jones, 
of Donaldsonville, president, presided over the 
session, which concluded with a luncheon at 
the hotel at 1 o'clock. W. R. Melton, of Cuth- 
bert, is secretary. 

The attendance at the session was good, and 
lumbermen reported that mills of this section of 
Georgia and Alabama are operating on fair 
time with demand improved during the past 
few months, 


New Fir Plywood President 
Outlines Plans 


Tacoma, WasH., May 16.—Further expan- 
sion of the activities of the Douglas Fir Ply- 
wood Association during the next twelve 
months was announced by Frost Snyder of Ta- 
coma, the newly elected president, at the annual 
meeting yesterday. President Snyder said: 


The Douglas fir plywood industry has 
passed through its first stage of develop- 
ment. Industry must now investigate the 
possibility of further refining its product so 
as to make it even more useful to the con- 
sumers. The high cost of labor and raw 
materials, coupled with the considerable dis- 
tance from the principal markets, make cer- 
tain economies in the operation imperative. 
These can be brought about by improved 
processes of manufacture, the establishment 
of grades more in line with actual consumer 
demands and close supervision at each plant 
in regard to quality. Never before in its 
history have the plywood producers shown 
a greater willingness to co-operate in mat- 
ters for the common good and in the future 
both manufacturing methods and markets 
will be the object of development for joint 
account. At the time of the annual meeting, 
the association took over its new offices on 
the eighteenth floor of the Tacoma building, 
where Douglas fir plywood panels are shown 
to good advantage. 


In addition to election of Frost Snyder as 
president for the ensuing year, the following 
officers were elected: Philip Garland, vice 
president; M. Sekstrom, secretary; N. O. 
Cruver, treasurer. 





One Inland Empire Strike Set- 
tled; Another Starts 


SPOKANE, WasH., May 16.—Planer opera- 
tions are to be resumed this week at the lone 
mill of the Panhandle Lumber Co, and the 
entire plant is expected to be running next 
week. A strike was called Jan. 31, but has 
been settled. It is understood here that wages 
and working conditions will remain the same 
as when the strike was called. The mill will 
run on a 48-hour a week basis, to allow back 
orders to be filled, until Aug. 1. At that time it 
will revert to 40 hours, or to whatever basis 18 
satisfactory to the company and the employees. 
It is understood that the company agreed to 
take back all employees and to give the ones 
who caused the strike one more chance. 

Another strike has been called at the Biles- 
Coleman sawmill and factory at Omak. The 
strike, which affects about 600 men, was called 
by the union at Omak about ten days ago, when 
the Biles-Coleman company refused to sign an 
agreement which asked for a 10 cent an hour 
increase in wages throughout the plant and a 
closed shop. 
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BILL OF MATERIAL 


226 cu. ft. concrete footings 


LUMBER AND MILLWORK (Cont.) LUMBER AND MILLWORK (Cont.) 
88 pcs. 2x10—I6 joist 500 lin. ft. x3 bridging 
2 14 joi lin. ft. Ixt2 corni 
670 cu. ft. concrete walls and piers OF OM. SSO See 74 Se a Sooner 


: : 32 pes. 2x6—14 ceiling joist 60 lin. ft. 1x8 cornice 

et By com. brick walls, chimney & 16 pes. 2x6—I6 ceiling joist 60 lin. ft. 1x6 cornice 

78 cu. ft. brick walls front porch 10 pes. 2x6—10 ceiling joist 74 lin. ft. 2-inch cove cornice 

180 sq. ft. brick walls porch floor and 128 pes. 2x4—10 O.S. studs 60 lin. ft. 1%e-ineh cove cornice 
steps 48 pes. 2x4—I12 0.S. studs 88 lin. ft. x6 cornice 

97 sq. yds. concrete floor basement 72 pes. 2x4—18 rafters 120 lin. ft. 1x3 molding cornice 

40 ft. 8x10 flue lining 14 pes. 2x4—10 rafters 


LUMBER AND MILLWORK (Cont.) 
1.S. door frame 1-4x2-0 and trim 

1.S. door frames 2-6x6-0 and trim 
gut head door 3-0x7-0 134 elevation 


- ow 


door 2-8x7-0 1% elevation S.S. 
pr. doors 5-0x7-0 1% 15 It. S.S. 
doors 2-8x6-8 1% 2 panels 

doors 2-6x6-8 1% 2 panels 


70 sq. yds. Byrkit lath and stucco 
560 sq. yds. plastering 

72 lin. ft. gutter 

60 lin. ft. down spout 

28 sq. ft. gal. iron bay roof 
46 sq. ft. valley tin 

58 lin. ft. ridge roll 

1 C.1. coal door 14x28 

5 steel cellar sash 3 It. 10x12 
2 C.1. cleanout doors 

{ C.1. grate trap door 


LUMBER AND MILLWORK 


136 lin. ft. 2x8 sill 
216 lin. ft. 2x8 girders 





Fiest Fioor 


22 pes. 2x4—I14 rafters 

120 lin. ft. ix4 ribbon band 

103 pes. 2x4—9 inside studs 

60 pes. 2x4—I14 inside studs 

900 lin. ft. 2x4 plate 

2 pes. 2x10—i2 stair horses 

3 pes. 2x10—I6 stair horses 

3 pes. 2x10—i2 stair treads (basement) 
2,100 ft. Ix8 shiplap 

1,000 ft. ix4 roof sheathing 

2,800 ft. ix6 T&G No. 2 sub floor 
15 squares 16-inch shingles 

8 circle rafters 2x4—i0 


10 lin. ft. circle 1x6 cornice 

10 lin. ft. circle {x3 molding cornice 

10 lookouts 
set 0.S. steps, plan 
circle head door frame 3-0x7-0 and trim 
rear door frame 2-8x7-0 and trim 


bay window sash frame 4-10x4-10 and 
trim 


bay window sash frames 2-4x4-10 and 
trim 


0.S. door frame 5-0x7-0 and trim 
sash frame 2-0x4-10 and trim 


twin window frames, 2 It. 24x26 
trim 


single window frames, 2 It. 24x26 


2,300 ft. %ext'2 


trim 
oak flooring 


single window frame, 2 It. 


trim 


single window frame, 2 It. 
trim 


20x26 
28x16 


sash frames 3-4x2-9 and trim 
1.S. door frames 2-8x6-8 and trim 
1.S. door frames 2-6x6-8 and trim 


HARDWARE 

400 Ibs. nails 

16 sets weights and cord 

42 pr. 4x4 butts 

13 pr. 32x32 butts 

| pr. 2x2 butts 

| front door lock set 

| rear door lock set 

| set casement door lock set 
| double acting door set 

16 sash lifts and locks 

i! pr. butterfly hinges, cupboard 
5 elbow catches, cupboard 

6 cupboard turns 

7 drawer pulls, cupboard 

8 pr. 2'/2x2 butts book cases 
2 turns 

4 elbow catches 

PLUMBING AND HEATING 
2 closets complete 

2 lavatories 

| bathtub 

| hot air heating plant complete 


doors 2-6x6-0 1% 2 panels 

door 1-4x2-0 7% 1! panel 

sash | It. 54x53 1% plate glass 

sash { It. 24x53 134 div. 15 it. S.S. 
sash | It. 20x53 134 leaded glass 

4 windows 2 It. 24x26 1% D.S. & S.S. 
window 2 It. 20x26 1% D.S. & S.S. 
window 2 It. 28x16 1% D.S. & §&.S. 
pr. casement sash 3-4x2-9 1% div. 4 It. 
each S.S. 


Neweawenaw- WNW = 


main stair 

mantel 

bookcases 

24 ft. 12-inch shelving 
24 ft. 24-inch shelving 
48 lin. ft. Ix2 cleat 

48 lin. ft. x4 hook strip 
68 lin. ft. wainscot cap 
500 lin. ft. base and shoe 
| kitchen cabinet 

1 medicine cabinet 


n= 
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Old Kitchen 


There's many a kitchen like the one above (left) 
in use today. It was a modern and handsome kit- 


chen in its time. But see what happened when the 


old pantry was eliminated and new sink and cabinets 
put in. 


"Believe it or not’ the queer-looking mixture pic- 
tured at the left below was, up till a short time ago, 
a kitchen, and getting hard usage, too. After com- 
plete remodeling it has now become the smart, effi- 





cient, well-planned workshop shown at the right. 
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Southern Cypress 


Manufacturers 


(Continued from Page 32) 


part of his report to a discussion of various 
important rate matters that are commanding 
the attention of shippers throughout South- 
eastern territory. The carriers’ proposal to 
establish a mileage basis, known as the I. & S. 
Docket 2479 Scale or Adams-Bank Scale, is 
opposed by the shippers, and meetings are being 
held to work out a proposition which it is 
believed will be acceptable to the Southeastern 
carriers. 

The secretary also discussed briefly Florida 
intrastate rates, the proposed revision of rates 
on lumber between Southeastern territory and 
southwestern territory, and reduced rates on 
lumber from the South to Official Territory. 
In this connection the secretary urged all the 
shippers to prepare statements of shipments 
that have been routed over the most important 
eastern lines and submit these data to those 
lines to show the extent of the movement in 
the South “which would be displaced if your 
rates are not reduced in proportion to the re- 
ductions facing us from the West Coast.” 

In connection with his report, Secretary 
True supplied members present with copies of 
a communication addressed to member mills, 
dealing with “reduced rates on lumber from 
the South to Official Territory,” and contain- 
ing a table showing former rates from the 
Pacific Coast, suggested new rates, the reduc- 
tion in cents per hundred pounds and the per- 
centage reduction; also the former rates from 
the Southwest and Southeast and the rates that 
would apply if the same percentage of reduc- 
tion is made as will be made in Pacific Coast 
rates. 

D. K. Clippinger, chairman of the statistical 
committee, reported that member mills have re- 
duced stocks by 16.3 percent, as compared with 
a 4 percent general reduction for all lumber 
stocks as shown by a recent Federal report. 


Approve Grade and Trade Marking 


The report of J. F. Wigginton, announcing 
committee-adoption of standard grade and trade 
marks, was received and approved by unanimous 
vote. In connection with grading rules, it was 
decided to ask member mills to conduct tests 
with regard to moisture content, reporting back 
to the association, with a view to formulating 
necessary rules covering this matter. Mr. 
Prestridge was directed to handle it with the 
mills. Another suggestion of Mr. Wigginton, 
which met with unanimous approval, was to 
change the description of No. 1 lumber to read 
“shall be 85 percent heart-wood,” in place of 
& ere “shall be practically all heart- 
wood.” 


Rates Are Main Subject of Resolutions 


Resolutions submitted by the committee on 
resolutions reaffirmed opposition of the associa- 


tion to Government operation of railroads, de- 


claring “we are unalterably opposed to Govern- 
ment ownership and control of our railroad 
system”; advocated the repeal of the long-and- 
short haul clause of section IV of the Interstate 
Commerce Act; reaffirmed condemnation of the 
I. & S. 2479 scale, “or any other mileage scale 
for interstate applications for distances exceed- 
ing 300 miles, that would have an effect of 
destroying long established origin and destina- 
tion group relationships”; and suggested that 
the traffic department be directed to continue 
its activities in co-operation with other traffic 
representatives, members of the Southern Lum- 
ber Shippers’ Committee, “to the end that a 
more favorable adjustment be evolved than that 
proposed by the carriers in Southern Freight 
Association submittal 10338.” A further reso- 
lution in this connection was that the associa- 
tion “should not voluntarily accept for intra- 
state application within the State of Florida 
the mileage. scale suggested by the carriers in 
Southern Freight Association submittal 10338, 
or any other mileage scale that would result 
in increasing the general level of the present 
rate structure.” 
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THIS ADVERTISEMENT APPEARING IN 
FULL COLOR IN LEADING MAGAZINES 
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SHERWIN- WiLt , 
Propoucts 


THE PEOPLE IN YOUR TOWN are seeing these 


beautiful full color advertisements. They’re everywhere. 
And in your town—"“in main street or metropolis”— 
Sherwin-Williams advertising is telling the Sherwin- 
Williams dealers’ story. And the telling is selling—selling 
Sherwin-Williams Paint. Lead with the leader 


— SHERWIN-WILLIAMS PAINTS 
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Here's What's New— 


250,000,000th Tire Is Produced by 
Veteran Company 


Axron, OnI0, May 18.—Interesting statistics 
have been computed at The Goodyear Tire 
& Rubber Co. since the 250,000,000th tire was 
produced recently. If the quarter of a billion 
tires were stacked one on another, they would 
make a pile 17,750 miles high, and if laid side 
by side would circle the globe four and one- 
half times. Converted into mileage, the tires 
would equal 3,000,000,000,000 miles, or more 
than enough to make 60,000 round trips to the 
moon, If a motorist, averaging ten thousand 
miles annually, attempted to wear out this pro- 
duction, it would require 75,000,000 years. 

President Paul W. Litchfield and other com- 
pany officials assisted in the ceremonies as the 
tire bearing No, 250,000,000 was built and 
followed it to. the pits where it was cured. 
Mr. Litchfield applied the tread, and inspected 
it when it was lifted from the molds. It was 
considered particularly fitting that this tire was 
a Double Eagle Airwheel, which was recently 





A new airwheel automo- 
bile tire, the quarter-bil- 
lionth tire produced by 
the company, is compared 
by officials of the Good- 
year Tire & Rubber Co., 
with an all-weather tread 
tire produced ten years 
Left to right are: 
R. S. Wilson, vice presi- 


ago. 


dent and sales manager; 
Paul W. Litchfield, presi- 
dent; L. E. Judd, director 
of advertising and public 
relations, and L. H. Shep- 
herd, 


truck tire department 


manager of the 





announced by the concern. It is 6-16 in size 
for lower-priced automobiles. Also significant 
to the officials was that the tire starting the 
second quarter billion was an all-traction tire 
for farm use, likewise recently announced. 
sack of the 250,000,000 tires produced are 
thirty-eight years of experience. During this 
period, the Goodyear company has grown from 
a small concern to a position of dominance in 
the rubber industry. The first pneumatic tires 
for trucks were produced by Goodyear. 

Manufacture of the vast number of tires, 
consumed about 1,200,000,000 pounds of cot- 
ton, or 2,400,000 bales, and approximately 2,- 
750,000,000 pounds of crude rubber. If the 
quarter of a billion tires were put in box cars, 
they would make up a train that would stretch 
over two-fifths of the way across the United 
States. 

* Ad . 


Introduces Underdrive Auxiliary 
Transmission for Trucks 


Of interest to truck owners engaged in log- 
ging and in lumber transportation is a new 
auxiliary “underdrive only” transmission, to 
provide a dual axle ratio. This two-axle ratio 
transmission, distributed nationally by the H. S. 
Watson Co., 525 Fourth Street, San Francisco, 
Calif., supplements a line of three-axle ratio 
transmissions. It has been designed to give 


underdrive and direct axle ratios to trucks op- 
erating principally on short hauls where tre- 
mendous power or very slow travel is neces- 
sary. It has a 1.96 ratio underdrive in addition 
to the direct drive of the truck, and may be 
installed in back of the factory-equipped trans- 
mission of trucks of all makes from one to 
three-ton capacity. By the use of an entirely 


new transmission principle, eight amplified- 
power forward speeds are thus provided. 
. * 7 


Weyerhaeuser Financing Plan Aids 
Installment Selling 


After several months’ experience with its 
financing plan for Title 1 repair and remodeling, 
the Weyerhaeuser Sales Co. announces a new 
booklet, “What Installment Selling Is Doing in 
the Lumber Yard.” The plan is reported an 
unqualified success, dealers throughout the 


country welcoming the opportunity to use it, 
with the result that the volume of installment 
selling of repair and remodeling jobs has been 
augmented sharply. 


With demands for this 





financing increasing as summer approaches, and 
the Weyerhaeuser plan enabling owners to 
finance work and to spread payments in monthly 
installments, it is predicted that its availability 
will in many cases tend to eliminate the once 
feared summer slack in business. Dealers are 
invited to send to Weyerhaeuser Sales Co., 
Dept. AL-5, First National Bank Bldg., St. 
Paul, Minn., for a copy of the new booklet, 
“What Installment Selling Is Doing in the 
Lumber Yard.” 
x * * 


Wall Paper Sales Rise as Demand 
Continues into Summer 


Wall paper sales are not only continuing be- 
yond what was once considered to be the nor- 
mal spring season, but are actually increasing 
as the season wanes and summer approaches. 
This information comes from the May issue 
of The Cooperator, published by the Lennon 
Wall Paper Co., Joliet, Ill. Last year, states 
the pamphlet, wall paper sales continued 
throughout the summer, and certain unusual 
factors are present this year which indicate 
even greater sales. The late arrival of spring; 
the flood situation in the East; general realiza- 
tion that a building boom is imminent and that 
redecorating and modernizing should be done 
before prices rise; and the anticipated release 
of bonus money in June and July—are all rea- 
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sons for the bright outlook for lumber deal- 
ers who carry this line. Several helpful hints 
for dealers who contemplate pushing wall pa- 
per sales throughout the summer are included 


in the issue. 
* oa . 


Screen Hardware Sales in Summer 
Aided by Stanley Displays 

The best time to sell hardware for screens 
and screen doors is when these items are in 
place and doing their jobs. Faulty hardware or 
outmoded hardware that interferes with the 
utility of screen protection from insects is a 
source of annoyance in the summer. The Stan- 
ley Works, New Britain, Conn., realizing that 
people are “screen-conscious” in the summer, 
comes to the aid of dealers with a new group 
of counter and window displays showing new 
hardware and its correct application. Hinges, 
corner braces, spring catches and wrought 
steel door guards together with springs and 
screen hangers are featured. Window and 
counter displays, as well as a new series of 
folders, are ready for distribution to dealers. 


Fire Repairs and New Kiln Will 
Be Completed Soon 


CoL_Fax, La., May 18.—Work is progressing 
rapidly on rebuilding the kilns and replacing 
the damage recently done at the plant of the 
Colfax Lumber & Creosoting Co. here by a 
fire which destroyed the dry kiln and rough 
dry shed. General Manager T. E. Banks re- 
ports that the total loss was approximately 
$12,000, covered by insurance. The dry kiln 
is being replaced by a new type cross-ventila- 
tion Moore kiln. It is expected that sawmill 
operations will be resumed not later than June 
15. In the meantime, the planing mill and 
creosoting plant are in full operation. 


Northern Cedar Included in 
New Specifications 


MINNEAPOLIS, MINN., May 20.—In re- 
sponse to protests made by Senator Elmer A. 
3enson, of Minnesota, in the interest of the 
northern pole and lumber industry, the Forest 
Service has announced a revision of rules, 
which barred the northern cedar industry from 
competition in Government bids, and under the 
new specifications ordered a re-advertisement 
of bids by the purchasing division with head- 
quarters in Milwaukee. 

Purchasing Agent John L. Schultz, in 
charge of the Milwaukee division of the For- 
est Service advertised for bids on March 21, 
for a quantity of telephone poles, but published 
specifications confined the bidding exclusively 
to southern yellow pine. The northern white 
cedar product, largely produced in Minnesota, 
was barred from competition. Not only the 
pole industry of Minnesota and like States, but 
Minnesota’s State-owned stumpage, were in- 
jured by being shut out of the bidding. On 
March 23 and 24, the Western Red & North- 
ern White Cedar Association, and the National 
Pole & Treating Co., both of Minneapolis, 
urged Senator Benson to ask a re-advertising of 
bids and a revision of specifications to permit 
use of northern cedar. 

The Forest Service in Washington request- 
ed a full report on the situation from the Mil- 
waukee regional office, and halted issuance of 
orders pending full investigation. C. E. Rach- 
ford, acting chief of the Forest Service, has 
notified Senator Benson that “after careful re- 
view and consideration of the complaints and 
circumstances surrounding the proposed pur- 
chase of telephone poles, it has been decided to 
request our regional forester at Milwaukee to 
readvertise, permitting competition from the 
northern cedar industry.” 

Mr. Rachford announced that, in order to 
conduct the proposed purchase in a fair and 
impartial manner, “the amended advertisement 
will request bids on an evaluated basis on 
southern pine and northern white cedar poles.” 
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Twenty Miles to Travel Ten 


Walking down a narrow street, 
Much too narrow for the feet 
That must walk it evry day, 

I recall another way 

That I walked in other years, 
Where the path of pioneers 
Turned and twisted up and down, 
Not much like the streets of town. 


I remember I complained 

That the rising ridge was gained 

With such labor, that the road 

Followed as the river flowed, 

Making little journeys long— 

Yes, I thought the woodland wrong, 
Dreamed of cities, where men fare 

Street to street and square to square. 


Now the city street is mine. 
I need walk around no pine, 
Follow twistings of no trail, 
Climb no hilltop, cross no vale. 
Now the city street I tread, 
Narrow street to narrow bed, 
Where a narrow race survives, 
Living out its narrow lives. 


Once the world I walked was wide, 
Now no stream I walk beside, 
Now no rocky ridge I climb, 

Now I know no summertime. 
Would that I could walk again 
Twenty miles to travel ten, 
Travel roads that once I trod, 
Farther journeys, nearer God. 


We See b' the Papers 


Our bet is still Landon to win, Vandenberg 
to place. 

The Republican party also has its Borah 
from within. 

Some of the pulp magazines might be called 
American illiterature. 


Speaking of similes, why not “as funny as 
>” 


a prince in a uniform: 


If the Republican party is looking for a dark 
horse, we suggest Bold Venture. 


As a matter of fact, any Republican dark 
horse this year will be a Bold Venture. 

Trying to “soak the rich” is like trying to 
turn a fire-hose on one man in a crowd. 

This year it is the parties instead of the 
prairies that will have to raise the dust. 

Congressman Zioncheck is said to mix hair 
tonic with his rum. If so, all is explained. 

Unpaid war debts, the 59-cent dollar—poor 
old Diogenes would have a tough time now. 

About the best example of sitting pretty 
anyone has ever seen is Arthur Vandenberg. 

It is so much nicer to be the second choice 
of everybody than the first choice of a few. 

Taxes will not be raised much in an election 
year. But get poor if you can before next 
year. 

Six days shalt thou labor and do all thy 
work, and on the seventh play bridge, golf or 
baseball. 

The man-bites-a-dog definition is out. Now 
“news” is anything that shouldn’t be discussed 
in a newspaper. 

Stalin is considering letting the people in 
Russia vote. Probably like Hitler lets them 
vote in Germany. 

This week we are in Texas, next week 
Minnesota and the next Michigan. Other 
States please write. 

Robber robbed a filling station in Chicago 


and got $14. We trust he remitted a third to 
his pal the tax collector. 


Congress will adjourn the Saturday before 
the Republican national convention, which will 
permit the Republican member to attend. 


A garage mechanic in Delphos, Ohio, an 
amateur astronomer, has discovered a new 
comet. Now, if it had been a wrench, that 
would have been different. 

“When you are in a fight,” says Jesse Jones, 
“you don’t take time out to decide whether it’s 
constitutional, do you?” But you do take time 
out to decide whether it’s fair. 


New York judge set the bail of an ordinary 
citizen at $50,000, but the bail of his co- 
defendant at $5,000 because the latter is a 
lawyer. Does this make a lawyer ten times 
as honest as an ordinary man, or one-tenth as 
valuable ? 


Between Trains 

Gurpon, ArK.—Stopped off en route to visit 
the birthplace of Hoo-Hoo, the lumber shrine 
of America, if lumbermen may be said to have 
such a thing. The original bronze tablet that 
marked the spot was moved from the old hotel 
to a drug store, but now has a permanent place 
as part of an imposing monument that bears 
the names of the members of the House of 
Ancients. This monument has been erected 
alongside the railroad station, where it is viewed 
by thousands. Most of the men whose names 
appear on the monument, J. E. Defebaugh, Bol- 
ling Arthur Johnson, Stringer Boggess, Nels 
Gladding and the rest, are now themselves mon- 
uments of the industry. 

It was in Gurdon that a little group of lum- 
bermen, marooned for a day in the local hotel 
*way back when, conceived the idea of Hoo- 
Hoo, that in time became the great fraternity 
of lumbermen that it was, and that, if the de- 
voted services of Harry Kendall; Tom Part- 
ridge, Ormie Lance and others of a slightly 
younger generation of lumbermen can accom- 
plish it, it shall be again. Of course, it de- 
pends not only on them, but on the prempt- 
ness with which other former members re-in- 
state themselves. Which they can do _ by 
sending three dollars to the Reorganization 
Committee of the Concatenated Order of Hoo- 
Hoo at 742 Lumber Exchange, Minneapolis, 
Minn. 


Co_tumsus, Onlo—The Columbus chapter of 
the American Institute of Banking ’way last 
November invited this department to be present 
at its annual dinner to tell it what a lumber- 
man knows about banking; which, we have dis- 
covered these last few years, is darned little. 
Bankers flocked in from Pittsburgh, Cincinnati, 
Cleveland, and other points. It was a hopeful 
sign. Bankers may not be able to declare divi- 
dends any more, but, if they can declare din- 
ners, that’s something. We spent the evening 
largely with B. G. Huntington, president of the 
Huntington National, whose father started it 
as a little private bank, and by integrity and 
enterprise, things that used to be perfectly legal 
in the old days, laid the foundation of the great 
institution that B. G. carries on as well as they 
will let him. 


A Path Has Time 


A path has time to turn aside 
To walk a little by the tide, 
Or pause beneath a maple tree, 
Time to be glad—I wish that I'd 
The time to be. 


A path has time to skirt a stream, 
Delay a little, and to dream; 
I wish that I’d a moment, too, 
To do the things I never seem 
To dare to do. 


43 

















Service That Satisfies 
From Two Modern Plants 


Builders are busy again—all over 
the country—and dealers who are 
prepared with adequate stocks are 
cashing-in on the increased demand 
for lumber. 


Sallis can help you take care of 
your customers with prompt, careful 
service on well-manufactured Yard 
and Shed Stock—"“eased edge” Di- 
mension, Flooring, Ceiling, Siding, 
Finish, Mouldings, Casings, Base, 
etc. Our Shed Stock is expertly kiln 
dried—air dried items are Lignasan 
treated. 


Remember—we have two modern 
mills—we understand dealers’ needs 
and can supply what you want. Just 
let us prove it with a trial Mixed 


Carl 
I. C. and G. M. & N. Rallroads 
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St. Francis Basin 


OAK FLOORING 


GUM AND 


corronwooo BOX SHOOKS 
everess PILING and TIES 


SOUTHERN 


HARDWOOD LUMBER 


Chapman & Dewey 
Lumber Co. 


Manufacturers, Memphis, Tenn 
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zark ,Qak Froorina | 


Get Acquainted ! 


Ozark Brand Oak Floor- 
ing is building a reputa- 
tion for satisfaction. Qual- 
ity with economy never 
fails to build trade. Sam- \\ 
ples and prices will con- 
vince you. 


Ozark Oak Flooring Co. Inc. 


BISMARCK, MO. 
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National Production, Shipments and Orders 


Wasuincron, D. C., May 18.—Following is the National Lumber Manufacturers’ Association report for two weeks ended May 9, and for nine- 
teen weeks ended that date, covering mills whose statistics for both 1936 and 1935 are available; also percentage comparison with statistics for 
identical mills for the corresponding period of 1935: 





TWO WEEK Av. No Production Percent Shipments Percent Orders Percent 
pa BS eee Mills 193 of 1935 1936 of 1935 1936 of 1935 
i ct eragekepawedaninanne 107 62,915,000 137 67,622,000 115 64,168,000 86 
ot. tect ebehanene neds behen wane aek 200 233,129,000 182 233,358,000 108 200,828,000 114 
PE i cee eee skeeeseen cy eer eereeneees 115 126,589,000 141 109,173,000 107 121,031,000 96 
ee 13 17,673,000 139 19,403,000 122 20,424,000 111 
i Ce. ccpeeeseesee een eeeeneeo ewe 12 5,881,000 128 6,374,000 105 5,132,000 92 
i Pe vc cee ens eseeeeeeseeenceneeees 7 4,439,000 61 4,618,000 81 4,372,000 87 
re et ek ee eee cnbheae eeue 18 2,570,000 61 3,752,000 105 3,420,000 70 
i. oss neeee nee eaNexeadatant 472 453,196,000 155 444,300,000 109 419,375,000 102 
Hardwoods: 
ee i  ccceeseeeeeeewocesens 71T 14,578,000 sina 18,299,000 a 15,375,000 ie 
PROSCMOER BEATE WOGEB. occ cccccccccccccseceses 18 3,845,000 134 4,234,000 125 2,923,000 SS 
rs <4. a6 66d e Cee Reeds eeeeneek 89 18,423,000 22,533,000 18,298,000 os 
ith ne venings bude nee ee ween 543 471,619,000 466,833,000 437,673,000 
NINETEEN WEEKS: 
Softwoods: 
ie ot eb ae eb ees éeehe eeade een 120 619,555,000 130 656,300,000 131 662,554,000 124 
i ts cokCebn aah ae yne ene eee dene ae de 200 1,963,897,000 133 1,932,203,000 120 1,923,053,000 119 
i cache nce ebee ne wens seep eeeen 114 786,987,000 150 944,423,000 121 1,017,731,000 118 
NG ee ee 13 158,941,000 142 150,715,000 121 163,795,000 113 
i a’ cone atte heende seems eeelne 12 45,959,000 156 52,859,000 120 47,294,000 114 
Pt Pi coco nacatiendebens sandecouwens 7 7,459,000 57 38,326,000 77 36,987,000 86 
ED PIs Ghovceet dees caeeeseweoowes 17 37,202,000 130 21,497,000 100 25,889,000 96 
DR SPINE ccs cscsssesscrgeccseessess 483 3,620,000,000 136 3,796,323,000 121 3,877,303,000 119 
Hardwoods: 
BOUCNOPN Mardwoodsa®.....ccccscccccccccccce 617 103,654,000 a 132,510,000 er 126,335,000 ese 
Northern Hardwoods. ......ccccccccscscccces 17 52,711,000 131 39,904,000 125 38,430,000 110 
Total Hardwoods.........ceeccecceccuccece “78 ~~ 156,365,000 118** ~~ 172,414,000 131** 164,765,000 120** 
ee Sa nenceeuvecedevéedeedecneseeancan 544 2,776,365,000 135** 3,968,737,000 122** 4,042,068,000 119** 


*1935 figures not available. ** Estimated. 


tUnits of production. 








Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., May 18.—Following is a statement for seven groups of identical mills 
and two groups of flooring factories of unfilled orders and gross stock footages on May 9: 





He. ssegttee Cree, . Gross Stocks 

oe aia s 935 936 1935 
Pe DEMO cocccescocecss coe 105 $0,995,000 74,534,000 376,731,000 414,270,090 
EE GEE Gbeesesedcaceceres ese 200 33,293,000 311,874,000 1,049,299,000 1.033,329,000 
.. Ree eapeneeieaee ee 115 234,553,000 197,790,000 1,235,535,000 976,309,090 
California Redwood............. 13 49,252,000 43,696,000 275,372,000 275,400,000 
Southern Cypress ........seeses 12 7,556,000 8,277,000 156,870,000 177,283,000 
Pe Pe éaccecceoetsecees ° 7 6,732,000 5,234,000 97,301,000 99,310,000 
Northern Hemlock ............ ° 15 6,607,000 7,308,000 96,537,000 82,737,000 

Total Softwoods ........... « 467 818,988,000 648,713,000 3,287,645,000 3,058,638,000 
Hardwoods— 
Southern Hardwoods .......... -No Report 
Northern Hardwoods ........... 18 10,740,000 8,082,000 124,136,000 120,625,000 
Oak Floor! : 

DOGURS sescece seteweene ee 5 32,118,000 12,125,000 61,529,000 52,999,000 

Maple, Beech & Birch..........- 17 12,388,000 4,215,000 15,926,000 15,926,000 





West Coast Review 


[Special telegram to American LuMBERMAN] 


Seatrie, WasH., May 20.—The 200 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended May 16 reported: 
Production 237,885,000 
Shipments 232,697,000 2.18% under production 
Orders 220,946,000 7.12% under production 

A group of 200 mills, whose production re- 
ports for 1936 to date are complete, reported 
as follows: 

Average weekly cut for twenty weeks: 

1935 74,660,000 


104,044,000 
Average cut for two weeks ended 
May 16 118,943,000 
A group of 200 mills whose production for 
the two weeks ended May 16 was 237,885,000 
feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
Pa 84,421,000 86,955,000 131,428,000 

Domestic 

cargo... .100,997,000 92,112,000 233,885,000 
Export ....24,053,000 18,653,000 70,529,000 
Local ..... 23,226,000 ff t aero 
232,697,000 220,946,000 435,842,000 


A group of 200 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1935 and 1936 to date, reported as 
follows: 


Aver for 2 
wks. ended Aver. for 20 wks. ended 
May May May 
16, 1936 16, 1936 18, 1935 
Production 118,943,000 104,044,000 74,660,000 
Shipments 116,349,000 102,579,000 82,326,000 
Orders 110,473,000 102,119,000 83,167,000 


Makes Grade-Marking Service 
Available 


_ Following a request from George A. Gibson, 
in charge of lumber purchases for the State of 
Illinois, the West Coast Lumbermen’s Associa- 
tion has arranged for a grade-marking service 
for West Coast lumber, to be made available in 
Chicago territory. WPA specifications require 
that each piece of lumber shall bear the official 
grade-mark and trade-mark of the association 
under whose rules it is bought, or that it must 
be inspected by regularly established, commer- 
cial inspecting and testing laboratories, with 
identification symbol or grade-mark stamp on 
each piece of lumber, accompanied by a certi- 
ficate of inspection with each delivery load. 
The inspection agency must be one approved by 
the WPA office. 

To meet this situation, the West Coast 
Lumbermen’s Association has established J. 
Clyde Hill, one of its supervisors of grades, 
in Chicago, and he will make his headquarters 
at the office of the National Lumber Manu- 
facturers’ Association in the Harris Trust 
Building. Mr. Hill is now in Chicago and 
available for grade marking Douglas fir, West 
Coast hemlock, Sitka spruce and western red 
cedar lumber anywhere in Illinois or surround- 
ing territory. 

This service will be particularly appreciated 
by dealers now having stocks of unmarked 
West Coast lumber in their yards. Under the 
present arrangement, these unmarked stocks 
can now be officially graded and stamped by 
the association inspector. 


The association announces that as a means 
of co-operating with the WPA and dealers 
and distributors in introducing West Coast 
grade-marked lumber, a charge has been set 
for this service for the period until Aug. 15, 
1936, which is considerably less than the cost 
of maintaining it. Until Aug. 15, this charge 
will be $12.50 per day for the inspector’s time, 
no travel or subsistence charge being made; 
and the minimum charge being for one-half 
day. 

This grade-marking service is available to 
any dealer or distributor who desires his 
lumber grade marked, either for stock, for sale 
to Government agencies, or to other buyers. 

Applications for the service of the inspector 
should be filed with the National Lumber 
Manufacturers’ Association, 1012 Harris Trust 
Building, Chicago. 

The association also has prepared a list of 
West Coast mills willing to furnish grade- 
marked lumber on order. 





Home Show in Chicago Sponsored 
by Real Estate Board 


Sponsored by the Chicago Real Estate Board, 
the National Home Show of Chicago with 
something more than 100 exhibitors represent- 
ing all of the factors involved in the financing, 
constructing and furnishing of residences, 
opened at the Coliseum on May 16 to run con- 
tinuously through May 24. According to 
Howard E. Haynie, vice president of the board 
and general chairman of the show, attendance 
on the first three days indicated that a total 
of about 225,000 visitors could be anticipated 
safely during the nine days the exhibits are 
scheduled to be open. A number of exhibitors 
of building materials whose reactions were 
sought expressed unqualified satisfaction with 
the interest manifested by visitors, and with 
the results in sales and inquiries that are being 
obtained. The booths are attractively designed 
to present materials and equipment in a non- 
technical way for consumer understanding. 

The outstanding features of the show are 
two full-size houses completely constructed on 
the floor of the main building. The larger of 
the two can be built in Chicago and environs 
at a cost of $12,000. It is a two-story common 
brick structure, the upper floor unfinished, and 
the exterior painted white with Luminal. The 
interior walls, with the exception of the bath- 
room, which is Armstrong tile, are finished, as 
are all of the ceilings, with Celotex. The liv- 
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ing room floor is oak block. Other floors, ex- 
cepting those in the two bedrooms, which are 
carpeted over wood, are Armstrong linoleum. 
The structure is officially named “The House 
of a Thousand Suggestions.” The Joseph Lum- 
ber Co., Chicago, furnished all the lumber used, 
and has a booth conveniently located near the 
house. 

The other house, “The Monolithic Brick 
House,” is constructed almost entirely of brick. 
The exterior walls are 4-inch wall-bearing face 
brick. The living room floor is the same 
material. The second story floors and the ceil- 
ings underneath are constructed with ferro 
[-pans bolted to reinforcing rods of the wall 
panels, and filled with haydite concrete aggre- 


gate. Partition walls are common brick, 
painted. The cost of the house is given as 
$4,500. 





Sales Manager Is Advanced to 
Vice Presidency 


Kansas Criry, Mo., May 18.—An announce- 
ment that will be of interest to the trade, par- 
ticularly to dealers and users of Dierks lumber 
throughout the country, is that A. E. Hart, for 
many years sales manager of Dierks Lumber & 
Coal Co., has been appointed vice president and 
director of sales. 

Succeeding Mr. Hart as sales manager is J. 
L. Hawkins, who until recently was city sales- 
man and manager of TrimPak sales. Mr. Haw- 
kins will have under his supervision the per- 
sonnel of the Kansas City sales office and the 
handling of all quotations and orders. 

30th of these advancements come after an as- 
sociation with the Dierks interests of many 
years. Mr. Hart entered the service of the com- 
pany forty years ago, at which time its activi- 
ties were centered in Nebraska, where it oper- 
ated a line of retail yards. After the Dierks 
company started operations as a manufacturer, 
he was its first traveling salesman. Mr. Hart 
is well and favorably known throughout the 
Dierks trade territory, which includes practi- 
cally every section in which southern pine is 
used. 

Mr. Hawkins began service with the Dierks 
interests twenty-five years ago, as office boy. 
His connection with the sales force was pre- 
ceded by a course of training in the mills of the 
company. Thus he is well qualified by experi- 
ence and personality for the duties and responsi- 
bilities of his new position. 


Opens Sales Office in Dallas 


Kansas City, Mo., May 18—The Dierks 
Lumber & Coal Co., of this city, has announced 
the opening of a sales office in the Allen Build- 
ing, Dallas, Tex., which will be in charge of 
Walter S. Cooper, who, until recently, was 
located in the Kansas City office as assistant 
sales manager. Assisting Mr. Cooper in the 
Dallas office will be DeWitt Wilson, and the 
sales force operating under Mr. Cooper’s direc- 
tion will include M. A. (Mike) Stallcup and 
E. E. Krauss, Houston; R. W. (Dick) Wilson, 
San Antonio; L. W. Stephens, Waco; and 
Roy S. Benson, Fort Worth. 

Mr. Cooper brings to his new position a wide 
and varied experience in the lumber business. 
His first connection with the Dierks Lumber 
& Coal Co. was at an early age, when he 
worked in the Dierks mill at DeQueen, Ark., as 
a water boy. He was engaged in the retail 
lumber business for a number of years in 
Hutchinson, Iola, and Parsons, Kan.; later join- 
ing the Dierks sales force and traveling from 
Muskogee, Okla., to Dallas, Tex. For six 
years he was in charge of the Oklahoma City 
sales office and then was transferred to the 
Kansas City office as assistant sales manager. 


RFC Loans During March 


Wasurneton, D. C., May 18.—The Recon- 
struction Finance Corp. during March author- 
ized a loan of $35,000 to the Bay Bros. Lumber 
Co., of St. Louis, Mo., and one of $15,000 to 








| the Gideon-Anderson Lumber Co., Gideon, Mo. 
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New Plywood Company Builds 
Large, Efficient Plant 
Near Aberdeen 


ABERDEEN, WASH., May 16.—A. R. Wuest, 
president and general manager of the new West 
Coast Plywood Co., told a representative of 
the AMERICAN LUMBERMAN recently that he 
believed the plywood industry has a greater 





A. R. WUBST, 
Aberdeen, Wash.; 


Heads West Coast 
Plywood Co. 


A. R. WELCH, 
Aberdeen, Wash.; 


Vice president West 
Coast Plywood Co. 


future before it than ever before. He said 
that the building of the new mill on a five- 
acre plat at the Port of Grays Harbor between 
here and Hoquiam will give his company a well 
equipped and efficient plant. The site of the 
new concern was chosen because of its direct 
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rail and steamship connections with all parts of 
the United States and world markets. 

Mr. Wuest and A. R. Welch, vice president, 
pioneers in the manufacturing of plywood and 
responsible for many improvements in its pro- 
duction, recognize the service the jobber has 
given the industry in building up acceptance 
of the product, and, therefore, have a policy 
to sell only through. reliable jobbers and assist 
them to increase their business. Fair dealing, 
quality products, and prompt service are the 
basic aims of the two officials of the new con- 
cern. 

Mr. Welch, who is in charge of production, 
stated that the firm’s manufacturing unit is 
unique because of its working area. He said 
that the plant is one of the largest single units 
ever built in the plywood industry. It is so 
constructed that there are no posts to inter- 
fere with economical and efficient operation. 
The dock is equipped with a bridge crane on 
a 200-foot run for picking up logs from the 
water and servicing the lathe, which is mod- 
ern and one of the largest ever built. Great 
care was used in buying sanding equipment, 
since it plays an important role in the finishing 
of plywood. The company is equipped to 
manufacture 80,000,000 feet of plywood a year, 
which will include Douglas fir, Philippine ma- 
hogany, spruce, hemlock, and ribbon grain ma- 
hogany in sizes up to 72x144 inches. 

The officers of the West Coast Plywood Co. 
are: 

President—A. R. Wuest. 

Vice president—A. R. Welch. 

Treasurer—Oscar Smith. 

Secretary—Theodore Bruener. 

Directors—A. J. Delateur, R. G. Hall, George 
Pause, E. K. Bishop, and the officers. 





A ctoset at the front entrance for the stor- 
age of wraps, rubbers and umbrellas is a fea- 
ture of the modern home. Such a closet could 
be built in many an old-fashioned house and 
greatly add to the convenience. 











COMBINED ASSETS 
$23,353,943.41 





INSURANCE PROTECTS INDUSTRY 


Insure with Companies Backed 
By Reputation and Strength 


ASSOCIATED LUMBER MUTUALS 


Central Manufacturers Mutual Ins. Co. 
Van Wert, Ohio 


Lumber Mutual Fire Insurance Co. 
Boston, Mass. 


Lumbermens Mutual Insurance Co. 


Mansfield, Ohio 


Pennsylvania Lumbermens Mutual Fire Ins. Co. 


Philadelphia, Pa. 


Indiana Lumbermens Mutual Insurance Co. 
Indianapolis, Ind. 


Northwestern Mutual Fire Assn. 
Seattle, Washington 


Established 
1876 


1895 
1895 
1895 


1897 


1901 


COMBINED SURPLUS 
$11,918,035.22 
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“The Cypress Should Be 
Arrow Brand, of Course” 


hea architects generally spec- 
ify “Arrow Brand" when cypress 
is included in their building plans. 
Architects know that Arrow Brand 
Cypress is Genuine Tidewater Red 
Cypress, the true species of "The 
Wood Eternal." They know the mills 
manufacturing it take extreme care in 
seasoning and manufacture. And 
they appreciate that this lumber is 
trade-marked, and grade-marked in 
accordance with the rigid specifica- 
tions of the Southern Cypress Manu- 
facturers’ Association. 


When architects specify “Arrow 
Brand" sales are immediately created 
for dealers who stock this versatile 
lumber. It will be to your advantage 
to maintain balanced stocks of Arrow 
Brand Tidewater Red Cypress at all 


times. 


ALWAYS SPECIFY Gypress 
The »~{ >= press 
Arrow Brand ‘rhe weed Evernat® 


oe 


FLORIDA LOUISIANA 
RED CYPRESS COMPANY 
JACKSONVILLE, FLORIDA 
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OOD SERVICE ON 
GOOD LUMBER— 
that’s what you get when 
you send us your orders 
—and both these features 
are important with build- 





























| ing on the up-and-up. 
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WILLIAMS & VORIS 
LUMBER CO. 


CHATTANOOGA, TENN. 


Twenty Million Ft. 


HARDWOODS 
OAK FLOORING 
CEDAR LINING 
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Building Shows Steady Gain 


New Booklet Is Guide for 


Planning Low-Cost Homes 


Wasuincton, D. C., May 18.—Designed to 
provide practical guidance and suggestions to 
persons contemplating construction of homes in 
a $1,200 to $2,500 price range, a new booklet 
entitled “Principles of Planning Small Houses” 
has been published by the Federal Housing Ad- 
ministration and is being given general distribu- 
tion. Copies of this booklet are available for 
distribution at all field offices of the Federal 
Housing Administration. 

It is emphasized in the booklet that the Fed- 
eral Housing Administration will not furnish 
any “stock” plans for low-priced houses. The 
booklet is merely suggestive and educational. It 
contains five perspective drawings and floor 
plans of homes that may be constructed for be- 
tween $1,200 and $2,500. The examples shown 
are illustrative and suggestive only. They rep- 
resent a starting point from which amplification 
and improvements can be made as circumstances 
permit or as local conditions demand. It is 
hoped that the architectural profession in asso- 
ciation with other elements in the building in- 
dustry will carry forward these suggestions to 
increase the possibilities of building more 
homes and better homes for American families 
of moderate means. 

The booklet goes into detail concerning con- 
struction: conservation of materials ; foundation, 
chimney, and wall construction; floors, interior 
finish, sheet metal, windows, painting, cabinets 
and closets, finish hardware, heating, plumbing 
and drainage, water piping, sewage disposal, 
and ends with five examples of low-priced con- 
struction, illustrated with perspective drawings 
and floor plans. 

It was prepared because of “widespread in- 
terest in dwellings which will be suitable and 
within a rental or purchase range appropriate to 
the majority of families in the country.” 





Building Swings Sharply Upward 
All Along Line 


With the single exception of December, 
1935, construction contracts let during April, 
1936, were higher than for any other month 
since October, 1931, according to figures from 
the F. W. Dodge Corporation. April awards 
amounted to $234 806,300 in the 37 States east 
of the Rocky Mountains, as contrasted with 
$198,978,300 for March and only $124,020,000 
for April, 1935. All major branches of con- 
struction shared in the general gains, with non- 
residential building and heavy engineering 
projects showing the best relative improvement 
over a year ago. 

Residential building awards during April 
amounted to $67,151,000, as against $55,220,600 
for March and $42,202,800 for April, 1935. For 
non-residential, the April contract total amount- 
ed to $94,242,800 as contrasted with $81,460,300 
for March and with $41,328,100 for April of 
last year. April awards for heavy engineering 
projects amounted to $73,412,500, as compared 
with $62,297,400 for March, and with $40,489,- 
100 for April 1935. 

Improving conditions in the construction in- 
dustry as compared with a year earlier were 
noted by the Dodge organization in each ma- 
jor geographic district without exception. The 
most pronounced April gains over last year 
occurred in New England; the Pittsburgh 
area (western Pennsylvania, Ohio, West Vir- 
ginia, and Kentucky); the Southeast (the 
Carolinas, Georgia, Florida, Alabama, and east- 
ern Tennessee) ; the St. Louis territory (east- 
ern Missouri, southern Illinois, Arkansas, 
western Tennessee); the Kansas City district 
(western Missouri, Oklahoma, Kansas, Ne- 


braska); and Texas. In each of these terri- 
tories the April construction totals were sub- 
stantially more than twice as large as their 
respective figures for April 1935. 

Outstanding April gains over a year ago in 
residential building alone occurred in New 
England, the Pittsburgh area, southern Michi- 
gan, the New Orleans area (Louisiana and 
Mississippi), and Texas. 

For the first four months of 1936, construc- 
tion contracts for all classes in the 37 eastern 
States totaled $780,627,600, making a gain of 
85 percent over the total of $421,781,500 for 
the corresponding four months of 1935. 





Invites Co-operation in Stimu- 
lating Home Building 


Wasurnecton, D. C., May 18.—Frank Carna- 
han, secretary of the National Lumber Dealers’ 
Association and vice chairman of the recently 
organized National Housing Advisory Council, 
is sending out to his membership details of the 
work of the council. In connection with this 
Mr. Carnahan said: 

This council is a non-partisan group, com- 
posed of members of business, financial and 
industrial associations having an interest in 
a long-range, privately-financed home build- 
ing program. 

Your association is convinced that this 
country can not temporize with the problem 
of obtaining adequate shelter for our citi- 
zens. Conditions are fast becoming intoler- 
able. Relief can only come through the 
united effort of those business groups which 
realize that nothing will relieve unemploy- 
ment, increase purchasing power and release 
capital funds faster than a successful home 
building program of national scope. England 
has proved it; a large part of her recovery 
is due to this single factor. 

Every business will profit, directly or in- 
directly, in helping to achieve the council’s 
immediate objective—to stimulate the building 
of 250,000 new homes in 1936. Indeed, it is 
hoped that figure can be exceeded, as there 
is an immediate need for nine times that 
number of home units—and the deficiency 
grows greater each year. 

Your own profit, of course, is the impelling 
reason for your co-operating in this pro- 
gram. A vast and rich market, already pre- 
pared, is waiting for intensive selling. You 
have only to make use of the credit machin- 
ery now in operation, and to tie in your own 
sales and advertising efforts, to realize upon 
present profit opportunities. 


Why It Will Pay to Build Now 


Ortanno, Fra., May 18.—“Build now and 
take the profit,” says the Florida Association 
of Real Estate Boards, through its State secre- 
tary, Violet W. Dunham. “Proof that Florida 
building costs less than it did during normal 
years is seen in comparing costs then with 
those prevailing today, but we can not say how 
long present costs will hold, as on the whole 
the grand average reduction in material prices 
is about eight percent.” 

The secretary has compared all items going 
into a modern building, and with the following 
results : 


Previous 
Normal 
Item Years Present 
Flooring, clear Y. P..$65.00 $54.00 
Framing, long-leaf 
1 oe SP ree 45.00 33.00 
Cement, per bbl...... 3.25 3.60 
Common brick ...... 27.50 24.00 
pr 4.50 2.30 
| | eae 7.00 6.00 
Lath (cypress) ...... 9.00 8.00 
Shingles, (cypress) 10.00 (M) 5.50 (Sq.) 
pe eee 3.50 2.75 
Cor. wire nails (cwt.) 5.00 4.50 
Siding, Com. Y. P..... 45.00 46.00 (No. 1) 
Cement Bldg. blox, 
Ge seueievteuesans .20 15 
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Thirty Patterns on Applying Pine 
Paneling Available 


PORTLAND, ORE., May 16.—Sensing a need 
for reliable and detailed information on the 
application of knotty pine paneling, the West- 
ern Pine Association has just compiled a group 
of thirty patterns. The move was made as a 
result of increasing demand for such guidance, 
since the panels have gained popularity through- 
out the country. The patterns are on a single 
sheet, 17x23 inches, and include both T&G and 
shiplap joints, some having the detail run on 
moulding strips while others have it on the 
edges of the boards. For convenience, each 
pattern is identified by a name and number. 

Four of the patterns—Hart house, Hampton, 
Capen House and Millbach—are adapted from 
authentic designs in Early American rooms. 
For example: the Hart house pattern (a com- 
posite assembly) is taken from the pine instal- 
lation in a house by the same name at Ipswich, 
Mass. This century old room is reproduced in 
the Metropolitan Museum of Art, New York 
City. The Hampton pattern is from an early 
18th century room also exhibited in the Ameri- 
can wing of the Metropolitan. The Capen 
house type first appeared in 1683 in paneling in 
the kitchen of a residence at Topsfield, Mass., 
and is likewise reproduced at the above mu- 
seum. From Millbach, Pa., comes the last pat- 
tern of the four named above, which is pine 
paneling installed in 1752, and.is now shown 
at the Pennsylvania Museum of Art, Philadel- 
phia. Included in the thirty patterns are some 
designs suitable for horizontal boarding applica- 
tions. 

Besides the group of patterns, the Western 
Pine Association has also published recently 
Technical Bulletin No. 4 entitled, “Hints on 
Preparing Knotty Pine Paneling,” which dis- 
cusses seasoning and handling paneling stock 
to avoid shrinkage troubles. This practical in- 
formation is of particular interest to the mill- 
work manufacturer, contractor and architect. 
The association’s promotion department an- 
nounces the preparation of manuscript for two 
illustrated brochures on knotty pine paneling, 
one on Ponderosa pine and the other on Idaho 
white pine. 

The black and white prints of pine paneling 
patterns can be secured for 25 cents a sheet 
on request to Western Pine Association, Yeon 
Building, Portland, Ore. Sample copies of the 
No. 4 bulletin mentioned above are free. 





Activities and Improvements 
At Westwood 


Westwoop, Cair., May 16.—According to 
lumberjack legend, Paul Bunyan was never 
satisfied with the status quo and was always 
making changes in his equipment and methods. 
Emulating the example of the progressive Paul, 
whose name and picture form their trade-mark, 
officials of the Red River Lumber Co. again 
are active in plant improvements, after the en- 
forced lull of the late depression. The ex- 
tensive program under way at Westwood 
already is having a marked effect upon the 
efficiency of logging and plant operation, and 
in maintaining and improving uniformity of 
quality in the output of lumber and plywood. 
n logging equipment, Diesel tractors have 
completely replaced the gas operated equip- 
ment, with the exception of two bulldozer rigs. 
Where ground conditions are suitable, truck 
logging is being used extensively and at the 
og pond an unloading dock for trucks has 
been built. Extensive additions and changes 
in mechanical equipment and floor layout, re- 
modeling the re-driers, and changing the sys- 
tem of pre-heating logs are under way at the 
Plywood factory. 

The most important single installation is the 
new battery of dry kilns, with 24 units of the 
atest type of fan operated reversible cross 
circulation kilns now under _ construction. 
Present kilns are being replaced unit by unit 
without interruption of production. The effect 
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of the new units, incorporating the latest de- 
velopments in drier operation, already is ap- 
parent in facilitating control of seasoning con- 
ditions and accurate determination of moisture 
content. The new kilns will have a daily 
capacity of approximately 300,000 feet. 


Throughout the past winter, Red River 
Lumber production was largely Ponderosa 
pine, but with the opening of the spring 


logging season, an area of sugar pine was 
entered. The 1936 output at Westwood is esti- 
mated at 140,000,000 feet, of which 40 percent 
will be sugar pine; 45 percent Ponderosa, and 
15 percent incense cedar and Douglas fir. 

The Westwood sawmill is running two 40- 
hour shifts per week, operating four head rigs 
and two horizontal resaws. The plywood fac- 
tory continues with three 40-hour shifts and a 
capacity of 200,000 square feet daily on a three- 
ply basis. 

During the past year a new sawmill, with a 
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daily capacity of 100,000 feet, has been built at 
Susanville, 25 miles east of Westwood, and the 
Red River railroad extended to that point. 
Production is scheduled to begin June 1, the 
mill being operated under lease by C. E. Hess, 
of Union, ‘Ore., cutting Red River logs; and 
the output going into Red River stock in addi- 
tion to that of the Westwood mill. 





Florida Mill Adds Six Big Diesel 


Crawler Tractors 


Bronson, Fia., May 18.—The Paterson-Mc- 
Innis Lumber Co., at Gulf Hammock, formerly 
the Grove-Dowling mill, recently added six 
giant Diesel-powered Caterpillar tractors to its 
equipment. Alex McInnis is president. The 
company is carrying between 500 and 600 em- 
ployees on its payrolls. 





100-200--100-A B C 


If you only have 100 pieces of ESSCO dimension of a certain 
size and length, you can’t fill an order for 200. That's as simple 


as ABC. 


Building operations are getting under way in your com- 
munity and everywhere, like the good old days, and unless 
you have those bins stocked up with ESSCO lumber you will 
miss some sales that rightfully belong to you. 


Mill stocks are becoming scarcer, orders have exceeded pro- 
duction for many weeks, more and more orders say “WIRE 
CAR NUMBER.”—It is merely common sense and good busi- 
ness to see that your lumber supply is complete AND IN YOUR 
BINS—It takes weeks to get ESSCO from the tree to your yard 
—BUT we can ship you some ESSCO NOW in a few days— 
What the situation will be later on as to stock and prices we 
can only guess, but based on trustworthy reports and the ap- 
pearance of our order file) STOCKS WILL BE BROKEN AND 


PRICES HIGHER. 


OBEY THAT IMPULSE—ORDER ESSCO NOW. 


ESSCO SOUTHERN PINE 
ESSCO KLAMATH SOFT PINE 
ESSCO HARDWOODS 

ESSCO WEST COAST WOODS 
ESSCO OAK FLOORING 


FXCHANGE SAWMILLS SaLes Co. 


1111 R. A. Long Building, 
KANSAS CITY, MO. 
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Interesting Events in Texas 


Elect New Association Head 


Houston, Tex., May 18.—At a_ special 
meeting of the board of directors of the Lum- 
bermen’s Association of Texas, held here May 
11, N. C. Hoyt, president of the W. H. Nor- 
ris Lumber Co., was elected president of the 
association and Carl E, Locke, general man- 
ager, A. L. Carter Lumber Co., Beaumont, 
Tex., was elected vice president. 

At the annual meeting of the association 
in Waco, W. M. Lingo, of Dallas, was elected 
president, but, having found it impossible for 
business reasons to assume the duties of the 
office, he requested the board of directors to 
elect some one else for that office. 

Mr. Hoyt is one of the best known lumber- 
men in Texas and has long been active in af- 
fairs of the association. The W. H. Norris 
Lumber Co., of which he is president, conducts 
a wholesale business, with headquarters in 
Houston, and operates in Texas a chain of 
twenty-four retail lumber yards. Having 
served as treasurer and as a member of the 
board of directors for several years, as well as 
actively participating in committee work, Mr. 
Hoyt is particularly well qualified to assume 
the duties of president of the association. 

Carl Locke also has been a director of the 
Lumbermen’s association and closely identified 
with the work of the organization. As general 
manager of the A. L. Carter Lumber Co. he 
has made that organization one of the out- 
standing retail lumber concerns in Texas. 


Organize New Commission Lumber 


Concern 


A recent important addition to the lumber 
fraternity of Texas is the commission lumber 


concern of Stallcup & Krauss which has an- 
nounced that it will enter business in Hous- 
ton on June 1. This partnership is composed 
of two widely known lumber salesmen both of 
whom for many years have been connected 
with the Industrial Lumber Co. Elizabeth La., 
of which Edward E. Krauss has been sales 
manager and Mr. Stallcup sales representa- 
tive in Texas. 

Mr. Krauss has been sales manager for the 
Industrial Lumber Co. for twenty-five years, 
during which time he has gained an enviable 
reputation among the retail lumber dealers and 
large industrial consumers of lumber. Mr. 
Stallcup has made Houston his headquarters 
for a number of years. Mr. Krauss will move 
his family from Elizabeth and establish his 
residence also in Houston. It is assumed that 
the new concern will represent the Industrial 
Lumber Co. in Texas territory and will also 
handle the accounts of some other important 
producers of southern pine, hardwoods and oak 
flooring. 

Succeeding Mr. Krauss as sales manager of 
the Industrial Lumber Co. at Elizabeth is L. 
W. Riggs, who has been connected with the 
company for twenty-five years and is well ac- 
quainted with its policies and its trade. 


Changes In Official Personnel 


Succeeding the late lamented Frank J. 
Womack, I. R. Palmer has been made vice 
president and treasurer of the Trinity River 
Lumber Co., of this city, and Harry Dean, 
who has so acceptably handled the sales of 
the company for many years, has been elected 
secretary. Mr. Palmer has been connected 
with the Trinity River Lumber Co. since Jan. 
1, 1909, when he started with it as assistant 
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bookkeeper, serving later as bookkeeper, 
cashier, auditor and secretary. There probably is 
not a more popular sales manager in the South 
than Harry Dean, who is well liked not only 
by his own trade but by his competitors as 
well. He has been connected with the com- 
pany since 1911. 

A new member of the official personnel of 
the company is Sam N. Beard, who has been 
made auditor. For the past four years he has 
been with Lynch-Davidson & Co., and before 
then, for nine years, was connected with the 
Foster-Buhmann Lumber Co. 


In assuming the duties of vice president and 
treasurer, Mr. Palmer says there will be no 
change in the policies of the company so ably 
planned and efficiently carried out under the 
direction of the late Frank J. Womack. 


The Trinity River Lumber Co. is owned by 
the Foster interests, and Ben B. Foster, of 
Kansas City, is president of the organization. 





Philippine Mahogany Imports 
Up 26 Percent 


Los ANGELES, CALIF., May 16.—Imports of 
Philippine mahogany and Philippine hardwoods 
into the United States in April, consigned to 
various ports, amounted to a total of 2,688,000 
board feet, one percent of which was logs. 
Total imports for the first four months of this 
year were 10,970,000 board feet, five percent of 
which was logs. For the same four months in 
1935, these imports amounted to 8,706,000 board 
feet, indicating an increase for the first four 
months of this year of 2,264,000 feet, or 26 
percent. 
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Unrivaled Beauty 
At Comparatively Low Cost 


In Philippine Mahogany you can supply your discriminating customers with a wood that has incompar- 
of, appearance—at comparatively low cost because of the great abundance of this 
superb timber in the Philippines, the low production cost and absence of import duties. 


No wonder this fine-grained, fine-textured wood is rapidly gaining in po 
States for interior trim and finish, doors, cabinet work, fixtures, furniture, 


That's why Philippine Mahogany offers you new sales opportunities—new avenues of profit. Let us tell 
i" Bhilippine Mahogany and send you a series of instructive bulletins—no obligation. A 
thorough understanding of the sales possibilities of Philippine Mahogany will mean worth-while extra profit 


for you. 
Write TODAY for full details. 
eee . ’ 
CABLE Philippine Mahogany Manufacturers’ Import Assn., Inc. prone: 
ADDRESS: TRADE PROMOTION DIVISION TWeher 
PHILPORT = sw. G, SCRIM, President 111 WEST SEVENTH STREET FJ. DUNBAR, Secretary nd Tresnurer 3585 


LOS ANGELES, CALIFORNIA 


PHILIPPINE MAHOGANY 
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cae planking and trim, pattern 


G. P. PURCHASE, Asst. Secretary—Treasurer 
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THE BUSINESS RECORD 








Business Changes 


ARKANSAS. Arkadelphia—W. P. Sturgis & 
Sons Lumber Co. succeeded by J. P. Sturgis Lum- 
ber Co. 

CALIFORNIA. Colton—Colton Lumber Co.: Cloyd 
H. Garner, of Escondido has purchased half inter- 
est of Richard Proctor; Mr. Garner and Walter 
Decker now compose the company. 

Santa Ana—Whitson Lumber Co. purchased by 
Hayw ard Lumber & Investment Co. of Los Angeles. 

FLORIDA. Jacksonville—C. C. Jones Lumber 
Co. name changed to Coastal Lumber Yards (Inc.), 
2642 Roselle St. 

ILLINOIS. Carterville—John B. 
ceeded by J. B. Samuel & Sons. 

Zion—Zion Institutions & Industries (Inc.) suc- 
ceeded by Zion Industries (Inc.). 

INDIANA. Elkhart—Elkhart Lumber & Supply 
Co. succeeded by Holdeman Lumber & Supply Corp. 


IOWA. Calmar—Calmar Lumber Co. sold to J. 
F. Anderson Lumber Co. of Minneapolis, Minn. 

KANSAS. Falun—Rose Lumber Co. succeeded by 
Falun Lumber Co. 

Farlington—Sleeth Lumber Co. succeeded by M. 
Cc. Sleeth. 

Treece—Hulett Lumber & Hardware Co. suc- 
ceeded by Coyne Lumber Co. of Miami, Okla. 

LOUISIANA. Crowley—Acadia Lumber Co. pur- 
chased by Dan H. Fruge and W. Hampton Burt 
from the P. G. LeBourgeois Estate, which will be 
operated as the Acadia Lumber Yard. 

MICHIGAN. Detroit—Pullum Bros. (Inc.) suc- 
ceeded by Pullum Frame Co., 12950 Lyndon St. 

Galesburg—Galesburg Coal & Lumber Co. pur- 
0 by Wirt M. Hazen (Inc.), of Three Rivers, 
Mich. 

MINNESOTA. Franklin— Hauser Lumber Co. 
branch yard here purchased by E. C. Lammers. 

Roscoe—Thomas Sauer Lumber Co. succeeded by 
John Sauer. 


OREGON. Gardiner—The Gardiner mill has been 
leased to John Gray. 

Bly—Crane Lumber Co.’s North Fork sawmill] has 
been taken over by the Ivory Pine Lumber Co. 
The new owners will continue to operate it on its 
present basis. The Ivory Pine Lumber Co. will 
continue its wholesale business from its Klamath 
Falls office. 

Salem—Salem Box Co. has changed its name to 
Salem Box & Manufacturing Co. 

Union—Oregon Trail Lumber Co. has been reor- 
ganized, W. E. Moore and C. E. Hess, formerly 
president and manager, having sold their interests 
in the company. Messrs. Moore and Hess have 
taken a lease on a new mill at Susanville, Calif. 
which is under joint ownership of the Red River 
Lumber Co., of Westwood, Calif, and the Spring- 
field Cedar Co., of Oakland, Calif. 

WISCONSIN. Eau Claire—Eau Claire Box & 
Lumber Co. succeeded by John H. Kaiser Co. 

Portage—Consumers Lumber & Coal Co. sold to 
Brittingham & Hixon Lumber Co. 


ENGLAND. Liverpool and London — Edward 
Chaloner & Co, changed style of firm to Edward 
Chaloner & Co. (Timber) Ltd., 34 and 86, Derby 
Road, Sandhills, Liverpool, beginning May 1, 1936. 


Trouble and Litigation 


COLORADO. Denver—At a foreclosure sale of 
the Denver and Alamosa County property of the 
McPhee & McGinnity Lumber Co., this city, the 
high bid was submitted by a committee of bond- 
holders. The sale was ordered recently by District 
Judge Charles C. Sackmann. Several bids on 
parcels of the property also were received. All 
bids will be submitted to the court for inspection. 

INDIANA. Evansville—Walter J. Foley has 
been named receiver for the Mechanics’ Planing 
Mill Co., and has been ordered to continue the 
operation of the planing mill 


Samuel suc- 


Incorporations 


CALIFORNIA. Fortuna—Redwood Products 
(Inc.), a split products firm. 

FLORIDA. Jacksonville—Steinhatchee Land & 
Timber Co. 

GEORGIA. Americus—G. A. Tye Sr. and Sons, 
Inc.; wholesale and retail lumber business and 
woodworking. 

INDIANA. Lexington—Lexington Coal Sales 
Corp.; to engage in coal, lumber and feed business. 

REITER. Louisville—West African Logging 

$50,000. 

eee Chesaning — Roycraft Coach Co.; 
$125,000; dealer in lumber and builders’ supplies at 
wholesale and retail, and manufacturer of buses 
and trailers. 

Detroit—Insulation Industries (Inc.), 415 Brain- 
ard Ave.; $20,000. To manufacture and deal in in- 
sulation supplies. 

Grand Ledge—Richmond veneee Co.; 
lumber and other forest products. 

Onte CAROLINA. Asheboro—General Lumber 

$50,000. Will deal in lumber and its eee. 

“je. . Smith Chair Co.; $24,0 

High Point—Wagner-Paris Veneer Co.; $100, 000. 

OHIO. Lakewood—Meyers Lumber Co. 

OREGON. Corvallis—C. & R. Lumber Co.; $2,500. 

Dorena—Durable Fir Lumber Co.; $50,000 

Eugene—Price Logging Co.; $5,000. 

Seaside—Lewis & Clark Boom Co.; $65,000. 

PENNSYLVANIA. Hughesville — Hughesville 


veneers, 


Manufacturing Co.; manufacturers of furniture. 

TEXAS. Houston—Otis Massey Co. incorporated 
to take over building material — of The Ay- 
cock Corp., 1318 Conti St.; $50,0 

Houston——Piney Creek Lumber . * ; $15,000; man- 
ufacturing. 

WASHINGTON. 
wood Co.; $200,000. 

Montesano—F. & F. Logging Co. 

Seattle—Gould Timber Co.; truck logging. 

Tacoma—Kennydale Lumber Co.; sawmill, 
$200,000. 

Wenatchee—Wenatchee Pine Manufacturing Co.; 
$50,000; timber products. 


New Ventures 


CALIFORNIA. Arcadia—T. O. Thompson has 
opened a retail yard under the name of Arcadia 
Lumber Co. 

Los Angeles—National Furniture Manufacturing 
Co., 2419 South Grand Ave. 

KANSAS. Harper—George S. Mills, of Nash, 
Okla., is erecting a new lumber yard here, on 
East Main St. 

LOUISIANA. New Orleans—Holloway House 
Wrecking Co. has started in retail business at 737 
South Broad St. 

MINNESOTA. Cokato—C, A. Ring will open a 
lumber and coal business here. 

NEBRASKA, Foster—William Reikofski, who 
recently purchased the grain elevator formerly 
operated by W. D. Boschult, is remodeling it and 
adding a stock of lumber. 

NEW YORK: Buffalo—Fougeron Lumber Co., 364 
Fougeron St.; Louis F. Wilhelm, proprietor. 

NORTH CAROLINA. Asheville—New Community 
Coal & Lumber Co., 543 McDowell St. 

OHIO. Woodville—Gordon Lumber Co., with 
main office at Oak Harbor, will open a _ branch 
lumber, paint and building material store here. 


PO cana Eugene—E. M. McCulloch Logging 


Bellingham—Bellingham Ply- 


Eugene—Oregon Lumber Sales Co. has engaged 
in business under management of Fred S. Stanley. 

Lebanon—The H. & H, Lumber Co. has engaged 
in business under management of G. E. Howland. 

Portland—George W. Fisher Lumber Co. has 
engaged in business at foot of Market St. 

Portland—Alfred Hugo Schmidt has engaged in 
business at 9030 N. Denver Ave., under name of 
Portland Shingle Co. 


WASHINGTON. Olympia — Thurston 
Lumber Co., 2314 East Fourth Ave. 

WISCONSIN. Milwaukee—Layton Park Wood- 
work Co., 2631 S. 31st St. 


Casualties 


CALIFORNIA. Elk—Sawmill of Jack Ross near 
here destroyed by fire, only the cut lumber being 
saved. The loss is estimated at $20,000, with no 
insurance. 


INDIANA. Bloomington—C. B. Townsend Lum- 
ber Co. sawmill destroyed by fire. The loss is 
estimated at $10,000, with no insurance. Some 
lumber and logs stacked near the mill were saved. 
Plan to rebuild. 

Edinburg—Dunlap & Co. lumber yard and office 
destroyed by fire, with loss estimated at $30,000, 
about one-third covered by insurance. Temporary 
offices and store rooms have been established. A 
new and modern plant will replace the one 
destroyed. 

Salem—wWeston Bros. Lumber Co. woodworking 
factory completely destroyed by fire. The plant 
was erected only a short time ago and was 
equipped with modern machinery. A large supply 
of dimension stock for shipment was stored in the 
Plant. The machinery and all other contents of 
the building were destroyed, with loss estimated at 
about $22,000, only partly insured. It is not known 
* — time whether or not the plant will be 
rebu 


MAINE. Eustis—Madawaska Lumber Co. saw- 
mill at Arnold Pond, 23 miles northwest of here, 
was destroyed by fire. The mill was built a year 
ago at a reported cost of $200,000. 

MISSOURI. Chillicothe—R. J. Hurley Lumber 
Co. was destroyed by fire; insured. The plant will 
be rebuilt on the old site. 

OREGON. Milwaukie—Milwaukie Shingle Co. 
mill section burned, with loss estimated at $10,000, 
partly insured. The plant will be rebult. Office 
and warehouse section saved. 

TEXAS, Corrigan—Edens-Birch Lumber Co. saw- 
mill destroyed by fire. It is reported the mill will 
be rebuilt on a larger scale. 


New Mills and Equipment 


KENTUCKY. Mayfield—King Specialty Manu- 
ane Co. plans rebuilding burned portion of 
plant. 

MISSISSIPPI. Bassfield—Lott & Riley Lumber 
Co. are erecting a new sawmill here, including a 
planer and a dry kiln. 

NORTH CAROLINA, Lexington—United Furni- 
ture Co. will rebuild recently burned furniture 
manufacturing plant. 

OREGON. Dorena—Durable Fir Lumber Co. 
plans erecting mill at mouth of Rat Creek 

Reedsport—Charles B. Sewell, J. F. W ynn and 
S. M. Harper, all of Klamath Falls, plan "erection 
of 50,000 feet capacity sawmill here. 

TEXAS. Dallas—Anchor Awning Co., 3921 Gas- 
ton Ave., has completed new building for manu- 
facturing Venetian blinds. 


County 
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Tacoma, Wash. 


WEST COAST WOODS—Belief that an in- 
crease of 50 cents a thousand in the east- 
bound intercoastal rate on lumber, effective 
July 1, will have little effect on the lumber 
market here, except to increase the favor- 
able differential under which British Colum- 
bia lumber is marketed, is expressed by 
operators here. Word of the increase was 
received here from San Francisco May 15. 
Under the new schedule, the intercoastal 
rate on lumber will be advanced to $13 a 
thousand on carload lots. It will be $13.50 a 
thousand on less-than-carload lots. The pres- 
ent rates are $12.50 and $13, respectively. 
There has been little change here in market 
conditions during the last fortnight, except 
that production is increasing somewhat, as 
is customary at this time of year. Domestic 
business, rail and water, continues to be 
comparatively brisk, with virtually no im- 
provement apparent in the European market. 
There is no scarcity in logs here, a situation 
in marked contrast to that prevailing south 
of here, along the Columbia River, where the 
log supply has been drastically curtailed by 
labor difficulties. 


San Francisco, Calif. 


COASTWISE MOVEMENT—Showing an in- 
crease of 50 million feet over the same period 


a year ago, the Pacific Coastwise Lumber 
Conference report of lumber deliveries for 
April from the Pacific Northwest to Cali- 
fornia ports is as follows: 
Feet 

PO POGMGIGEO 6 cc cacovccevervonres 24,417,800 
BOOGRtOR coceces 3,090,200 
COE ai vee res Ohne ECHO ORAS 181,400 


PS teen ew hha thastbateavae 
Santa Barbara .... 


353,800 
599,800 


i eentee te hehe Keke ee ee ae 633,600 
Rae SOE. a es caee ee teas 42,210,300 
SS euitetasevivesiusecene saad 2,890,700 


DE sb hebordaeRr se enenaeedee bes 74,377,600 
INTERCOASTAL Eastbound intercoastal 
rates on lumber will be advanced to $13 per 





thousand feet in carloads, and $13.50 per 
thousand feet in less-than-carloads, effec- 
tive on July 1, according to Intercoastal 
Freight Conference. The present inter- 
coastal lumber rates for the fourteen lines 
in the Conference are $12.50 per thousand 
feet in carloads, and $13 in less-than-car- 
loads. 


BUILDING—According to a recent tabula- 
tion for eighty-eight cities in the eleven 
western States, British Columbia and Hawaii, 
building permits registered a 45.5 percent 
gain in April over the corresponding month 
last year. 3uilding permits as reported by 
these eighty-eight cities totaled $17,922,600 
and comprised 10,792 permits, compared with 
$12,467,403 value and 8,500 permits in April, 
1935. The extent of speculative building in 
the home construction boom now in full 
swing in San Francisco is shown by the fol- 
lowing: From April 14 to May 14, inclusive, 
contractor-owners applied for building per- 
mits to eonstruct 66 frame dwellings with 
an average value of $4,000; the range of 
values was from $3,000 to $8,000; the permits 
were applied for in groups of from 2 to 9 
houses, with an average of 4 houses per con- 
tractor-owner. An uncounted number of 
single dwelling permits were asked for in 
the period by contractor-owners. Report 
from San Mateo (Calif.) indicates a $500,000 
development project is under way for the 
immediate erection of 100 new residences to 
be sold at not more than $4,000 each. 


REDWOOD—General demand is holding up 
well, with most mills extremely short on dry 
uppers. Local demand is very active, stocks 
are reported scarce, with prices very firm. 
Coast markets are calling for Clear A and B, 


dry. Eastern demand is very firm and hold- 
ing up well. The principal shipments are 
going east by rail to middle West and At- 


lantic Coast States. Some green and com- 
mon grades are going east by vessel. Dry 
tank and vat stock is scarce, demand ex- 


ceeding supply. Mills can not keep up with 
demand for dry lumber, and are just about 
keeping abreast with demand for common. 
The main competition at the moment is com- 
ing from Douglas fir and Ponderosa pine. 


DOUGLAS FIR—The demand for fir con- 
struction lumber in this market is increasing 
and prices are firming up. The WPA has 
been an important factor in fir demand and 
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is expected to continue so for the time being. 
Due chiefly to a large car construction order 
from the Pacific Fruit Express, demand for 
clear car material is heavy. 

PLY W0OOD—tThere is a good local demand 
for softwood plywoods. Current prices on 
softwood are weak and the same weakness 
is noted in the hardwood plywoods, demand 
for which is light. 


Portland, Ore. 


WEST COAST LOGGERS’ STRIKE—Some 
twenty-five logging camps in the Columbia 
River district are now shut down, but there 
was hope today that an agreement permit- 
ting resumption of operations may be reached 
before the end of the week. The operators 
insist on conducting the hiring halls, mak- 
ing no discrimination against union mem- 
bers. The principal objective of the strik- 
ers, it appears, is control of hiring through 
union halls. The visible supply of fir saw 
logs in the district was estimated as suf- 
ficient to keep the sawmills in operation 
for a period of ten days should the strike 
continue. The shutdown will then spread to 
the sawmills unless logs become available. 

While log quotations are somewhat uncer- 
tain, the basic prices that have been in ef- 
fect for the past several weeks are recog- 
nized as ruling. 

MARKET CONDITIONS—Domestic demand 
for fir, pine and spruce lumber is reported 
active, with that for spruce exceptionally 
good, but export business continues quiet. 


Seattle, Wash. 


WEST COAST WOODS—Although proba- 
bility of strikes appears to be more remote 
in western Washington, British Columbia is 
still having difficulty, and all the logging 
camps on the Columbia River are down. The 
men are fighting for the closed shop, and 
the employers refuse to deal with them until 
they return to work. 

RAIL—Demand has declined, and, for the 
first time in many weeks, prices are weaker, 
though improvement seems to have begun. 
The mills are resisting efforts to obtain con- 
cessions. The fir log market is as strong 
as ever and, with labor costs higher, mill 
owners desire to stand firm. Buying for rail 
shipment is mostly limited to immediate 
needs. The brightest spot is car material, 
which has been bought in sizable quantities, 
at firm prices. Mills need orders for No. 1 
common cutting; most of them have plenty 
of structural timber business on the books. 
Few buyers are taking advantage of the re- 
maining period during which the 72-cent rate 
is effective, to stock up at a saving, many 
feeling that the freight advantage would soon 
be eaten up in extra carrying charges. 


INTERCOASTAL—A reduction in volume 
of new business is reported, and the unfilled 
order files have been reduced 21 percent. 
Mill prices are strong but the c. i. f. market 
is weak. Canadian competition is proving 
a great annoyance. Reports from the East 
indicate that stocks are moving out of the 
yards in fair volume. Ship space is easy. 

CALIFORNIA—This market is softer, but 
prices, which are about the same as for At- 





lantic Coast, are holding. Ship space to 
California is easy. 

EXPORT—Demand from Japan is very 
slow. Prices are weaker than at any time 
in the past three months. China is more 
active and has placed some fair orders. 


Oriental freights remain the same. Baby 
squares to Japan move at $6 and large 
squares at $6.50. Lumber to China goes to 
Shanghai on a $7 rate, with $7.25 asked for 
the northern ports. With business from the 
Atlantic coast and California slower, mills 
are more eager for orders. The United 
Kingdom and Continent are buying only 
small quantities of clears, and prices are 
weaker. South America has placed some 
fair orders here. 

WESTERN RED CEDAR—The past ten 
days brought better business to the cedar 
mills but demand is not large. 
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SHINGLES—Slack demand has weakened 
prices, except on royals. Some mills are 
curtailing production, but others which have 
been down are starting up. There are no 
shingle strikes on the American side, but it 
is understood that shingle mills in British 
Columbia are operating under police protec- 
tion. The large surplus of Nos. 2 and 3 
which has existed for several months has 
been reduced somewhat through sales and 
lessened production. 


LOGS—One informant declares small fir 
logs are a little softer. Supplies of fir have 
improved. Hemlock is not as plentiful, and 
is a little stronger. Peelers and veneer logs 
continue very strong, although reports from 
other markets indicate demand for clears is 
weaker. Prices of logs are unchanged; with 
logging camps of Oregon and British Colum- 
bia on strike, prices may go higher. 


Birmingham, Ala. 


SOUTHERN PINE manufacturers in Ala- 
bama are increasing their production, many 
to full capacity, and some planing mills are 
operating part time night shifts. Stocks of 
dry lumber are almost exhausted, and every 
available inch of dry kiln space is being used 
for special stocks moving to governmental 
jobs. Order files were bulging with rush 
orders until the middle of the past week, 
when a lull seems to have started, and mills 
began chiseling their prices early this week. 
Mills cutting their prices as a rule are those 
whose products can not be grade marked, as 
required for Government purchases. No. 2 
common dimension S4S is quoted as follows 


by medium-sized mills: 2x4-inch, 8- to 14- 
foot, $17.50@22; 2x6-inch, 8- to 14-foot, 
$16.50@22; 2x8-inch by 10- to _ 14-foot, 


$17.50@22. All mills are asking $2 more for 
16-foot than for 12- and 14-foot. No. 2, 2x10- 
and 2x12-inch range from $19 to $28. No. 1 
flooring moved up to $35 for high, but 
B&better, 1x3- and 4-inch remains at $35, 
mill. No. 3 common held at $13, and No. 2 
remains $20. Longleaf dimension and heart 
content timbers advanced $2. Rift flooring 
can be sold at almost any price. 


Kansas City, Mo. 


SOUTHWEST MARKET—Generous rains 
accompanying mild spring weather nave been 
the outstanding development for all trade in 
this territory in the past two weeks. ‘The 
prospects for grain crops have been steadily 
improving since the damaging dry winter 
just past. Retail lumber sales in rural com- 
munities are reported to be the best in sev- 
eral years. Mills continue to work full 
schedules, but shipments are still falling be- 
hind new orders. Residence construction is 
in full swing, and in this vicinity is well 
ahead of first-of-the-year estimates. Resi- 
dential repair work has also been a promi- 
nent contributing factor to the increased re- 
tail sales. Line yards in the mid-continent 
oil field are chalking up important sales 
from the oil industry as a result of activity 
in oil production. 

SOUTHERN PINE—Shipments during the 
last two weeks were reported heavier than 
at any time this year, while order files con- 
tinue to pile up. Due to badly depleted mill 
stocks, difficulty is being experienced in se- 
curing many items. Many small mills are 
reported to be operating at capacity, while 
all are active. Prices have been steady, with 
a tendency for some items to seek a higher 
level. Heavy construction items have been 
in increased demand. Many retail orders are 
of the mixed variety, and mills have been 
forced to ask more time in filling them. Mills 
are sold close up on No. 3 boards, and in- 
creased prices are recorded. 


WESTERN PINES—The lull in activity in 
the market began the latter part of April 
and continued until a few days ago, when a 
sudden upturn was noted. Large sash and 
door companies are buying good quantities 
again for their summer requirements, while 
demand from planing mills for clear con- 
tinues steady. Both shop and yard stoek are 
in good demand with sizable orders being re- 
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eeived from yards in the oil producing terri- 
tory. Orders from eastern industrials have 
contributed greatly to the present activity. 
DOUGLAS FIR—With river work getting 
under way, fir piling has been in fair demand. 
Increased sales volume is reported for most 
items, with indications that further gains 
will be made. It is noted that individual 
orders are increasing in size. Prices are hold- 
ing well, with a slight upward tendency. 


HARDWOODS—The market has taken on 
a firmer tone. Floods have curtailed produc- 
tion somewhat, resulting in a scarcity of 
certain items. Quartered and plain oak have 
been in increased demand, and other items 
are attracting more attention. Prices have 
been generally steady, with slight increases 
chalked up for a few items. 


Warren, Ark. 


ARKANSAS SOFT PINE—Bookings lagged 
early this month but are showing some im- 
provement and now are equal to current 
shipments and slightly ahead of production. 
Planing mills have been running full time. 
Dealers located in the CFA and Eastern ter- 
ritory are already placing orders to be 
shipped by June 30, in order to get delivery 
before freight rates are advanced. The mills 
anticipate having all the business they can 
handle, at least prior to expiration of pres- 
ent rates, but believe that thereafter they 
will be seriously handicapped in competing 
with western woods. Mixed orders continue 
to predominate, and most are placed with the 
request that immediate shipment be made. 
Items that have been scarce for some time 
are still in low supply. Several mills con- 
tinue to limit the sale of 1x4-, 6-, 8-, and 
12-inch B&better to 1,500 feet a car, similar 
limits being placed on 5/4 and 8/4x12-inch 
and 8/4x10-inch B&better finish. Most other 
items of thick finish are in low supply, 5/ 
and 6/4 door jamb stock being particularly 
short. Current orders are taking all items 
of edge grain flooring as fast as they can be 
produced. Some mills complain of not being 
able to make enough 3-inch flat grain floor- 
ing in standard lengths to take care of de- 
mand. The supply is easier in 1x6-, 8- and 
10-inch No. 2 and 1x6- to 12-inch and 2x4- 
and 6-inch No. 2, but there is no surplus and 
mills prefer not to have orders for more than 
10,000 feet of any one item where prompt 
shipment is required. Small-mill operators 
are enjoying a satisfactory business, having 
had more stock in shipping condition the past 
two weeks than for several months, but only 
a few report any actual surplus of staple 
items. Inquiries now afloat for 1x4- and 
6-inch B&better car siding and lining will 
take practically all the available stocks that 
can be shipped for the next six weeks. Prices 
average better on these items than they were 
60 days ago. All grades of lath have been in 
very good demand, with No. 2 exceedingly 
scarce. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—There has been 
a decided improvement in volume of business 
from both domestic and foreign consumers. 
The majority of sellers report prices satisfac- 
tory, with an upward tendency. Though with 
better weather the mills throughout the en- 
tire southern territory are running full time, 
orders and shipments have exceeded produc- 
tion. The domestic market, which slowed up 
somewhat in April, has shown considerable 
improvement recently. Furniture manufac- 
turers are again taking a nice volume, as are 
also manufacturers of radio cabinets. Most 
woodworking plants are reported working 
full time, with nice order files. The majority 
of these buyers have begun to realize that 
Prices are as low as they will be for some 
time, and want to secure their requirements 
for at least a few months ahead. The auto- 
mobile body manufacturers have been taking 
considerable hardwood, but as the time for 
introduction of new models is near, they are 
slowing up in their buying to some extent. 
There has been a renewed demand for box 
and crate material. Retail dealers are order- 
ing a nice volume of hardwoods for the re- 
pair work that is going on. Flooring fac- 
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tories are not quite as busy and are not buy- 
ing in quantity, but recently they absorbed 
all the rough stock available; they are inter- 
ested in bargains, however. A good volume 
of orders is coming from interior trim plants. 
A marked improvement in volume of over- 
seas business, particularly from England, is 
noted, and buyers are willing to pay better 
prices. With weather conditions favorable, 
log supply is ample. 


Cincinnati, Ohio 


HARDWOODS—In April, stocks of hard- 
wood at Appalachian mills decreased fully 
one percent indicating that orders and ship- 
ments were running an average of 10 to 12 
percent over production. Sales reports for 
the past two weeks showed a general slack- 
ening in business. There was a steady run 
of mostly small orders, but little future buy- 
ing. Prices continued firm on account of the 
scarcity of many items principally the 
thicker sizes of Appalachian white oak, ash, 
maple, sap gum and basswood, and all sizes 
of sound wormy oak and chestnut. Whole- 
salers reported that furniture factories had 
let up in their buying, awaiting reports from 
the Chicago and Grand Rapids furniture 
markets. They were taking poplar, oak and 
hard maple in small lots. Dealers were ex- 
pecting general improvement in orders in 
June and early July. Flooring orders were 
keeping about even with the April volume, 
and prices continued firm, with supplies of 
rough Appalachian white oak scarce, though 
red oak was available. Business from the 
automobile factories and body builders also 
was quieter. A fair run of retail yard 
orders was reported. 


SOFTWOODS—Both country and city re- 
tail yard buying of yellow pine and cypress 
continued large. Wholesalers were doing 
the biggest business of the past six years, 
and there seemed to be a continuous stream 
of orders of all kinds. Both repair work and 
new construction were on the upgrade, and 
dealers were having difficulty in getting 
enough common lumber and dimension to 
supply the demand. Prices were higher in 
the scarcer items and generally stiffer. This 
was particularly true of cypress, mill stocks 
of both red and yellow being broken. Whole- 
salers said that yellow pine mills were unable 
to supply straight cars of many items, and 
that orders for mixed cars were difficult 
to fill. 


New Orleans, La. 


SOUTHERN PINE—Orders, according to 
the latest barometer of the Southern Pine 
Association, were 9 percent better than the 
week before, but shipments were 18 percent 
below, and production was 5 percent less. 
These reports from 125 mills justify the 
statement of the wholesalers in New Orleans 
that there is no change in conditions. The 
retail dealers are having a good business, 
but some of them say that there is active 
competition by contractors on each new 
job that comes out for bids. The demand 
continues strong for Nos. 2 and 3 boards, and 
it is difficult to locate a mill that will ship 
full cars of any length. Production sched- 
ules of the mills do not indicate that there 
will be an easing of this situation for some 
time. There is no change in the volume of 
sales of timbers. Lath are becoming scarce, 
so that some mills can furnish only small 
quantities, and are limiting their acceptances 
of orders. Lath had been accumulating at 
the mills for several months on account of 
lack of call for them, but, with the increase 
in building, they are needed. No dry lath 
are available. Average mill prices for yard 
and shed stock and timbers, as secured in 
March by members of one of the statistical 
exchanges, were $24.13, and in April, $24.65, 
an increase of 52 cents, which indicates that 
prices are firm and there is no tendency to- 
wards marked advances or declines. 

HARDWOODS—On account of a lull in 
export demand, total is not large. The trade 
agreement between the United States and 
France includes logs and lumber, so it is ex- 
pected that there will soon be a market in 
France, provided it settles its monetary 
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affairs. France has had a quota system in 
force for a long time. French business has 
been unsatisfactory, because the buyer did 
not know whether he would be allowed to 
receive his lumber, notwithstanding his per- 
mit, for it was subject to recall, then he 
would have to cable over here to hold up the 
shipment. There are many orders on the 
books of the exporters and the sawmills 
waiting for firm instructions to ship. De- 
mand is depleting the stocks of dry lumber. 
It will be impossible for the mills, at the 
rate they are cutting, to accumulate any dry 
stocks for three months, and it will be many 
months before they can have a normal 
supply. There has been no tendency to in- 
crease the running time of mills; they are 
operating according to local conditions. 


DOUGLAS FIR—A retailer, who carries a 
stock of fir lumber, says that he is selling 
some boards and long dimension, also some 
flooring, because it is sold for less than pine. 
A wholesale yard here reports a good busi- 
ness in the territory that it covers, particu- 
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larly with city yards in States east of the supp 
Mississippi river and for Government re- othe 
quirements. Prices are advancing. crop 
CYPRESS—The same items reported diffi- both 
cult to obtain for the last several weeks, are ment 
still scarce, and the situation is worse on load 
account of further depletion of stocks as were 
orders are filled. There is a very healthy [F. J. Caulkins] April advance of 25 cents to $4.25, and the 
demand. clears are active and firm at $3.50; 2nd clears since 
J k ill FI Boston, Mass., May 18.—The movement of are less active at $3, and the clear walls sume 
acksonvilie, ria. lumber from the retail yards continues to in- at $2.85@2.90. Of the West Coast red cedars, num 
SOUTHEAST TRADE—The movement has crease steadily. Reports from all sections of most distributors now have a fair supply in by s 
quieted down to a steady basis. Firm prices the State are quite uniform on that score, and — ge . os of late 
prevail. Several items are still short, al- a check-up of building permits at the 55 larger — a e No. 1, 18-ineh Per- strik 
theugh endl f th i h “ fections sell at $4.81, and the 16-inch kiln cee 
pager gee yp Benes Po wg = centers in Massachusetts supplies the reason gried XXXXX No. 1 at $4.53; No. 2, $3.62, and sect 
output of pe ef Gam & he than their for this growth in sales activity. For April, No. 3, $2.82. For air dried lots, deduct 10 a 
shipments. the total estimated cost represented in these cents from above quotations. Ti 
EXPORTS — Political conditions abroad building permits was 14 percent above the EASTERN HARDWOODS—Available sup- Whe 
continue to result in hand-to-mouth buying March total, and 21 percent better than in plies of the chief staples—birch and maple— retul 
generally speaking. Inquiries from theConti- April one year ago, For the first four months at the mills are well sold up, with the price ing 
nent and the United Kingdom for hardwoods | of the year, the total for all classes of per- situation firmly in the hands of the shippers. venti 
are reported, in addition to calls for pine mits was $14,132,668, against $7,867,184 in the In this column two weeks ago it was noted N. 
from certain sections in South Africa where corresponding period in 1935. that the old No. 2 grade of cross-cut 2-inch of § 
the gold mines again are functioning. _ maple heel stock had been moved up to $85 7 
Advices today to Boston offices from repre-  ¢o5r th t elect 
CYPRESS—What is pronounced to be a sentatives on the West Coast indicate unset- jarge shipper has. oi oe A 
temporary slowing down is reported by the eq diti hich th weet F large shipper has moved his price to $90, A 
cypress folks, who state, however, there is ed conditions which threaten to sharply cur and it is said that others will follow. Com- Regi 
still a good demand and that prices are firm. tail the log supply in some, perhaps many, sec- mon and select 2-inch maple in full length the 
The larger mills aver that orders are just tions, and shut down the mills. plank, kiln dried, have been moved up to ciati 
about as good as those recorded last month, WEST COAST FIR AND HEMLOCK—Keen $78@60, with the air dried at $70@72. The Stre 
and decidedly better than during the same cmt laaan wah suaeas alee furniture factories are bidding sharply for Lele 
period & year age. Shinmente are said te be ’ supplies, and it is reported that several of ~ 
ahead of production. tions of independence and price strength at the larger wood heel shops have already Coll 
: : the West Coast centers, fairly reflect the pjaced their orders for next season’s supply was 
HARDWOOD—There has been a slight’ status of the market at the moment. There of maple, in anticipation of probable scarcit | 
let-up in buying as furniture plants are not isa freer movement of lumber from the yards and a stronger rice level ’ on = 
og 2 eae ——_ R Inventories are said to the jobs than at any time within two years, ° ‘ ree 
o be broken, although some improvement’ and, though the dealers express real optimism 1as 
has been shown recently in dry stocks. Quo- as to current and probable mid-summer vol- NEW YORK N Y tees. 
tations remain firm. ume, they are applying caution to their com- . eae eral 
SOUTHERN PINE—There hasn’t been an mitments in the form of round-lot orders for : ° : , 
let-down in the demand during the past fort. delivery two and three months hence. They Business at the retail yards, which developed = 
night. Practically every item is still selling Will pick up unsold parcels as they arrive, 4 Spring rush with the arrival of settled warm ; 
rapidly at satisfactory prices. Stocks are oF piece out their holdings by taking smaller weather two weeks ago, continues to expand, the 
still scarce. While railroad buying is not yet lots from the distribution yards. Water re- and already has attained a volume well ahead with 
- to autietontions, there have been a few —— ag erty me ae were manny of that of any of the last three seasons at SOCK 
orders repo wi : : : : 
rent bina pb gcondn : ere. . = =e seg ee — _~ sce aie tenet this date. Right here in the city, the yards are 
SHING } —Prices are reported eres i moving a good volume of flooring and finish, 
to be strong, as the demand continues to Om¢ year ago. A check-up indicates light hut claten that thie ci 5 tena ° hich! Tv) 
grow. arrivals through May, and wholesale distrib- ut claim that this Class of business 1s so highly = 
° utors feel that the heavy receipts in March Competitive that the well equipped yards find bull 
Baltimore, Md. and April will be fully absorbed before more difficulty in winning a fair margin of profit enna 
unsold lots appear. The call is chiefly for r i i i it 
NORTH CAROLINA PINE—Business with fir @imension and fir and hemlock beards. rc Ag a cog ag Hey soi peed 
the distributors continues brisk, with con- There is littlke demand for hemlock dimen- jp, ¢h cl & pe ay ang Comm 
struction work proceeding on an impressive sion. The freight rate, effective July 1, in the cost £ ass ranging from $10,000 to $20,- dwe 
scale, and home building forging ahead faster moves up to $13, and the f. a. s. discount at 000, are piling up, and there is little complaint rein 
than for years. Prices, it is said, have become the mills is very firm at $10@10.50. Most of lack of funds at the loaning banks for such ~~ 
about stabilized, with the mills finding aready purchases are made at the latter figure, but projects. Reports from the residential sec- Bess 
comand for their output and evidently satis- buyers insist that the $11 discount has en- tions of New Jersey indicate that a robust “Sy 
as to the returns. There has been as yet tirely disappeared. March arrivals at Provi- building boom is in progress, and that the call 
no unusual increase in the assortments avail- dence State pier totaled 1,400,000 feet, and for carpenters h h ted th 1 In th F 
able here, the arrivals being distributed about late in April the Wilsolo dropped 485,175 feet 1 Paes She Can cary. 6 Lun 
as fast as they come in, while the mills have at that point. Receipts at Albany in April Bloomfield district, more than 200 new homes its 
been in a position to augment their production totaled 16,136,000 feet; at State Pier, Portland, 4°¢ Now being built, and 300 are going up in May 
by favorable weather. Me., 352,000 feet. hae Tenafly is adding 150, and Plainfield pine 
LONGLEAF PINE—The movement affords i : as 40 in process of construction, with 400 Mic’ 
much encouragement to dealers, who are get- in aa te eae ae = age —_— more planned. Out beyond Newark, in the ex- ore 
ae — in sufficient volume to keep them report full order files, calling for current cut- clusive suburb of Westfield, between 40 and fror 
preted aan niga the buyers willing to pay ting of dimension lots. Industrial orders 50 new homes are going up. The writer visited a 
, : have not kept pace with building schedules, one of these locations last week. An expert of t 
CYPRESS—The demand is keeping up in a upon which latter activities center at the framer, with a youn apprentice as a helper, 
satisfactory way. Withdrawals of lumber moment. This is explained on the ground tituted th areal for this $15.- ph 
proceed regularly, with the assortments in ‘that industrial business is less seasonal than constituted the construction crew for this $15, — 
the yards generally moderate, and producers’ is building, which is now at the peak of the 000 house, and the contractor volunteered the C. 
are obtaining satisfactory prices. spring drive. The April 1 advance of $1 to ‘formation that it was next to impossible to awe 
DOUGLAS FIR—Stocks are being movea #2 in dimension prices is being rigidly main- secure adequate crews of trained workers. Most afte 
perhaps on an increasing scale, with receipts t@ined by mills and local wholesale offices. of the construction projects in Jersey are of the am 
in larger volume. Railroads are still carrying The Smaller scantling sizes, 2x3- and 2x4- speculative type, chiefly single homes in de- ing 
a good proportion of this traffic, but, as the — oe ~ — — re are held  yelopment areas. _ 
most urgent requirements are satisfied, the 2 » Ww e 2x6-inch at $35; 8-inch, istributi tai 
movement is being transferred to water %%6@37; 10-inch, $39@40, and 12-inch, $41@42. Local distribution of fir and hemlock, =e ter, 
routes. A good driving pitch on most of the Maine {rom —, gg = _ = Rot 
, = : ‘ and New Brunswick rivers brought the logs tive thus far in May, bu oKings im 10Ca Rot 
oun paler aaa po Ag ye: al 7 to the mill booms in record time and at a wholesale offices in the form of round-lot or- - 
tatideen Son tan bean Soke ee ae mininum driving cost. For spruce boards ders for mill shipment have been disappoint- win 
acceptable prices, Production has not yet — ee ae dry lots are scarce ingly light. Leading distributors here feel that ioe 
reached a point where the offerings might be prompt yor an dl eo ba agg a Rg that situation will be reversed as soon as local £00 
regarded as liberal, and scarcity of some items Pinch stock width beards cell ai on stocks are worked down. There has been some moi 
et ag 9 Beg Re ng Ry ent $32@33. Most sales of the 5-inch and up Uncertainty, due to labor troubles on the West tur 
shortage of supplies. Stocks of “ne covering boards are at $28@29, with an oc- Coast and the probable trend of vessel rates. He 
i we icon guaie haem ten feasemee casional lot going as low as $27. For 2- and This latter factor has been definitely settled tg 
slowly. 38-inch furring, the price is uniformly $28@29. for a time at least, as the conference officials ind 
SASH AND DOORS—Business last year re- LATH AND SHINGLES—The call for spruce met here last week and fixed the intercoastal | 
corded a very sharp gain over the previous /#th continues strong, and the supply decid- rate per thousand feet at $13, effective July 1, fe. 
year, and 1936 promises substantial gain = ates, 09 maak a that stoners urge an advance of 50 cents over the rate a age 
over . Leading distributors of millwork = n full-car orders until i i it : 
have more than doubled their business, ang Production catches up with demand. The — wg og ant yoy ice et 
the tendency is still upward. Prices, of standard 1%-inch size is firm at $4.75, deliv- the mills on the West Coast in a strong pri = lun 
course, have improved with the expansion in ¢@T@d at Boston rate points, with the 1% at position, and the vessel owners moving pe like 
wolame. $5.10@5.25. Demand for eastern white cedar higher rate level, it is felt that the yards wil sane 
(Gentiened on Pane. 000 shingles is active, and the supply at the mills now be inclined to anticipate their summer V 
ag is not excessive. The extra grade holds the needs by placing mill orders to insure adequate 








, 1936 


> 


1d the 
clears 
walls 
edars, 
ply in 
ent of 
1 Per- 
1 kiln 
2, and 
uct 10 


» sup- 
laple— 
= price 
ippers. 
, noted 
2-inch 
to $85 
st one 
to $90, 
Com- 
length 
up to 
The 
ily for 
eral of 
rlready 
supply 
carcity 


veloped 
d warm 
expand, 
1 ahead 
sons at 
rds are 
1 finish, 
)» highly 
rds find 
f profit 
sidential 
: homes, 
to $20,- 
omplaint 
for such 
ial sec- 
| robust 
the call 

In the 
y homes 
iz up in 
ainfeld 
vith 406 
| the ex- 
40 and 
rr visited 
n expert 
1 helper, 
his $15,- 
ered the 
ssible to 
‘rs. Most 
re of the 
s in de- 


ck, both 
been ac- 
in local 
d-lot or- 
sappoint- 
feel that 
. as local 
een some 
the West 
sel rates. 
y settled 
> officials 
tercoastal 
e July 1, 
that had 
rs. With 
ong price 
ing to a 
rards will 

summer 
- adequate 








May 23, 1936 


supplies through the next six months. On the 
other hand, labor troubles are continually 
cropping up on the West Coast to embarrass 
both mill operation and the loading and move- 
ment of vessels. Last week several vessels 
loading intercoastal cargoes on the West Coast 
were held up by fresh union demands that have 
since been settled, and loading has been re- 
sumed. In the Columbia River section a 
number of the larger mills have been closed 
by strikes of the mill and logging crews, and 
late advices indicate a growing fear that this 
strike fever will spread into the Puget Sound 
section, though at the moment all mills there 
are active. 

The headquarters of National-American 
Wholesale Lumber Association in 42nd Street 
returns to normal operation this week, follow- 
ing the association’s forty-fourth annual con- 
vention at Atlantic City last week, when Otis 
N. Shepard, manager of the New York office 
of Shepard & Morse Lumber Co., was re- 
elected to the office of president. 


A special honor has just been bestowed upon 
Reginald T. Titus, secretary and manager of 
the Intercoastal Lumber Distributors’ Asso- 
ciation, whose offices are at 155 East 44th 
Street. He has been appointed by Governor 
Lehman as a trustee of the New York State 
College of Forestry at Syracuse, from which he 
was graduated in 1924 with the degrees Bach- 
elor of Science and Master of Forestry. This is 
the first case where an alumnus of the school 
has been called to serve on the board of trus- 
tees. Mr. Titus, following graduation saw sev- 
eral years service as a field representative with 
the West Coast Lumbermen’s Association later 
with the Red Cedar Shingle Bureau, and for 
the past two or three years has been active 
with the Intercoastal Lumber Distributors’ As- 


sociation. 
Buffalo, N. Y. 


The lumber trade is showing some improve- 
ment, though it is still called “spotty.” Local 
building operations are not on any extensive 
scale, though more satisfactory than they 
were a few weeks ago. Much of the local 
demand is for repairing or remodeling of 
dwellings, but, in the suburbs of this and 
some other large cities of the State, the erec- 
tion of new dwellings is being carried out on 
a fairly large scale. Lumber prices are hold- 
ing steady in most cases, though some items 
in yellow pine are reported a little easier. 


FIRST LAKE CARGO—The R. T. Jones 
Lumber Co., North Tonawanda, N. Y., received 
its first Lake lumber cargo of the season on 
May 12. It consisted of 1,175,000 feet of white 
pine from Owen Sound, Ont., on the lighter 
Michigan. This is one of five or six boats which 
are bringing about 7,000,000 feet of lumber 
from Owen Sound to the Jones yard this sea- 
son. This amount will exceed the entire 
amount during either 1931 or 1932. Business 
of the Jones company is running at the best 
level since 1929, and further improvement is 
expected. 


CANADIAN LUMBER TRAFFIC— The 
awakening of the Canadian lumber industry, 
after several years of depression, is causing 
a marked increase in freight traffic, accord- 
ing to A. B. McNaughton, superintendent of 
the Ottawa division of the Canadian National 
Railways. He made the statement at Roches- 
ter, N. Y., where he was one of twenty-two 
totarians from Ottawa in attendance at a 
Rotary convention, May 18 and 19. 


HARDWOODS—The demand does not have 
quite as much snap as wholesalers had hoped 
for. Some wholesalers call trade reasonably 
f00d and likely to reach a larger total this 
month than in April. The holding of furni- 
ture shows has been delaying orders, but the 
results at these shows have exceeded expecta- 
tions, and more hardwood business is likely 
to be forthcoming soon from the furniture 
industry. 


NORTHERN PINE—The demand has some- 
what improved this month, and the outlook 
is regarded as favorable by wholesalers, who 
are increasing their stocks. The amount of 
lumber available at Canadian mills is not 
likely to be at all heavy this year, and a firm 
market is looked for. 


WESTERN PINES are maintaining a firm 
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tone, and a little increasing strength is re- 
ported in Ponderosa, because of better busi- 
ness in the West, with which the trade in this 
section compares unfavorably. Retailers are 
buying about as lumber is needed, and are 
generally finding their trade this month bet- 
ter than last month. 


Norfolk, Va. 


NORTH CAROLINA SHORTLEAF — The 
market has been more or less disturbed. 
Water-shipping mills have been booking a 
lot of new business at good prices, and are 
very bullish. Mills limited to rail deliveries 
have not found business so brisk, and more 
stock is being offered. Owing to the weather 
being unfavorable to crop growth, farm de- 
mand has been very spotty, and no section 
either in the East or North has been buying 
very heavily. The wood preserving com- 
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panies have been very busy since the first 
of the year and have plenty of business on 
their books from railroads, large industrial 
plants etc., so will have to buy a lot of lum- 
ber. Government projects have been taking 
a good volume. Mills, large and small, have 
been able to “get going” recently, and pro- 
duction of small framing has increased, but 
the southern yards do not seem to be so eager 
for stock, though summer improvement in 
their buying is- forecast. Air dried roofer 
demand has been light, and more stock is 
offered. Good air dried roofers in 6-, 8- and 
10-inch widths were rather soft at $16 f. o. b. 
cars, Georgia Main Line rate. Prices on 
small framing, dressed, have kept firm but 
more small-mill stock is nearly ready for 
marketing. Demand for good air dried and 
kiln dried 4/4 edge box continues very good, 
but box plants are offered more lumber; they 
are disposed to pay prevailing prices if fur- 
nished good service. 
































What a Difference DOWICIDE Makesl 
Note how clean and free from stain the 


boards on the left are . . . they were 
treated with DOWICIDE. 


SPECIFY 


(IT DOESNT COSTA ) 
PENNY MORE TO SUPPLY 
YOUR CUSTOMERS WITH 
DOWICIDE TREATED 
PERMANENTLY BRIGHT 





LUMBER 
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DOWICIDE-TREATED LUMBER 


MORE PROFIT and SATISFIED CUSTOMERS 
are yours when you sell clean, BRIGHT LUM- 
BER treated with DOWICIDE. No sap stain 
no mold . . . no objectionable 
brownish cast. The natural grain and color 
of the wood is fully preserved. 


DOWICIDE-TREATED lumber retains its beauty 
and brightness indefinitely, unmmarred by 
mold or stain inside or out. When you buy 
it you get more for your money and when 
you sell it you give more for the money. 
When you buy lumber—pine or hardwood— 
be sure to specify “DOWICIDE-TREATED.” 


DOWICIDE is manufactured by the Dow Chemical Company, Midland, Mich. 


Write for copy of folder giving specifications for inexpensive 
treating equipment and further information on DOWICIDE. 


DOWICIDE 


Distributed and Serviced by 


A. D. CHAPMAN & COMPANY, 


New Orleans, La. 


Inc. 
Chicago, Ill. 
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Milton V. Jones of the Redwood Sales Co., 
San Francisco, was in Baltimore, Md., May 
14, while on a tour of the Last. 

Purnell Johnson of the J. F. Johnson Lum- 
ber Co., Glen Burnie, Md., underwent an op- 
eration recently for appendicitis in a Baltimore 
hospital, 

The Insulite Co. has moved its Chicago office 
from Room 2053 Conway Building, 111 West 
Washington Street, to Room 1100, at 205 West 
Wacker Drive. 

The cities of Chicago, Detroit, New York 
and Philadelphia will be visited by A. 5. 
Murphy, president Pacific Lumber Co., San 
Francisco, on a three weeks’ business trip. 


John Welsh, owner Welsh Lumber Co., 
manufacturer of hardwood lumber at Memphis, 
Tenn., and his wife returned home May 13 
after spending a few days in Chicago. 

B. 1. Ruhmer, sales manager of C. M. 
Christiansen Co., Phelps, Wis., stopped to call 
on friends in Chicago, May 8, while en route 
home from New York City. 

Charles R. Black, of J. W. Black Lumber 
Co., Corning, Ark., was elected a delegate 
from his State, to the Republican national 
convention from the First Congressional dis- 
trict, 

The Wallin-Dickey & Rich Lumber Co, 
Earl, Ark., is having a new shed, 100x120, 
added to its yard. The store room, measuring 
50x100 feet, will have a front of plate glass 
windows. 

E. A, Thornton of the E. A. Thornton Lum- 
ber Co., Chicago, and Mrs. Thornton spent 
the past week-end visiting Kalamazoo, Allegan 
and other cities in lower Michigan in which he 
does business, 

In a recent primary election, Harold S. 
Hunter, of the Hunter Lumber Co., Griggs- 
ville, Lll., was nominated as a Republican can- 
didate for State senator. Mr. Hunter carried 
every county in his district. 

E. L. Green, vice president in charge of sales 
for Union Lumber Co., San Francisco, has been 
visiting customers and representatives in the 
Midwest and on the Atlantic Coast. He ex- 
pects to return home about June 15. 


Charles Gill of the Gill Hardwoud Co., Chi- 
cago, returned home recently after a trip 
through the South. Mrs. Gill was forced to 
remain for a while in a hospital at Tyler, 
Texas, when she became ill on the trip. 


Mr. and Mrs. M. L. Sigman, Monticello, 
Ark., left recently for Coronoda, Calif. Mr. 
Sigman, a stave manufacturer, will be away 
two months, and plans to go to New York and 
other eastern cities, also, before returning home. 


H. A. Crane, a representative of various 


mills with an office at Towson, Md., visited 
the plant of the E. L. Bruce Co., Memphis, 


Tenn., recently. 
Rock, Ark., 
Miss. 

H, A. Black, who has been associated with the 
lumber industry in Iowa and Colorado all of 
his business life, has taken a position with the 
McNeel Lumber Co., Caldwell, Ida., where he 
will have charge of plan service and estimat- 
ing of contracts. 

The Whitson Lumber Co., at Santa Ana, 
Calif., has been purchased by the Hayward 
Lumber & Investment Co., Los Angeles. The 
purchasers are adding a complete building ma- 
terial store to the yard. Ralph J. Fell has been 
named resident manager. 


The Charles R. McCormick Lumber Co, has 
announced the consolidation of its eastern lum- 


He extended his trip to Little 
Nashville, Tenn., and Laurel, 


_ Berwyn, IIL, 


ber sales offices at 110 East 42nd Street, New 
York City, this consolidation having become 
effective May 1. A. P. Leatherbury is Atlantic 
Coast manager for the company. 


L. N. Hobbs has returned to the American 
Pitch Pine Export Co., New Orleans, as man- 
ager of European and South American pine 
sales. He was with the company for many 
years in the same capacity, but left the first of 
the year to join the Great Southern Lumber 
Co. 


Frank C. Storton, well known veneer and 
lumberman of Evansville, Ind., has been nomi- 
nated by the Republican party for State sena- 
tor from Vanderburgh County. Mr. Storton 
is an active member of the Evansville Lumber- 
men’s Club, and favorably known in south- 
eastern Indiana. 


The B. Goedde & Co. (Inc.), East St. Louis, 
Ill, is sponsoring a girls softball team this 
summer for the third consecutive year. In 
1935, the team finished in the runner-up posi- 
tion in league play, and two years ago it cap- 
tured the title. Several new players have been 
added this season. 


William Reynolds has resigned as auditor of 
the Grays Harbor branch of the National Bank 
of Commerce, of Seattle, to become office man- 
ager for the new West Coast Plywood Co., 
which is building a large plywood mill at 
Aberdeen, Wash. He will organize the com- 
pany’s office staff. 


William H. Bryan, who for the past fifteen 
years has been associated with the Long-Bell 
Lumber Co. as district sales manager covering 
Maryland, Virginia, the District of Columbia, 
and southern Pennsylvania, has severed his con- 
nection with that company and is now associa- 
ted with the Addington-Beaman nana Co., 
Norfolk, Va. 


Charles G. Sheppard, president of the Lou- 
isiana Central Lumber Company, Clarks, La., 
has been appointed a member of a special com- 
mittee of the United States Chamber of Com- 
merce to make a study of the possibilities of 
still further expanding private employment. 
Outline of the program of work will be an- 
nounced shortly. 


Following the retirement from active busi- 
ness of C. H. Coyle, P. J. Willis has been 
elected president of the Berwyn Lumber Co., 
of which he has been vice presi- 
dent and general manager for the past twelve 
years. Although retiring from active business, 
Mr. Coyle will continue as secretary of the 
Berwyn Lumber Co. 


The 1936 edition of the National Hardwood 
Lumber Association handbook, just distributed 
to members of that organization, contains the 
official list of members, including all who were 
enrolled May 1, 1936. In addition to going to 
all the members of the association this hand- 
book also is being sent to a carefully selected 
list of consumers of hardwood lumber. 


M. J. Wallrich, of the M. J. Wallrich Land 
& Lumber Co., Shawano, Wis., visited Seattle 
early in May, while on a combination business 
and pleasure trip. He purchases lumber from 
the Northwest to stock his retail yards. Mr. 
Wallrich told members of the Seattle Rotary 
Club that Wisconsin still had plenty of timber 
for manufacture, and was growing more of 
it rapidly. 


The board of directors of the Wisconsin 
Retail Lumbermen’s Association has named 
Clarence S. Walker, Walker Lumber Co., Co- 
lumbus, treasurer, 


to fill the unexpired term 
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of the late W. E. Gleason, who died at Port- 
age recently. Mr. Walker was elected presi- 
dent of the District Portage Lumbermen’s 
Club last March. Mr. Gleason was vice presi- 
dent of that group. 


Mr. and Mrs. Herbert Schuh, Tacoma, 
Wash., are the parents of a son, who has been 
named John Dominis Schuh. The father is an 
executive of the Spruce Veneer Package Corp., 
of Puyallup, Wash. The baby is a great- 
grandson of the late Queen Liliuokalani, last 
of the reigning monarchs of the Hawaiian 
Islands, and of her consort, John Dominis, who 
was governor of Oahu during the 1880's. 


Bert M. Smith, field representative of the 
general sales office The Red River Lumber Co., 
visited the Westwood, Calif., plant and general 
office recently with Mrs. Smith who had accom- 
panied him on a trip through the South and 
Midwest. After a week in Westwood, Mr. 
Smith returned to his territory. 


Regional Forester Lyle F. Watts, of the 
North Central region of the U. S. Forest Serv- 
ice, announces that A. G. Nord, who has been 
in the Milwaukee office as assistant to him since 
1934, left May 15 to resume work in Utah. 
Gunnar K. Fenger will be chief of the all- 
service division in Mr. Watts’ place. Mr. Fen- 
ger has been in the Forest Service since 1923 
in Colorado, South Dakota, Minnesota, Mich- 
igan and Wisconsin. 


Sidney M. Hauptman, formerly an executive 
of the McCormick Steamship Co., was ap- 
pointed permanent trustee of the Charles Nelson 
Co. and its subsidiaries by Federal Judge A. F. 
St. Sure at San Francisco, May 15. The lumber 
firm is petitioning for reorganization under 
Section 77-B of the National bankruptcy law. 
Mr. Hauptman succeeds Homer D. Bunker, 
recently elected president, upon whose recom- 
mendation a permanent trustee was named. 


The F. M. Reed Lumber Co., of Necadah, 
Wis., has announced the establishment of a 
branch yard in Mauston in keeping with the 
expansion program it recently inaugurated. 
The new yard is to be managed by Ray Tre- 
ganza, of Mauston. One of the attractive 
services that the Reed concern will offer resi- 
dents of the town is the chance to build and re- 
pair homes with money secured from lending 
institutions approved by the FHA. It will be 
the first time the service has been available to 
the community. 


F. W. Weinel, of the August F. Weinel 
Lumber Co., Columbia, Ill., a former president 
of the Illinois Lumber & Material Dealers’ 
Association, and Mrs. Weinel, accompanied by 
their two daughters, will leave next week on 
an automobile trip to Annapolis, Md. Here 
they will attend the graduation exercises of 
the United States Naval Academy, where. their 
son, August, is completing a four-year course. 
After graduation, young Weinel will be as- 
signed to the Cruiser Indianapolis, flagship of 
the Atlantic fleet. 


Eric Hamber, Vancouver, B. C., was ap- 
pointed lieutenant-governor of British Columbia 
recently. Mr, Hamber’s headquarters since 
1913 have been in Vancouver, from which he 
has directed his extensive lumbering interests. 
His father-in-law, the late John Hendry, built 
up the B. C. Mills, Timber & Trading Co., one 
of the Northwest’s historic industrial concerns. 
Mr. Hamber is president of this large organ- 
ization, and heads the London & Canadian In- 
vestment Co. (Ltd.), Consolidated Estates 
(Ltd.), and Middleboro Collieries (Ltd.). 


Harry O. Geary, regional sales manager for 
the Red River Lumber Co. at New York City, 
recently completed a ten-day visit to the com- 
pany’s plant and general sales office at West- 
wood, Calif. On his way west, he stopped at 
Pittsburgh, Chicago and Reno, and returned 
by way of San Francisco and Los Angeles, con- 
tacting the firm’s sales organization en route. 
While in Westwood, Mr. Geary inspected vari- 
ous phases of the operation from logging to 
re-manufacture, and studied new developments 
in the making of lumber and plywood. He 
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also discussed plans for increasing sales serv- 
ice in his territory. 

William B. Downs, of the “Red Book” organ- 
ization, has recently returned from a two 
months’ trip through the South and Southeast. 
Mr. Downs reports that through all of this 
territory he found lumbermen feeling quite 
optimistic, with business conditions more satis- 
factory than they have been for a long time. 
Considerable building is under way and mills 
generally report satisfactory order files. The 
situation with reference to southern pine has 
been more satisfactory than with hardwoods, 
although hardwood operators are reporting a 
considerable improvement, this being true espe- 
cially of many of the smaller mills whose 
product is sold almost entirely for export. 





New Officers Are Elected 


MARSHFIELD, WIs., May 18.—J. W. McCurdy, 
Chicago, was elected president of the R. Connor 
Co., of Marshfield, at the annual meeting re- 
cently. He replaces W. D. Connor, of this 
city. Other officers elected were: 

Vice president—J. R. McQuillan, Milwaukee, 

Treasurer—Harold Smith, Racine, Wis. 

Secretary—F. X. St. Peter, 
Mich. 

Board of directors—W. W. Gamble, Wau- 


sau; H. B. Wagner, Grand Rapids, and the 
above four officers. 


The Connor company is operating under Sec- 
tion 77-B of the Federal statutes, while it is 
being reorganized. The firm is under juris- 
diction of Judge Patrick T. Stone. 


Menominee, 





Truck Manufacturer Appoints New 
Chief Engineer 


SoutH Benn, Inp., May 18.—The appoint- 
ment of S. A. Jeffries as chief truck engineer 
of the Studebaker Corp. is announced by D. G. 
Roos, vice president in charge of engineering. 
Mr. Jeffries will be in 
charge of Studebaker 
truck engineering and 
design. His appoint- 
ment is in line with the 
policy adopted by the 
management _ since 





Ss. A. JEFFRIES, 
South Bend, Ind.; 


Chief Truck Engineer, 
Studebaker Corp. 





reorganization, 
to strengthen the engi- 
neering department. 

For a number of 
years Mr. Jeffries was 
chief engineer of the 
truck division of Reo 
Motor Co., and pre- 
vious to that was 
assistant engineer in charge of experimental 
truck design for the Lansing, Mich. concern. 
He graduated from the engineering department 
of Michigan State College. 





Lumber, Coal Company Is Bought 


PortacE, Wis., May 18.—The Consumers 
Lumber & Coal Co., of this city, has been ac- 
quired by the Brittingham & Hixon Lumber Co. 
T. W. Thorsen, recently appointed manager of 
the local firm to fill the vacancy caused by the 
death. of W. E. Gleason, will remain in that 
capacity, it is announced by the new owners. 

The Consumers concern was founded in Port- 
age about twenty years ago, and is one of the 
largest companies in the city. Retirement from 
the field was caused by Mr. Gleason’s death. 
The original stockholders were W. L. Breese, 
James A. Carroll and Mr. Gleason, who pur- 
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chased the firm from Andrew Weir, founder of 
the Weir Lumber Co. 





Transferred to Sales Staff On 
Eastern Coast 


WEstwoop, CALIF., May 16.—Robert L. Lam- 
son, of the general sales office of the Red River 
Lumber Co., here, is being fransferred to the 
company’s New York office, where he will join 
the enlarged sales force under Harry O. Geary, 
regional sales manager. He will serve the trade 
in territory extending through New Jersey, 
southern Pennsylvania, West Virginia, Virginia, 
Maryland and _  Dela- 
ware. While en route 
east, Mr. Lamson will 
call on sales connections 
at Salt Lake City, Den- 
ver, Kansas City, St. 
Louis and Pittsburgh. 





ROBERT L, LAMSON, 
New York City; 
Transferred from 
Westwood, Calif., 
office of The Red 
River Lumber Co. 
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He will also visit Red 
River offices at Reno 
and Chicago. 

Mr. Lamson started 
with the Red River 
Lumber Co. as a part- 
time high school em- 
ployee fourteen years 
ago. With the exception of one year as grader 
of the mill output of the Spanish Peak Lumber 
Co., at Quincy, Calif., he has worked continu- 
ously at Westwood, starting in the box factory 
and re-manufacturing department. He ad- 
vanced through the car loading and shipping 
divisions, and worked for two years on special 
production accounting. Mr. Lamson was at one 
time in the concern’s retail yard at Westwood, 
and has been in the general sales office for one 
year. 





News Notes from Jersey 


PLAINFIELD.—L, F. McGowan has been em- 
ployed by the Plainfield Lumber & Supply Co. 
as sales manager for its oil burner department. 
Mr. McGowan was connected for the last eight 
years with the Oil-O-Matic Heating Co., in 
Pittsburgh, and during the last four years he 
owned and operated the business there himself. 
He sold the Pittsburgh business prior to accept- 
ing the new position with the local firm. 


NEWARK.—A new series of plans for bunga- 
lows, log cabins and all-year dwellings is 
being offered by Clark & Co., local lumber 
dealers. The firm has developed a financing 
plan under which materials for home construc- 
tion may be paid for over a three-year period. 


Passaic.—A new type of plaster for use 
in home construction has been placed on the 
market by the Safety Plaster Sales Corp., of 
this city. It is claimed that the new product 
was found able to withstand a plumbers’ blow 
torch test at 1,200 degrees. 


PLAINFIELD.—Although building slowed up 
slightly in April, there are ample indications 
of rapidly increasing activity in this city. There 
have already been issued this month fifteen per- 
mits calling for an outlay of $28,185. During 
April the total value was only $25,339, and 
permits numbered thirty-six. 

NEWARK.—A marked increase in permits 
for new building construction and alterations 
issued last month, as compared with the number 
granted in April of last year, is reported by 
the division of building, Newark department 
of public safety. Permits for last month 
totaled 231 for work estimated to cost $2,133,- 
376, whereas during the coresponding month 
last year only 20 permits were issued for work 
costing $118,812, 
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LUMBER MARKET REVIEW 


Southern Pine Uppers Are Scarce and Strong But 
Small-Mill Common More Plentiful 


Southern pine bookings in the two weeks ended May 9 ran 
well ahead of production, but shipments exceeded the orders. 
Since then, some slackening in the southern demand is reported, 
which is beginning to be ofiset by an increase in demand from 
the middle West for yard items, and from all northern sections 
as well as the southern oil fields for timbers. Competition in 
the North would be more difficult with cancellation of all tem- 
porary reductions accompanied by a revision of the permanent 
rate from the West Coast to 78 cents, the eastern lines so far 
having refused to grant proportionate concessions to the South, 
but a strenuous effort will be made to secure parity. While at 
larger mills the stocks of both shed and yard items are low, and 
it is often difficult for them to fill mixed cars promptly, the 
small mills are a good deal more active, and a weakening in 
some sections of the market may be the result of their com- 
petition, for uppers and all shed stock are reported firm. 


North Carolina pine mills report an easing up in demand from 
southern rural sections, and not many yard orders coming from 
the East and North. The small mills are increasing their offer- 
ings of framing and roofers, however, and the market is not so 
steady ; quotations of these mills have dropped below their recent 
highs. Industrial sales, however, have been active, there being 
a large movement, especially from water-shipping mills, to the 
box plants while there are excellent prospects for heavy-con- 
struction items. 


Arkansas Soft Pine business was hesitant recently, but an- 
nouncement of cancellation of the temporary rates seems to have 
brought many buyers back into the market for shipments before 
July 1. Shed stocks continue in low supply and sales are lim- 
ited. More commons are available, especially from smaller 
mills, but back orders have avoided the accumulation of any 
surplus. Car material items are in good demand and strong. 


West Coast Bookings Gain on Production, but Mills 
More Eager for Business 


Though there was an increase in West Coast output during 
the two weeks ended May 16, there was a larger gain in book- 
ings, from all markets, and they were only 7 percent under pro- 
duction, compared with 9 percent under the previous fortnight. 
There was a slight reduction in unfilled order files—water ship- 
ments, domestic and foreign, exceeding orders, but rail ship- 
ments being behind orders. 


Rail volume has gained, perhaps partly at the expense of 
prices, for, despite the fact that shipments can still be made 
at the 72 cent rate, there is pressure for reductions in mill fig- 
ures, but because of increased costs the mills are offering con- 
siderable resistance. Good weather in consuming territory 
would soon put strength in the market, for stocks of yard items 
are quite limited. 


On the Atlantic coast, consumption is rapidly increasing, but 
arrivals have been heavy and stocks are full, with Canadian 
competition a disturbing influence, so that competition is keen, 
though $10.50 seems now the maximum discount allowed. A 
boost of 50 cents in the rate is announced for July 1, and is 
likely to stimulate shipping meanwhile. The April movement 
to California was heavy, but there is great activity in building 
and prices are firm. 


The foreign market is weak, the tidewater mills being eager 
for orders, while Oriental demand continues slow and there has 
been a decline in European call for clears. 


Demand for Northern Pine, Hemlock Delayed by Bad 
Weather; Eastern Spruce Active 


Northern pine mills find demand a little slow in the North- 
west, for the lateness of the spring prevented building on the 
farms, and yards have rather full stocks. In the Niagara area, 
consumption is seasonally increasing, and some heavy water 
shipments are coming in from Canada, but supply there is below 
normal; and stocks of United States mills are less than, they 
were last year. 


Northern hemlock business continues slow, because of the 
unseasonable weather in its principal sales territory, orders 
booked in the two weeks ended May 9 having been 30 percent 
below last year’s. Mill stocks that date were larger and unfilled 
orders lower than 1935. Prospects for yard orders from Mich- 
igan-Wisconsin territory are considered good, but cancellation 
of the temporary rate to Official Territory introduces an un- 
favorable factor. 


Eastern spruce mills report a good spring demand from 
retail yards, with dry stocks scarce, and prices firm at the level 
established April 1. Increase of water and rail rates from the 
West Coast favors eastern spruce, but it faces keener competi- 
tion from eastern Canada. 


Hardwood Orders Coming From Wider Range of 
Buyers, Especially Building Interests 


Total demand for hardwoods has been running about even 
with production, sales being reported recovered from a recent 
lull. Furniture orders had been held up awaiting returns from 
the shows; more buying is now being done for current require- 
ments and improvement is counted on. Automotive plants are 
approaching the end of the annual production season and have 
curtailed their purchases until new models are introduced. 
Orders from woodworking plants in general have been larger. 
Demand for flooring is seasonally increasing and the plants 
have good order files, but the market is said to be more com- 
petitive; these plants have well rounded out assortments and 
for the present are not taking much rough stock. Interior trim 
plants are more active, and some report an especially good vol- 
ume of business from recently flooded sections of the East. 
Retail yards have been replenishing their stocks of hardwood 
items. Demand for low grades for box plants is reported gain- 
ing. A decided improvement in the export market is noted, 
with prices satisfactory. Log supply is ample and mill produc- 
tion is active but below sales. 


Western Pine Low Grades Are Slow and Soft But Yard 
Items Continue in Fairly Good Call 


Western pine business of identical mills in the two weeks 
ended May 9 fell 4 percent below the 1935 level, though for 
the first nineteen weeks of this year it averages 18 percent 
above last. Business in low grades, which comes largely from 
local box plants, has been draggy. Nos. 3 and 4 grades are 
in surplus, and price concessions on these are reported. There 
is, however, a fair seasonal demand for yard stock, with No. 2 
common and selects the best moving items in the list and bring- 
ing firm prices. Shop lumber has been selling steadily and in 
somewhat better volume recently, but quotations are not quite 
as strong. Some mills report that their customers plan to get 
orders booked in time to take advantage of the temporary 72 
cent rate, but the general market effect so far has been small, 
most buyers weighing the possible saving against carrying 
charges and seeing little advantage in stocking up. 


Statistics, Page 44 — Market Reports, Pages 50-53 — Prices, Pages 57-58 
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| THIS WEEK’S LUMBER PRICES 


SOUTHERN PINE 


ad East and west side mills have reported the following average f. o. b. mills sales prices on southern pine to the Southern Pine Lumber 


Exchange, New Orleans, La., for sales made i - i i i 
meen cae wane beta Weed aa Saeed ce period May 7-11, but, where prices for this period were not available, prices for the 





























West East West East Eas ’ 
-" sii — ; _ Bide Side Bae" Bide Bae Bide Biase Bide Bide’ Bide 
ooring, Stan Casing, Base & Jamb Fint No. 3 Fencing. Partition, 8 . 
the Lengths 10-20’ ——_ 5 = Standard Lengths — - mh 
ne 1x3” ritt— B&better B&better— ee waa’ 13.13 12.09) %x4&6"— 2x4” 
ea, B&better SE og ies 51.34 50.57|Inch thick— Scadakes 16.42 16.53;)B&better.. 39.00 42.00]12 & 14... 22.76 17.52 
iter Shortleaf.. 63.91 62.14|1x6&8 .... 50.20 e137 DT Sea owe *43.00 ....|1x6 CM .. 16.52 16.22 me 9 ee : i. reeeees 23.17 18.08 
“oe -- 57, ME via suse *42.85 *41.00 o mension, x6” 
low No, rtleaf. .*51.50 048.84 - Boctabehcbatctee #4283 #41.00| % 1 Shiplap_ and Random Length [12 & 14... 17.77 17.90 
he ; No. 2 #3437 *38.00 Plaster Lath 1x5&10 *48.07 *49.33 Boards, 10-20’ 2x4 ’+) Oe catalina 18.61 19.07 
) neti a * gg agi ft? veers ©7100... |TXB eid’ 1. 3888 408 alo gagged 7 12 & 14... 19.76 18.46 
a. | eee 3.34 3.12|5x6/4 thick— BEEM sceee 51.33 61.98 2x6 me hh 29 Seer 20.07 19.53 
the Babetter.. 8852 37.61] Surface Wintsh, § |ia'°''**’ $54.10 52.75] we gs shiplap ana |2x8 ...... 16.70 12:54/7272° 
lers No.1 ..... 34.92 33:87 NE, ad 120118? GB:58) Boards, Std. Leth. [2x10 ..... 16.13 14-08116 121. 20:70 20:31 
mete No. 2 ..--. 26.00 27.00|B&better Shortleaf— | 19.89 ES execs 16.06 13.00] 2x12” 
” co, =e a j 
led a eras 44.76 43.05] Coline, Stamdaré fixi9 *::::: 20.16 19.93} Ne. 2 Shortleat § [15 “ 24--- 307t 30°84 
ile Shortleaf.. 60.94 63.25}8 «+:----- 43.89 43.28 1x12. ..... 26.37 22.42 , Dimension =f *’’’’” = 
ich- aa ed | eee 45.39 43.69) %x4— Longleaf— ore 14... 25.19 21.94| Timbers, 20 & Under 
. Ae eee ee ec it ee . . eee . . tila “" vd 5 
ion Shortleaf.. 50.42 ....Jix5 .....: 2.36 0. to[Ba&better..*28.25 2800/1412 -- +++ 28.00 wee g ee 26.04 22.45 Ne. 1 
-_, 1x4” flat ___ geie 68.15 63.77| %x4"— Drop Siding, Standard |?3°. 5, 909 Longleaf— 
grain— 5&6/4 thick— B&better.. 28.78 27.82} Lemaths, 1x6” 16.0.1) 38:79 4779 |8x4 & 4x4. 26.67 
|} B&better.. 37.93 38.09]4, 6, 8.... 56.70 55.75|No. 1 ..... 26.19 25.32|No. 117 Ola ; -12/4x6—8x8.. 30.00 
MO. 2 o.cee 35.54 35.04/5&10 ..... 70.50 66.58 B&better.. 33.22 32.00/12 & 14... 23.67 22.94|3@Ax12 -.. $43.00 
rom Wek © scans *19.67 19.7612 ....... 79.00 74.00 ary 1 Fencing, 10-20’ No. 1 o.+-+ 82.55 31.25/16 ...-. °° 24°93 g4ivg|XL2-12x12.%42.00 
1 No. 3 Shipla a c— a ae 35.84 36.63; No. ane 2x10” Shortleaf— 
on Seastn, Doabene Inch thick— . — 1X6 ..eeee 36.06 35.78 —s-- ore "773s 13 Renoir 27.48 24.45/3x4&4x4 .. 22.66 24.95 
le Lengths 6 SAL F740] No. 2 Pemeing & OM | Assorted 16 72112) $4ea Sedslsaaxie’.. deat ante 
eti- ee 16.98 16.44'8 ........ 39.40 37.87| Standard Lengths patterns 2x12” ; en |Bxi0-10x10, 2603 740° 
1x10... 16.53 16.51/1x5&10 ... 43.36 42.78|1x4 ...... 18.38 17.53'B&better.. 36.04 35.79/12 & 14... 29.73 28.44|3&4xi2 ... 30:24 24.00 
SEE kiees 16.68 16.84'12 ....... 63.33 56.79 1x6 ...... 19.25 19.73'No.1..... SESS SRGTIEO co cccuce 30.65 29.11'5x12-12x12 30.67 *28.00 
f WESTERN RED CEDAR WESTERN PINES DOUGLAS F 
Seattle, Wash., May 16.—Prices for red . . | R 
cedar siding in mixed cars, new bundling, 8 Following f. o. b. mill prices on actual [Special Air Mail to Amentcan Lumperman] 
_ to 18 foot, f. o. b. mill, are: sales were reported to the Western Pine As- Seattle, W. 
ven Beveled Siding, %-inch sociation by members during the period | tions ¢. 0 ee, May 18.—Current quota- 
cont cl a cq» | April 13 to May 2, inclusive. Averages in- | mixed cots foe ey ep eles fir items in 
| {-Inch Giese sho, gaboo | clude both direct and wholesale sales. and | trade appear below: and straight-car prices 
rom f-inch ee eee : 29.00 25.00 22.00 Sl _~ By specified items only. Quota- depending on tho theme. are trea 41 to $8 
11re- aad eoeeeeesesees . . . - 
are Clear Bungalow Siding, %-inch Ponderosa ees | /4x8” 6/4x8” Vertical Grain Flooring 
7 SORE. ccccccccacsoesensecossssesens - - $40.00 SELEcTs, S2 or 4S— 1x8” & wdr. & war. 1x4 Bé&bdtr. Cc D 
ave WO-inch -ee eee eeeee ee eeeeeeee ingen ae C Select RL...... $45.27 $57.08 NT aaa ech lahdahhAatchadaiichdchehciy $45.00 $34.00 $21.00 
ced. cinch ....ss+e0- ee eeeeeees seeceeees 60.00 D Select RL...... 34.00 43.50 $46.75 Flat Grain Flooring 
rger Finish, B&better, 82 or 48, 8-18’ SHop, S2S— No 1 No 2 B&btr Cc D 
) . poy ate og err re $29.16 ON a6 cov aikcasaveaarsen $28.00 $25.00 $19.00 
ants AE Oe eet oa ous, PR svewengenivcaeresersours 28.52 30.57 MN waar hvansaseescbnare 31.00 28.00 © 23.00 
<om- MNT ccectoukseunadhnkadenitteaskenuuae 7 OM MONS. or 45— 3 = 2 
som Eidky Stesterskennessheesseeenenuraness pee 3 pall len gy aaa $23.96 $18.99 Cofling 
and Rs bb btaibehsceeaisesaineet nance nos 70.00 7 = Gapaetheeepeaenenderiee sat 28.48 18.66 a. rn oe. ot kala avatar $24.50 $21.50 $17.00 
sities 1x16” eis pinnae DUa aint IR Ik = 75.00 No. 4, 4/4, ie ~¢ sae Me 26%+dcksebbenkabawas 27.00 24.00 16.00 
F EE easercctesccsenenveves eavedetees 80.00 Idaho White Pine 5&6/4x8” Drop Siding, 1x6” 
vol AR bea eeatepmbantoratict shaokaaenad 90.00 106 ° 
lpia veccccsscesescesce MED | “EPEEE On a oo ER EOP sacctesacesnesesesss #3000 °29:00 *28°00 
Fast. lpg Tages eT Tg Lg Neagle $55.50 “$7638 | 116 -----e sere eee e eee, 30.00 29.00 23.00 
vood 1x87... eeeeeee eens terenclamernnsranastapig. c vA mg head “inietuaite _ aes acne s ———- a ey 
. nh One teebintg een eretethee pletebie OM MONS, or x 1x8” 1x10” 1x12” 
vain- haesinnes vbsindptcietcte trip snesncese ae 
ron Discount om Mouldings 6-20, Odd Lengths | x8 ........... Colonial Stqriny St*eenet | Noo 2 12.2...2212%4600 *ae80 *ie80 *Te00 
, Series 8000— iene ot 39.51 39.81 SE EGE © evcctcscess 11.00 12.00 12.00 12.00 
yduc- gS Te . + 64% Utility 4/4, .RWRL........seeeeeeees $17.44 
Listing $3 and over................. 159% Sugar Pi we, 3 Comes See 
OE On id nawidsciewia eam | Suuacts. S3 or (G— & wer. & wir. & wer. | $f § ----981-08 $32.08 63350 923.50 928.08 
lord Listing $6 and over................. 159% | Bé&better RL ..... $78.31 $73.00 $7640 | Se O °°"° Gees See Stee sees sabe 
Clear Lattice, 5/16”, 4 to 16’ . coe ety Har 62.00 | 2x10 .... 2150 22.00 22:50 24.50 24.50 
_— 100 lin. ft. —— a? a Po - 2x12 .... 23.50 23.50 23.50 24.50 24.50 
if: aacermtENetnitaretntin: | fie woes $42.76 $27.47 $18.07 | S54, 8, $90.50; Sx6, 10, $21.50. 
veeks 1 waa: atne os adibisa mabe cea An yy elem alec oceeeee $1.38 s-33 ops Random—No. 2, 2x4, $16.50; No. 3, $11.00. 
ie ee | lO tentineienntios Fir. No. 1 Common Rough and/or Surfaced 
cee Timbers 
reent W Dimension, No. 1, 2X4 ....sseeeeeeeeces $21.39 
eae WESTERN SITKA SPRUCE eee agg No. 1) —~. eoceseccccccce eet ‘xe. janks 20 foot and shorter ages 50 
sais itt, Sin Minette: ‘thiiataliin: aie ong egg epeeeneeeeen 12ftl”, i dece I : 
3 are — for mixed carlots prevailing today: Flooring, vert. gr. C&btr. 4-inch RL:: 37:23 | i2x12, 22 t. hae 18:80 
There 1x12” ........ mae ee 
No. 2 ed | me” beeen ¥33:00 
ring f) Bavengtaing— Be 20000 ES WEST COAST LOGS RED CEDAR SHINGLES 
r x4”—B and ove eee eee . 
nd in cs tee 36.00 1 i Seattle, Wash., May 16.—Below are listed 
it aad eer 24.00 Be eewenenes 36.00 onan Relows: 16.—Average prices of logs average prices received for red cedar shingles 
—— B vesconesers $4.00 Lath .......... 4.00 | . Fir: No. 1, $24-25; No. 2, $18-20; No. 3, | “Royals: 
to get B eeeeeeesess 32.00 Green $10-12; peelers, No. 1, $30-32; No. 2, $25. 1-24" 4/2. $4.00—4.25 
re 72 eee box... .$12.50@13.00 Cedar: Shingle logs, $14; lumber logs, $21. | 9.94” 472..... 0 02.22 Il2iliiiiiiit 2.80—2.90 
Be —_— Hemlock: No. 2&3, $8@9. DE WUadilbtderevicsnctarernncnéese lee 
: ain 
Tying MAPLE FLOORING ; pertiand, Ore., May 18.—Log Market quo- a $3.20-3.85 
Michigan and Wisconsi — Dey WE... ..cccccccsceccsssces Sen 
report the\ following ‘prices reallued ft. — ety Fr Me 2 Oe Me 8 HOOT: | oe renin wacheninss ip 10-60 
ng m asis, during the week ended Red Fir: xxxxx: 
May 16: Red Fir: $14. ° 
Cedar: Shingle logs, $13@13.50. et SAA eee ee 2.75-2. 
— First Second Third Hemlock: Nos. 2 and 3 8 8.50. B16" B/D on. ccesccccsceccrcccccsves Toot ee 
ie $68.01 $60.01 $47.07 Spruce: No. 1, $26; No. 2, $18; No. 3, $9@10. | 3-16” 5/2 ©... .cceeeeeeeeeeeeeeneee 1.40-1.00 
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Following are ranges of f.o.b. mill prices of rough, air dried southern hardwoods, from reports of past sales during the two weeks ended May 11: 
Ocrd. Bod Gum— Plain Sap Gum— | Plain Red Oak— rg — a Cottonwood— (tee 
SJG PAR cocsevess 57.50 TAS ’ @29.5 / ear @ 4 AS. cees 61.00 967.00 > EP 2 US: Fae 73. 
Eee bhenaeee: 710.50 1/8 FAS...-- 200000 8 Oe tee cooebense 6/6 AS....- 13.15 18.00!¢/4 No 1aGeis 2600007 90 8/4 No.1aSels...... 38.00 
~ and ,- Kg heb ree FOP Py ‘~:~ edgahadittiy 4/4 No.1&Sels 30.75 @35.00} : 
Plain Sycamore, 6/4 FAS..... 34.00@34.2516/4 FAS .........-. 62.00 4/4 No. 2c 21:00@23.00|2/4 No. 2 Com..... 20. 00 Mixed Oak— 
Log Run— 5/8 No.1&Sels 18.00@22.5015/8 No.1&Sels 22.50@22.75 A sthiagicayee te _ 4/4 Snd Wy........ 19.00 
OT Slee 18.00 4/4 No.1&Sels....... 26.7514/4 No.1&Sels 30.00@ 32.75 , Qtrd. Black Gum— Magnolia— 4/4 No 3-A neha ewer 15.00 
Qtrd. Sup Gum— 5/4 No.1&Sels....... 23.0015/4 No.1&Sels...... 35.00 4/4 FAS. -+ 28.00@30.00,4/4 No.1&Sels 26.00@ 26.50 4/4 Me. 8-B......-. 9.00 
4/4 : »37.50| 4 ; = : a mee . ro 8/4 No.1&Sels...... 51.00 6/4 _ AS. tet eee ans 34.50 4/4 beng 17. _— 20.25 Willow— 
o4.0 5 NO. 2 COM....- «- y 7 o 9 é 2 75.5 ‘f 9 ” er 
5/4 Fi 35.001 8/4 No. 2 Com 14.00@15.00|4/4 No. 2 Com..... 20.00 3/4 No-ieseis 2.50@ 215 li No. 2 Com, +0 SRG S78 AS... 80.000 S0.00 
6/4 Fs 35.50 5/8 No, 3-A......++ 12.00 F ities 4/4 No.1&Sels ...... 28.00 
874 F 44-50] gots Mente W, Bt 1/4 No. 8-A........ 15.00 | Tupelo— | E |4/4 No. 2 Com..... 16.25 
4/4 N ‘ 525.75] ste Mivcmes O76 Mae. Gabe ccccdus 9.50 5/4 FAS........... 2 se ee | ee 57.50 plain Red G 
5/4 No.1%Sels 24.00@30.00] N. D. Log Run— 15/8 No.1&Sels....... 15.00 8/4 FAS........... 50 5/4 FAS. : 
6/4 No.i&Sels....... £8.50 on ne | Beech, Long Run— /4N .2Com 11.50@12.50 4/4 Saps & Sels.. ea 18.60 4/4 Noiddsis i632 8 
8/4 No.1l&Sels 26.50@34.50|6/4 ST.IGISSE cccpewscceccues 26.50 8/4 No. 2 Com...... 13.00 4/4 No. 1 Com. 29.50 4/4 No. 2 Com...... e 17 00 
Following are prevailing quotations f. o. b. No.1Com No.2 No. 3 Followin I ati ‘ 
Wausau, Wis., on northern hardwoods: Soft Elm— FAS Sel Com Com | flooring ‘ad Prnirt Mma pg & yon ge 
7 ow — 4/ - venneduas 40.00 30.00 22.00 17.00 origin—Memphis and Johnson City, Ten 
No.1 No.2 No.3 RT 42.00 32.00 23.00 19.00 | and Alexandria, La y; n., 
Brown Ash— FAS SEL Com Com Com ee ciaxnawes 43.00 33.00 23.00 19.00 ea 214,” - a 
Be odaneaes 45.00 36.00 30.00 24.00 -17.00 Se avananwed 43.00 33.00 26.00 19.00 $$X2%4" 383x114" %x2” 3x1” 
(ener: 50.00 41.00 33.00 26.00 19.00 we a dtach uae 50.00 40.00 28.00 Clr. qtd. wht....$90.00 $70. 00 $65.00 $47.00 
6/4 55.00 48.00 40.00 30.00 19.00 ay dae news 55.00 45.00 33.00 Clr. qtd. red..... 72.00 62.00 50.00 47.00 
8 * Sa 60.00 53.00 3.00 32.00 20.00 4/4 (Narrow) No. 2&Btr.—$28. Sel. qtd. wht.... 64.00 52.00 48.00 43.00 
= No.1 No.2 No.3 | Sel. atd 2d +> - . oy 
Basswood © el. qtd. red..... 57.00 47.00 45.00 43.00 
i swawbeke 60.00 50.00 42.00 26.00 18.00 —— Elm— fal —- om aa Clr. pln. wht.... 68.00 58.00 55.00 40.00 
ae sevnewwn 65.00 55.00 45.00 28.00 20.00 5/4 ceeceoce 60.00 40,00 23:00 18.00 Clr. pln. red..... 61.00 54.00 48.00 40.00 
BIE. ovvsvaed 68.00 58.00 45.00 28.00 20.00 a eu 65.00 45.00 23.00 18.00 | Sel. pln. wht.... 55.00 46.00 43.00 38.00 
B/E cosves 75.00 65.00 55.00 30.00 20.00 happiness: 70.00 60.00 28.00 21.00 | Sel. pln. red..... 55.00 46.00 40.00 38.00 
10/4 90.00 80.00 65.00 43.00 .... 10/4 mrt" 90/00 70.00 40.00 .... No. 1 com. wht.. 46.00 38.00 37.00 30.00 
2/4 ores free aces S66 _, epeeeee 90.00 80.00 45.00 26.00 | No. 1 com. red... 47.00 38.00 36.00 31.00 
Pe sevecene 3) 3 “* No.1 No.2 No.3 No. 2 com....... 28.00 27.00 20.00 19.00 
Key stock, 4/4, No. 1 and better, $65; or on Birch— FAS Sel Com Com Com %x2” 1%x1%” $.x2” 
grade, FAS, $75; No. $55; 5/4, No. : and Pe. venreewn 60.00 50.00 42.00 29.00 18.00 Clr. atd. wht. 67.00 ee: | an 
better, $70; or on grades, FAS, $80; No. 1, $60. it Breer: 65.00 55.00 45.00 32.00 18.00 | + oo - $65.00 
ry: eee 70.00 60.00 50.00 37.00 18.00 | Clr atd. red..... 62.00 60.00 
No.1 No.2 No.3 874 .....22: 80.00 70.00 60.00 40.00 19.00 | Sel. atd. wht.... 57.00 54.00 
Hard Maple— FAS Sel Com Com Com are 90.00 75.00 70.00 40.00 nee Sel. qtd. red..... 57.00 54.00 oe 
ae saccwees 62.00 47.00 40.00 30.00 14.00 OO eee 95.00 80.00 75.00 45.00 ... Clr. pln. wht.... 60.00 57.00 $62.00 
5/4 67.00 52.00 45.00 32.00 16.00 a Pa eye 2 ye os bb nee Clr. pln. red..... 55.00 54.00 55.00 
eae 75.00 60.00 50.00 34.00 16.00 SAS oversees yy ’ Ly y sisi Sel. pln. wht.... 54.00 50. 52 
? Sogeege 80.00 65.00 55.00 34.00 18.00 MWe. waaneauns 54.00 44.00 35.00 26.00... Sel. a= a... 53.00 ee ores 
OS) 2 80.00 65.00 55.00 34.00 18.00 No.1 No.2 No.3 No. 1 com. wht.. 48.00 42.00 44.00 
Baer 90.00 75.00 60.00 35.00 Soft Maple— FAS Sel Com Com Com No. 1 oe 4 : ve 
OT 90.00 75.00 60.00 35.00 Ok aaedeus 50.00 45.00 39.00 26.00 17.50 | 3° 5 com. re¢ 8.00 42.00 39. ots 
yy? et "110.00 95.00 75.00 40.00 BRE areca es 55.00 45.00 42.00 37.00 18.00 0. 2 com....... 25.00 24.00 see 
1 ae 110.00 95.00 75.00 40.00 Sa ’ " ‘ . . New York delivered prices may be obeninnt 
SGlG aacdwess 159.00 135.00 115.00 ‘rms eee 70.00 55.00 52.00 32.00 19.00 by adding to the above the js Mi Me differ- 
entials figured on Johnson City origin: For 
se —e $8; for %-inch, $4; for %- and 
ne 4.5 
ARKANSAS SOFT PINE APPALACHIAN pero = prices may be obtained 
by adding to the above the following differ- 
HARDWOODS entials figured on Memphis origin: For }- 
Following are average sales prices, these inch stock A for %-inch, $3; for %- and 
f. o. b. mill figures being based on _shortleaf Cleveland, Ohio, May 18.—Hardwood quo- fs-inch, $3.5 
weights, obtained by Arkansas Soft Pine tations for all parts of Ohio territory from 
mills during the week ended May 16: Ohio River crossings to the Lake, have 


Flooring 
Edge grain— 8-inch 4-inch 
DEES .cccenesessnceswean $63,00 $61.00 
i hp gonenbae kon nadeeeseawe 55.00 53.00 
es eds sae ebeadanepeebewe 36.00 35.00 
Flat grain— 
PCR vcsadpnsessceeceawead $40.00 $38.00 
es oe eed ewe eee em ined 36.00 35.00 
Pe. cava cdewedsewehekece eens 25.00 26.00 
Ceiling & Partition 
Bé&better No.1 
Celie Cee ciiccedeebbsenr aes $29.00 $27.00 
WPastition, Wee «cvssccccscvcses 36.00 32.00 
Boston Partition, {4xX4......... 32.00 29.50 
Drop Siding, 1x6 
- - No. 117 No. 116 
Babetter stentecbsesenbeheoounal $32.00 $36.00 
Ph E cceadGeenseeosenseyeerurasd 30.00 34.00 
No. 2 aed eb kU here Oak a eee caren 26.00 27.00 


Finish, Surfaced, — 


4 5 6 10 12 
.$44.00 $52.00 $45.00 $46, 00 $54 00 $93.00 
62.00 68.00 62.00 62.00 68.00 82.00 


Casing & Base, B&better 


4 5 8 
Cates ocesenes $51.00 $56.00 $52.00 $53.00 
De pcceweeannn eo 56.00 52.00 53.00 
Moldings Discount 
Listed at $3 and under.......ceecccceece ‘0 
CPOS SS ccvecoscceesecevsstcevesse ene 40% 
Boards and Shiplap 
1x6 1x8 1x10 1x12 
Boards, S4S, No. 1..$35.006 $34.00 $37.00 $50.00 
No. 2.. 20.50 20.50 20.50 26.00 
No. 3.. 16.00 16.00 16.00 16.50 
Shiplap, No. 1.. 35.00 34.00 37.00 eee 
No. 2.. 20.00 20.50 20.50 26.00 
No. 3.. 16.00 17.00 17.00 16.50 
Dimension, S848, 16-Foot 
0.1 No. 2 
ee cdiivebaseeneoketekewe ewan $26.00 $22.00 
OS a er rr err 24.00 20.00 
a rere on 25.00 21.50 
Dt cctebhs cede cdaabisneeue cea’ 27.00 23.00 
| RR RT Ee a 31.00 24.00 
Lath, %x1%, 4-foot 
ee ey ere errr er ee $3.80 
PS aetarcwecwakueencetetaseastensdees 3.10 








ranged for the past fortnight around the fol- 
lowing levels: 


4/4 5/4 6/4 8/4 

Wuite AsH— 

(re $63.00 $68.00 $73.00 es 

No. 1 & Sel. 49.00 54.00 56.00 7.0 
CHESTNUT— 

FA ... 76.00 77.50 77@78 82@85 

No. 1 & Sel. 54.00 55.00 56.00 60.00 

=) & btr. 

sd. 

wormy .. 36.00 38.00 38@40 40@42 

Yettow Porprar— 

" ere 80 86@88 88@90 93@95 
No. 1 com. & Gel. .. seceocs 50@58 58@63 
MO. Beh. covcsees 33 34@35 38@40 40@42 
De Sen cieuceeea cs De  sexsce 8 Seewen 

Wuite Oak, PLain— 
..--$84@86 $90.00 $95@97 $110@112 
No. 1&Sel. 57@59 64@66 67@69 17 79 
No. 2 com. 
& sd. 
wormy. 43@45 45@46 50@52 60@ 62 
Basswoop— 5 0123 — 
ee ws enes 68@69 $70@72 $73@74 $7 9 
No. 1 & Sel. 46.00 50@51 bi ee 56@ 52 
No. 2 Com. 33.00 37.00 37@39 40@42 
Rep Oak, PLrain— 
eae 73.00 $79.00 $84.00 $94.00 
No. 1 & Sel 55.00 60.00 64.00 74.00 
No. 2 com. & sd. 
WOPMY sccss 43.00 49.00 49.00 54.00 





Loadings of Revenue Freight 

A report of the car service division of the 
Association of American Railroads shows that 
revenue freight for the two weeks ended May 
9, 1936, totaled 1,340,089 cars, as follows: 
Forest products, 64,031 cars (an increase of 
749 cars above the amount for the two weeks 
ended April 25); grain, 63,839 cars; livestock, 
28,323 cars; coal, 230,175 cars; aes 48,828 cars; 
coke, 15,501 cars, merchandise, 325,369 cars, and 
miscellaneous, 564,013 cars. The total loadings 
for the two weeks ended May 9 show an in- 
crease of 31,251 cars above the amount for the 
two weeks ended April 25 





CAROLINA PINE 


Following is a summary of average sales 





prices of southern pine, delivered on a Nor- 
folk, Va., rate of freight, as made during the 
week ended May 9: 
Flooring 
No. 1 No. 2 
Bé&btr. Com. Com. 
BO ‘niankan warden nln $39.75 $35.55 $24.45 
Me sicadteudee snes 37.10 35.70 23.55 
Ceiling 
$22.90 $21.00 $13.80 
Finish, Dressed, B&Better 
ere ey $45.35 re $50.35 
ae 41.95 Se 63.25 
SS 7S a 43.75 DPEEE astiewses 66.25 
I Gis gre Gea ain 43.90 ee 73.80 
Boards, Dressed 
No. 1 No. 2 No. 3 
Com Com. Com. 
I ta ia a da dost a $37.60 $23.15 ape 
Ie aad ni way eames 36.70 24.30 —" 
ee re ee 38.80 22.95 $19.20 
tiie a a ew ule euisareed 38.10 23.80 a 
| RA 40.85 24.50 a 
oo: ae 49.15 28.00 
Air Dried No. 2 Common or Roofer Gente 
Dressed 
Se) ieeatncaans $21.40 7 
OS eer 21.85 i) See $23.35 
ee 21.65 BEE sree ned 25.30 
Shortleaf Dimension, No. 2 Common, Dressed 
8-16 18-20 
Ee eer re errr re rr rs $22.00 $24.15 
OE ERS eee aera eae 22.10 25.70 
Re et eee 22.60 24.85 
Se eer er 24.20 = 
DE ctretcctcsadenabedusewane 26.55 
Hymeneal 
PLATNER-KREJCI—W. H. Platner, presi- 


dent of the lumber and coal company in 
Omaha, Nebr., bearing his name, and the 
former Helen Krejci, his secretary for ten 
years, announced May 5 that they were mar- 
ried May 1 in a private ceremony at the First 
Unitarian Church, 
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OBITUARY RECORD 








WILLIAM EDWARD CONNELL, 78, vice 
president and stockholder in the Cicero Smith 
Lumver Co., Ft. Worth, Texas, died May 5 
unexpectedly. He had recovered from a seri- 
ous illness last fall, and returned to his duties 
as CNairman of the poard of the First Na- 
tional bank. The general offices of the lum- 
ber company and its yards throughout the 
State closed in respect to Mr. Connell’s mem- 
ory, as did four banks. Mr. Connell’s ances- 
tors went to Texas over 100 years ago. Born 
on a farm near Belton, Mr. Connell had but 
nine months of schooling. When 16, he be- 
came a cowboy and made his start in the 
world. He acquired a herd of cattle which 
he sold at a $12,000 profit. After his marriage, 
he lett the piains and with a brother opened 
a store at Sweetwater. One year, when every- 
one else was selling cattle because of a slump 
in prices, the young man bought 25,000 head 
and realized $150,000 on his shrewdness. A 
slump and a drouth ruined him a few years 
later, and he moved to Midland, where an- 
other store was opened. Seeing a need for 
banking facilities for cattlemen, he became 
associated in the private banking firm of 
Connell Brothers & Scharbauer, and in 1890 
established the First National Bank at Mid- 
land. In 1898, he went to Ft. Worth as 
cashier of the First National Bank, later be- 
came vice president, was named president in 
1912, and elected chairman of the board in 
1931. He held directorships in twenty west 
Texas banks, was director of the Texas and 
Pacific Railway, and was associated with the 
Cicero Smith Lumber Co. In 1932, he was 
appointed a vice president of the RFC. He 
owned 100,000 acres of ranch lands. Char- 
acteristic courage and calm of Mr. Connell 
was displayed when, during a run on his 
bank in 1930, he secured two orchestras and 
a quantity of “hot dogs” and informed the 
customers that they would be entertained and 
fed while they were waiting for their money. 
His coolness ended the run. Mr. and Mrs. 
Connell observed their golden wedding anni- 
versary in 1931, but requested no celebration. 
At a drouth relief show at a theater that 
night, however, the couple was introduced by 
Will Rogers to 2,500 cheering patrons. Sur- 
viving the lumberman-banker-rancher are his 
widow, two sons, three daughters, a brother, 
two sisters, ten grandchildren, and two great- 
grandchildren. 


HARRY PALMERSTON WILLIAMS, 46, was 
killed in an airplane accident May 19. He 
was, the youngest son of the late Frank B. 
Williams and Mrs. Emily Seyburn Williams 
and brother of C. S. Williams, L. Kemper Wil- 
liams and L. M. Williams. He is survived by 
his widow, the former Marguerite Clark. Mr. 
Williams lived in Patterson, La. When young, 
he worked in various capacities around the 
plant of the F. B. Williams Cypress Co., and 
specialized in the logging operations. When 
he graduated from the University of the 
South, he ran a dredge boat in the cypress 
swamps of the company, and having gone 
through many successive stages, became gen- 
eral manager of logging operations for the 
two plants of the company. He was a direc- 
tor on the boards of several corporations. 
During the World War, he served in the 
engineer corps as a first lieutenant. He was 
mayor of Patterson for several terms. Mr. 
Williams took care of many boys and girls 
in Patterson, whose parents were unable to 
pay for their schooling. He was interested 
in air service, and was one of the_organ- 
izers with James R. Wedell of the Wedell- 
Williams Air Service Corporation, which had 
its headquarters in Patterson. 


WILSON JACKSON SOWERS. 58, president 
American Pitch Pine Export Co., New Or- 
leans, died at his home May 10. He left New 
Jersey in 1902 for Hattiesburg, Miss., where 
he became sales manager of the J. J. Newman 
Lumber Co. and served in that position for 
twenty years. With L. L. Major, who was 
manager of the operations of the Newman 
company, the Major-Sowers Sawmill Co. was 
organized at Epley, Miss. When the timber 
was manufactured, the firm moved its plant 
to Tallahala, Miss., and upon the exhaustion 
of the timber supply the company was liqui- 
dated. Mr. Sowers organized the American 
Pitch Pine Export Co. shortly afterwards, 
and traveled extensively, visiting customers 
in Europe, Africa, South America and other 
places. Mr. Sowers leaves his widow, and 
a brother. 


DENNIS C. DONOVAN, 81, lumberman, 
anker and community leader of Longmont, 
Colo., died at his home in that city last week. 
He went to Colorado in 1881 from Cincinnati, 
Ohio, and settled in Denver, where he was 
employed by the Hallack Lumber Co. A year 
ater he went to Longmont, and established 
the Donovan Lumber Co. During his resi- 
dence in that city, he served as vice president 
of the First National Bank, and head of sev- 
eral organizations. Mr. Donovan always took 


an active interest in all things alftecting the 
Srowth of the wuliding maceriai industry. 
Survivors inciude his widow, two suis, uve 
daughters, and a brother. He and his wie 
celevrated their golden wedding anniversary 
last February. 

CHARLES H. MUELLER, 74, president Mid- 
City wumper Co., Wauwatosa, WI1S., ald Lor- 
mer vice president and treasurer of the Hilty- 
borster Lumber Co., Milwaukee, died at Loug 
beach, Caiif., May 6, White en route home 
With his wile alter a long trip through Cali- 
lornia and to Hawaii. mr. swueller entered 
tne iumver industry at 15. He was almliated 
With the Huity-forster concern until ives, 
wnen he heiped organize the Mid-City nrm. 
tie was a 38Zznd degree Mason. His Widow, a 
adaugnter, one son and two brothers are leit. 


ROSCOE FORT HENDRICKSON, 53, presi- 
dent and manager Chandier & Maps Lumber 
Co., Long Branch, N. J., died May 13 in a 
iniladelphia hospital where he was operated 
on three weeks previously. Mr. Hendrickson 
studied law betore entering the lumvper busi- 
ness. He was a member of the New Jersey 
Lumbermen’s Association and active in nu- 
merous fraternal, church, civic and service or- 
Zanizations. His widow, a son, one daughter, 
a brother and tour sisters are survivors. 


HERBERT KING, 71, Michigan pine spe- 
cialist, died May 7. He entered the lumper 
industry as a salesman for the A. C. White 
Co. of Saginaw, Mich., pioneer in white pine 
and basswood. Mr. King was one of the few 
remaining Michigan pine specialists who solid 
lumber when the State’s products predomi- 
nated. He leaves his widow, three sisters 
and a brother. Mr. King was a member of 
the Michigan Association of Traveling Lum- 
ber & Sash & Door Salesmen. 


JOSEPH T. MATLHEWS, 72, secretary of 
the Marion Lumber Co., Marion, Ohio, died 
Aprii 28. He was secretary-treasurer of the 
marion Lumber & Coal Co. when it started in 
lsy6. In 1905, the Wollenweber Lumber Co, 
purchased the Marion concern, and Mr. 
Matthews was retained as secretary-treas- 
urer. The company was reorganized in 1911 
as the Marion Lumber Co. and he became 
secretary. Surviving are his widow, and a 
sister. 


W. MORTIMER TUPLING, 57, vice presi- 
dent Canada Wood Specialty Co., Orillia, Ont., 
died recently at his home. For twenty-six 
years, Mr. Tupling was associated with J. R. 
Eaton & Sons (Ltd.), Orillia, as accountant 
and later as secretary-treasurer. Following 
the dissolution of the company about three 
years ago, he took his last position. He was 
president Ontario Retail Lumber Dealers’ As- 
sociation in 1924. Surviving are his widow, 
and two sons, 

ALFRED M. KEIM, 72, a member of the 
lumber and millwork firm of Adam Waldner’s 
Sons, at Ashland, Pa., died April 22. He en- 
tered the lumber business ot his father-in- 
law, Adam Waldner, in 1889. Mr. Keim was 
active in his city’s affairs, and a member of 
several fraternal bodies. His widow, four 
sons, one daughter, a brother, one sister and 
three grandchildren survive. 

LOUIS VERNON LUDLOW, 62, president L. 
V. Ludlow & Co. (Inc.), Far Hills, N. J., died 
suddenly May 11. Mr. Ludlow was the first 
mayor of his city, was once postmaster, and 
organized the Somerset Hills Building & Loan 
Association, of which he was president. He 
was active in many social and church organ- 
izations. He leaves his widow, three daugh- 
ters, three brothers and three sisters. 


GEORGE SILBERNAGEL, 66, president 
George Silbernagel & Sons Co., Wausau, Wis., 
sash and door manufacturers, died at his home 
May 7. He was identified with the Wausau 
woodworking industry for thirty-six years, 
and headed his own firm the last ten years. 
His widow, three sons who are associated 
with the company, and two daughters survive. 


CLARENCE G. BULL, 54, a director and,vice 
president Sherwin-Williams Co., died May 8 
at his home in Cleveland Heights, Ohio. He 
joined the paint company in 1902, and arose 
to his last position through various offices. 
His widow, stepmother, two sons, and a 
grandson survive. 


LLOYD H. MORRIS, 51, secretary and treas- 
urer C. L. Morris Lumber Co., Plymouth, Ind., 
died May 2. After serving in the World War, 
he entered his father’s business. Mr. Morris 
is survived by his widow, a son, two daugh- 
ters, three sisters and one brother. 


WILBER F. KYNOR, secretary-treasurer 
Bailey & Alling Lumber Co., Newark, N. J., 
died May 13. He worked for the company for 





59 


fifty years, Mr. Kynor was vice president 
Orange Valley Building and Loan Association. 
A son, two brothers, and a sister are left. 


MARK L. ARNOLD, 67, owner of Plaque- 
mine Stave & Heading Co., Plaquemine, La., 
died May 10. He had been with the company 
for forty-five years. Survivors are his widow, 
a daughter and an uncle. 








WILLIAM F. BAURLE, 67, former secre- 
tary and general ‘manager Hvansville Desk 
Co., Evansville, Ind., and well known in the 
hardwood industry, died recently at his home. 


His widow, a son, three brothers and a 
sister survive. 
ALBERT E. RADER, a director of the 


Schaller Young Lumber Co., Edgerton, Wis., 
and associated with the firm for thirty years, 
died May 14, after a stroke in his office the 
preceding day. Surviving are his widow and 
a daughter. 


OTIS H. HARE, 76, for the last eighteen 
years a State sales representative of W. H. 
Pipkorn Co., Milwaukee, a building material 
concern, passed away May 8. A daughter, two 
brothers and one sister survive. 


J. H. BIRKHOLZ, 67, for the last twelve 
years associated with the Schaller & McKey 
Lumber Co., Janesville, Wis., died May 16 in 
a Madison hospital. His widow, seven sons 
and a daughter are left. 


JOHN F. DALIERE, president Inter-State 
Sash & Door Co., Cleveland, Ohio, died last 
week. He had worked for the organization 
for twenty-four years. 





(Continued from page 52) 


Houston, Tex. 


SOUTHERN PINE—Last week there was 
an apparent let-up in southern buying, and 
occasional reductions in prices by some of 
the mills on certain items. Volume of busi- 
ness was good on the average run of items, 
but there seems to be a little weakening on 
1x8-inch No. 2 shiplap and No. 2 dimension. 
Orders received from the northern market, 
however, increased. Buying of both longleaf 
and shortleaf timbers gained, and most mills 
have a good file of orders for these. Rail- 
roads are coming into the market for large 
quantities of bridge material to be creo- 
soted, and the mills are very eager for this 
kind of business. No. 3 continues scarce, 
with prices high when compared to the same 
items in No. 2. Export demand continues 
strong, with 30 cube sawn timbers, GCL 
classification, bringing $49@50, port. 

HARDWOODS—Manufacturers are having 
no difficulty in securing all of the orders they 
want for items used in the building trades, 
but state that demand from furniture plants 
is not what they had expected. 


SHINGLES AND LATH—The shingle mar- 
ket continues dull, with prices weak, though 
most British Columbia mills are closed down 
by a strike, and some of the American mills 
have withdrawn from the market. Stronger 
prices are expected in the very near future. 
Inquiries for lath have been very numerous. 


Spokane, Wash. 


INLAND EMPIRE PINES—The mills of 
the Spokane district report that volume of 
business continues fair for this time of year, 
and that prices of all items remain firm. 
Stocks of a good many items are badly 
broken and all mills report good order files. 
Shipping has been somewhat stimulated by 
the announcement that eastern railroads 
would discontinue the 72-cent rate on June 
30. It is believed. that the movement of 
stocks will reach the highest point of the 
year toward the last of June. Local build- 


ing demand is good and a number of CCC 
orders are being booked. 





Awarded Contract for Treated 
Piling for Los Angeles 


WiincTon, Cauir., May 16.—Pan-Pacific 
Piling & Construction Co., of Wilmington, has 
been awarded the contract, at $20,137, to fur- 
nish creosoted piling to the Los Angeles Har- 
bor Department, to be used in general repair 
operations. Other bids submitted were: Mc- 
Cormick Lumber Co., $21,406; J. H. Baxter, 
$20,563; American Lumber & Treating Co., 
$23,717. The bids were opened April 23, and 
then referred to Arthur Eldredge, general har- 
bor manager, and E. C. Earle, harbor engineer. 














How to Figure Costs for Advertising 
In Classified Department 








Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
Tate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 








Too Late To Classify 


CARPENTER APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO. Inc. 
Minneapolis, Minn. 








WANTED 


_ Employees 


EXPERIENCED ACCOUNTANT 


Can buy a working interest in live, excellently lo- 
cated, long established retail lumber, hardware and 
paint business in the Middle West. Should be able 
to invest fifteen to twenty thousand dollars, and be 
able to take complete charge of the accounting 
and financial end of the business, such as keeping 
up the books, making out and maintaining operat- 
ing budgets, inventory controls, etc. Lumber ex- 
perience is desirable but not necessary. In reply- 
ne state age, experience, nationality and religion, 

any. 

Address “‘W. 51,” care of American Lumberman. 


WANTED: YARD FOREMAN 


With ability to satisfy all expected requirements— 

must be able to manage men. Must prove worth. 

Possibilities good. Location vicinity Flint, Mich. 
Address “W. 28,” care American Lumberman. 


WANTED: EXPERIENCED MANAGER 
For lumber yard. Location Central Illinois, Good 
town with favorable conditions. 
Address “W. 57,"" care American Lumberman. 











——eOo* 














WTD.: ESTIMATOR FOR WOODWORKING PLANT 


In large Connecticut City. Must be capable of se- 
curing business at a profit. State age, experience 
and salary expected. 


Address “W. 33," care American Lumberman. 





EXPERIENCED DRAFTSMAN 


For lumber and millwork plant. CAMPBELL 
COAL CO., P. O. Box 1498, Atlanta, Ga. 


EXPERIENCED ESTIMATOR 
Must be able to take quantities from plans, and 
price. CAMPBELL COAL CO., P. O. Box 1498, 
Atlanta, Ga. 


WANTED: MOULDER MAN 
For special woodworking factory. Apply 
THB SENECA LUMBER & MILLWORK CoO., 
Fostoria, Ohio 
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WANTED 


Employees 














WANTED: EXPERIENCED YARD FOREMAN 


For large Chicago retail and wholesale yard oper- 
ating planing mill; stocking pine, fir and hardwood; 
also heavy timbers, Must be capable of supervis- 
ing labor, unloading cars and filling orders. Give 
full information as to experience, age, nationality, 
names of last two employers and salary wanted. 
Address “V. 97” care American Lumberman. 





Salesmen 





EASTERN REPRESENTATIVE WANTED 


A large West Coast fir operation that has recently 
been re-organized and is fully equipped with plenty 
of resources, splendid facilities, fine timber, enjoy- 
ing for many years an excellent reputation for good 
lumber, well manufactured, now going into produc- 
tion, is looking for first class representation in 
eastern territory. Will be glad to entertain appli- 
cations for territory from responsible, live go- 
getters. Give particulars about your territory 
and sales ability. 
Address “W. 37,” care American Lumberman. 





SALESMEN 


For northern Illinois, southern Wisconsin, and 
southwestern Iowa territories, by established lum- 
ber wholesaler; a proposition that will appeal to 
salesmen already working those territories. Would 
consider applicants with only lumber yard or sash 
and door factory experience if 25 to 35 years 
of age. 
Address “W. 64,’’ care American Lumberman. 


WANTED: A LIVE WIDE AWAKE SALESMAN 


By an established Southern Wholesaler handling 
Yellow Pine and West Coast woods, for Western 
New York and Eastern Ohio territory. Please 
give full information first letter. 

Address “‘W. 66,”" care American Lumberman. 








Employment 


ESTIMATOR AND SALESMAN 


Position wanted: Thoroughly experienced taking off 
odd or stock millwork, lumber and building mate- 
rials from plans, detailing, billing, drawing house 
plans, selling, experienced on remodeling work. 
Address ““W. 43,” care American Lumberman. 


POSITION WANTED—LUMBER & MILLWORK 


15 years’ experience draftsman and biller with 
selling and estimating experience; 4 years house 
plans and construction supervision; age 35. Best 
references. 

Address ‘“‘W. 45,” care American Lumberman. 








WANTED 











Employment 


YARD MANAGER—NOW EMPLOYED 





Married; 38 yrs. of age; best of ref.; executive 
— 20 yrs. experience; desires change with 
uture. 


Address ““W. 58,”" care American Lumberman. 





EXP’D LUMBER SALESMAN WITH HOUSE 
TRAILER 


Wants to sell on commission, lumber, shingles, 
posts, paint, plywood, building board, roofing mate- 
rial, builders hardware in Wisconsin. 

Address P. O. Lock Box 14, Beloit, Wis. 





EXPERIENCED RETAIL YARD MANAGER 


Young man of thirty desires position as manager 
of retail lumber yard, now employed in same ca- 
pacity but wants to make a change. Can furnish 
A-1 references as to ability, character, honesty, etc. 
Have been employed with same company for past 


ten years. A 32nd degree Scottish Rite Mason and 
Shriner. Prefers the South or Middle West. 
Address “V. 98’’ care American Lumberman. 





ACCOUNTANT, AUDITOR, OFFICE MANAGER 


Is open for position. Wide experience in public 
and private accounting; specializing in accounting 
and income taxes for lumber manufacturers, High- 
est references. 


Address ‘“‘V. 95” care American Lumberman. 


SALESMGR.—MGR.—SALESMAN 
22 years experience stump to market 
Hem, Hdw. Pine. 


woods. 
Address ‘“‘V. 100” 





Northern 
Wholesale & Retail exp all 


care American Lumberman. 


POSITION WANTED AS MANAGER OR ASS’T 


By man with good background completely experi- 
enced in the retail lumber business. Now employed. 
Address “W. 61,’’ care American Lumberman., 








SALESMAN—RETAIL LUMBER YARD 


14 years exp., wants desirable connection. Pro- 
ducer. References. Age 34. Salary & commission. 
Address “‘W. 62,” care American Lumberman. 


STENO.-SEC’Y. LUMBER EXPERIENCE 


Asst. or Handle Sm. Set Books. Chicago. 
Address “‘W. 63,’’ care American Lumberman. 








Lumber and Dimension 


WE ARE IN THE MARKET FOR 
8’ Serviceable Reject Oak ties. Quote f.o.b. load- 
ing points stating locations, giving full description. 
— & COMPANY, 29 E. Madison St., Chi- 
cago, 3 








POSITION WANTED 


Experienced lumberman, thoroughly experienced in 
lumber, coal, millwork, paints and hardware, with 
chance for advancement. Good references; speak 
German; employed; investigate this. 

Address “W, 46,” care American Lumberman. 


ESTIMATOR—SALESMAN 


Millwork, thoroughly experienced. Can also bill 
and detail into mill. Prefer Rocky Mountain Region. 
Address ““W. 47,”" care American Lumberman. 


EXP’D LUMBER SALESMAN WANTS JOB 


Representing good mill or high class wholesaler in 
Indiana and/or Southern Illinois. Have established 
business. Salary or drawing account. 

Address ‘‘W. 49," care American Lumberman. 


CONCENTRATION YARD AND PLANT SUPT. 


Lifetime experience southern pine mills, specializ- 
ing railroad and car material. Now employed, de- 
sire change. Will consider handling plant contract 
basis, per M. 

Address “W. 52,” care American Lumberman. 


EXPERIENCED RETAIL YARD MANAGER 


Married man of thirty-six desires position as mana- 
ger of retail lumber yard, now employed in same 
capacity but want to make a change. Can furnish 
A-1 references; 16 years’ business experience. 
Address ““W. 53,” care American Lumberman. 


POSITION WTD. AS RETAIL YARD MANAGER 


Over 12 oar experience as manager of retail 
lumber. as fair knowledge of paint and hard- 
ware. Now employed. Will go anywhere; can fur- 
nish best references. 

Adcdress ‘‘W. 54,” care American Lumberman. 


























WTD.: OAK, GUM & YELLOW PINE TIE SIDINGS 


4/4—No. 1 Common & Btr, Edged. 
Address, Box 532, Kansas City, Mo. 


MANUFACTURERS! 
Do you have satisfactory sales. representation in 
the Middle West? An old established Wholesale 
and Retail Corporation, with A-No. 1 financial rat- 
ing, recently re-organized sales department and 
desires equally responsible Mill connections. 
Address “V. 96” care American Lumberman. 


WTD.: 8/4 NO. 2 & NO. 1 COMMON MIXED OAK 
Also 6&8/4 Common & Better Soft Maple 2 years 
dry; Northern stock preferred. 

Address “W. 32,” care American Lumberman. 











WANTED—SHIPPING LUMBER 
You can probably use a new Nigger, Steam Feed or 
other Steam Deck Equipment. Here is your oppor- 
tunity to put in some new machinery, paying for 
it with lymber. 
HAMMOND MACHINERY BUILDERS 
1604 Douglas Ave., Kalamazoo, Mich. 


WANTED 


2x2’s—30” Dry Birch Squares. Quote price. 
MADDOX TABLE COMPANY, Jamestown, N. Y. 


Timber and Timber Lands 


WTD: TIMBERLAND IN NORTHERN MICHIGAN 


Or Southern Pine; two to four thousand acres. 
Address “V, 74," care American Lumberman. 
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